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+ 162,000 Cars Roll 


+ 


* For Highest Rate 


>, Since February 


10 Makes on Overtime; 
48,000 .Compact Units 
Break Record Again 


By Martin L, Whitmyer 
Staff Writer 

C* output in the United States 

zoomed to an estimated 162,003 
units last week. Ten makes plan- 
ned Saturday assembly operations. 

Schediiles last week called for 
® 12.3 percent boost from 'the 
144,256 a week earlier 
and | the highest level 
weekly car has hit since 
the week ef 


percent above the comparable 
week a year ago, when 112,662 
units were built. 

Makes that worked six days last 


.wweek were standard Chevrolet, 


Corvair, Comet, standard Ford, Fal- 


‘: eon, standard Buick at Flint, Mer- 


my 


ey 


cury, standard B ui c k-Oldsmobile- 
Pontiac at Kansas City and Linden, 
N. J., and Rambler. 

* * * 
eo output also gain- 
ed momentum last week. The 


.10 makers in this group set a high 


for weekly production with an esti- 
mated 48,277 assemblies—good for 
29.8 percent of total industry out- 
put, The previous high of 45,159 as- 
semblies was set a week earlier 
when the compacts took 31.3 per- 
cent of assemblies. 

compact-car builder 
again last week was Rambler 
with an estimated 10,600 assem- 
blies. Working three shifts six 
days, Rambler topped its 10,300 
assemblies a week earlier by 300 
units. 

Falcon, working its San Jose 
(Calif.) plant Saturday, raised its 
output from 9,204 to 9,910 assem- 
blies, while Comet, also working 
Saturday at San Jose, was off from 
6,322 to 6,230, 

Among the General Motors com- 

(Continued on Page 37, Col, 3) 
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Top Cars 


New-car registrations for eight 
months, plus two states for Sep- 
tember : 

1960 

Pos. 

1—1,179,730 
2— 948,178 
313,225 
296,675 
272,394 
257,338 
230,577 
173,010 
102,884 
98,591 
87,595 
76 482 
52,905 
18,278 
14,609 


1989 
Make Pos. 
Chev. 1,039,137— 1 
Ford  1,004,382— 2 
Plym. 268,884— 4 
Rambler 247,446— 6 
Pontiac 273,221— 3 
Dodge 99,635— 9 
Olds. 257,340— 5 
Buick 173,896— 7 
Mercury 
Cadillac 
Comet 
Stude. 
Chrysler 
DeSoto 


— 


10— 
l1l— 
12— 
13— 
14— 
15— 
16— 


91,732—11 
43,354—12 
31,267—13 
Lincoln  18,819—14 
10,480 Imperial 11,679—15 
364,502 Misc. 440,856 
Total All Makes 
4,497,453 4,204,303 


Entered as Second Class 
at the Postoffice, 
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Turmoil Over Warranty 


PRectors of National. Auto- 
mobile Dealers;Assn., meeting 
in Detroit last w »in connection 
with the Nationa] Auto Show, 
urged auto makerg:to clarify for 
the public provisiong of the recent- 
ly announced 12-mgrith, 12,000-mile 
warranties. i 

Dealers in somé areas were 
aroused by the action on the war- 
ranties, reporting they were being 
asked for rebates on maintenance 
work performed in the past year. 

Some dealers said. announcement 
of the warranties was the most vi- 
cious thing that ever happened .to 
dealers. Others différed markedly, 
saying it was a valuable sales tool. 
Others. predicted that it would put 


Makers Also Holding Line 
On Equipment Prices « 


By John K. Teahen Jr. 
Associate Editor 
eras prices for ’61 show 

moderate increases and de- 
creases in some lines, but auto 
makers generally held the line on 
options just as they did on the cars 
themselves, an AvtTomoTive News 
analysis discloses. 

The survey compared the ’61 
and ’60 prices of the six major 


Profits, Sales Up 
On Truck Bodies 


HICAGO. — Many body and 

equipment distributors report 

that they are matching increased 

sales volume with increased profits 
this year. 

A survey of distributors showed 

39 percent reporting their profits 

(Continued on Page 4, Col, 3) 


(TBEA Program, Page 12) 


4 


items of optional equipment—au- 
tomatic transmission, power 
steering, power brakes, radio, 
heater and white sidewall tires, 

The consistency ¢fown for ’61 
goes to Chryslewr-<Corp. All five 
Chrysler lines pricé’ these options 
the same as last ye@n, 

* * “¢ 


Ceasar“, Oldsmabile and Pon- 
tiac prices also are unchanged, 
while Buick and Chevrolet altered 
only their radio prites. The Buick 
radio dropped $8.60,-and the Chev- 
rolet unit was redu $7.50. Buick 
also made automati¢; transmission 
standard on LeSabreg; 

Chevrolet’s radio price cut was 
the second in as many years. In ’59, 
a Chevrolet radio wag’$84; today, it 
is $62.45. oP 

Oldsmobile’s white sidewalls are 

a few dollars less in last year’s 

but this is not a pr cut, The 

tires are smaller than those used 
(Continued on Pagé 4, Col, 1) 


pressure on the factories io produce 
better cars. 


* * * 
§ bee~ problem was compounded 

when some makers announced 
that the extended warranty ap- 
plied to 1960 models and others in- 
dicated that they had had the ex- 
tended warranty in effect for some 
years without announcing it: Such 
reports brought the requests for re- 
bates. 

NADA directors also approved 
expenditure of $25,000 to advance 
NADA’s study of a career selling 
program, and approved the re- 
ports of the Industry Relations 
Committee and the National Af- 
fairs Committee, 

Final decision of the career sell- 
ing program igs expected at the 

NADA convention in January. 
* * * 

ERE is the text of the NADA 

statement: on warranties: 

“The Board of Directors of the 


NADA 
Highlights 


In addition to the action on 
warranties, NADA directors 
voted: 

@ To explore the possibility of 
product simplification on models 
and options. . 

@ To probe parts distribution 
setups of various makers. 

@ To condemn misleading 
Price stickers at introduction 
time. 


@ To reaffirm historical dis- 
counts. 

@ To restudy NADA’s terri- 
tory-security position. 

@ To develop better lines of 
communication with the factory- 
dealer councils. 

@ To organize a Volkswagen 
make committee. 


‘@ Attendance at Natitmal Auto Show Tops a Million to Set New Record- 


m~ 
4 


<. 


Stes 


Revival of the Netionc! Auto Show set stolid old Detroit on its ear. Civic pride, tong submerged in -{ 
what many vefer to as an overgrown industrial town, blossomed forth in splendor. Visitors remarked thet | 
for the first fime Detroit looked like a big city. Pictured above is opening night when a record crowd of © 


‘cS 


National Automobile Dealers Assn., 
meeting in Detroit, requested the 
automobile manufacturers to in- 
form the public in detail as to the 
provisions of the recently announc- 
ed 12,000 mile, 12-month new-car 
warranty and the extent of the 
coverage provided by its terms. 
“The NADA Board made its 
recommendation in keeping with 
its long-time policy of protecting 
the public interest and in behalf 
of its franchised new-car and 
(Continued on Page 37, Col, 3) 


Dealers Divided 
On Warranties; 
GM Covers 60s 


[/pRALens across the nation are 
viewing the factory announce- 
ment of 12,000-mile, 12-month war- 
ranties with mixed emotions, a 
survey by Automotive News corres- 
pondents shows. 

While dealers in a majority of 
locations praised the new war- 
ranty program, there were some 
dealers who viewed the an- 
nouncements as vicious. 

Meanwhile, General Motors quiet- 
ly joined. American Motors and 
Studebaker in covering all ’60 vehi- 
cles with 12-12 warranties. 

Here igs a roundup of what cor- 
respondents found: 

* * * 

Oklahoma City 
PpBars in Oklahoma City 
were reported fearful that an- 
nouncement of the new 12-month, 
12,000 mile warranties may be the 
most vicious thing that ever hap- 

pened to. dealers. 

It has changed the whole serv- 
ice picture and confused the pub- 
lic, aecording to Bert Horner of 
the Oklahoma Automobile Deal- 
ers Assn. 

An executive committee meeting 

(Continued on Page 38, Col, 1) 


more thon 83,000 persons jammed into Detreit's new Cobo Hell. The 10-day attendance wes estimated at 
mere then a million, leading te the probability thet the show will be held agein in Cobo Hall next yeer. 
(Stery on Page 8.}—Aviometive News phete by Benyes-Kaufmen. 
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Customers Confused, Dealers Say .. . 





Late-Fall Sales Pickup Awaited 


to make up their minds this year| ly are bird-dogging for the compe- 


By Robert M. Lienert 
Associate Editor 


A LATE-FALL improvement in 
.new-car sales is anticipated by 
many dealers, although showroom 
action right now is only “so-so,” 


according to field reports. 
Dealers are at a loss to explain 


So the showrooms remain quiet. 
A spokesman for one factory told 


Avtomotive News confidentially last 


week: “If I used the word ‘disap- 
pointing’ to describe introductory- 
period sales, I'd be putting it mild- 


ly.” 
* * * 


A MIDWEST dealer, reporting his 
own sales “spotty” although 
showroom ic was consistently 
heavy, said: 
“People want to buy, I’m sure. 
But all the cars have fresh styl- 


“They’re finding it’s not as easy 


Ford Earnings, 
Sales Decline in 
Quarter, 9 Months 


DEARBORN.—Ford Motor Co.'s 
consolidated net income for the 
first nine months of 1960 was $316,- 
200,000, down 6.8 percent from the 
$339,100,000 earned in the first nine 
months of 1959. 

Consolidated sales in the first 
nine months of 1960 were $3,862,- 
900,000, a drop of 3.2 percent from 
the $3,991,200,000 in the first nine 
months of 1959. Consolidated net 
income was equivalent to 8.2 per- 
cent of sales in the first nine 
months of 1960, compared with 8.5 
percent in the first nine months of 
1959. 


In the third quarter of 1960, con- 
solidated net income wag $51,400,- 
000, compared with $53,200,000 in 
the third quarter of 1959. Third- 
quarter consolidated sales were 
$978,400,000 in 1960 and $1,036,900,- 
000 in 1959. 

The profit in the third quarter 
trailed the first and second quarter 
showings due primarily to reduced 
sales resulting from model change- 
overs, Ford said. 

Factory sales of cars, trucks and 
tractors in the first nine months of 
1960 totalled 1,663,276 units, 4.9 per- 
cent higher than the 1,585,057 units 
sold in the first nine months of 
1959. 





100.2 Percent of 


















Business Barometer 


Automotive News Economic Index — 


120.5 Percent of Like Week Last Year 


Percent of 

Percent of Like Week 

Last Week Last Year 
Aute Production ..............+. 144,256 102.3 108.0 
Truck Production .............. 18,146 102.4 75.7 
Aute Registrations—yYear to date.. 4,497 453 at 107.0 
Truck Registrations—yYear to date. 656,467 Fae 100.7 
Steel Production—tTon, ......... 1,579,000 103.7 429.1 
Lumber Production— Board feet 208,971,000 91.2 85.9 
Production—Tons 326,613 103.9 97.6 
Coal Output—tons ........ 8,125,000 98.6 104.6 
Oil Refinery Output—Borrels ..... 47,789,000 94.8 100.1 
Electric ilowatt hours 13,736,000,000 100.1 106.8 
Barometer ht Cer Leadings 363,907 101.0 105.8 
Department Store Sales Index .. 155 104.0 102.0 
Stock Market Price index....... 390.3 101.5 93.3 

U.S. Gevernment Spending 

—fiscal year to date ........66+. $27,903,531 ,000 Lag 99.6 
Commercial and Industrial Leans $31,395,000,000 99.5 106.4 
Kvvus capa cdiscve $32,257,000,000 100.2 105.3 
veroge.......- $864 99.5 91.2 
95.0 129.4 


Stocks Oct. 19 Oct. 12 1960 Range Stocks Oct. 19 Oct. 12 1960 Range 

AMC....... 21 20% 29%4-19% NE vis ac 41% 40% 50%-38% 

Chrysler... 43% 42% 71%-40 Mack...... 32 30% 52%-29% 

Ford....... 66%, 65% 92% -60% Dissisees 10% 10% 24%- 8% 

GM........ 43 43% «= 55%-41% White 40Y_ 41% 67%-39% 
(Oct. 24, 1960) 


as it has been in other years.” 


He continued, “When they get the 
market sorted out in their own 
mind and settle down, it should be 
a good year. I think we'll begin to 


get some action in about a month.” 
« 3 + 


"= suggestion that prospects 

may be confused by the wide 
array of models this year was of- 
fered by a Ford retailer who said, 
“We've had virtually no demand 
nor inquiries on the bigger engine 
available on the ’61 Falcon. 

“Perhaps the buyers are really 
on an economy kick. I'd rather 
think they just don’t know about 
the big engine. There hasn’t been 
time for advertising to get the 
idea across.” 

The problem faced by this year’s 
buyer wag summed up by another 
dealer, who said: “A couple of years 
ago, prospects in the Chevrolet- 
Ford-Plymouth class had only two 
basic decisions to make: Which of 
the three cars to buy and, having 
decided that, which of the series 
to select. 

“Now, he has to decide first of 
all whether to go for a compact or 
a standard car. If he decides on 
the compact, he has 10 makes to 
choose from. 

* a + 


“TF HE PICKS a low-priced stand- 

ard, Dodge Dart and Mercury 
Meteor now compete with Chevro- 
let-Ford-Plymouth, so he ig faced 
with a five-way choice there. And 
it isn’t even as simple as that. He 
might, for example, have to make 
up his mind between a ‘big’ Chevy 
and a ‘small’ Oldsmobile. 

“He still has a question of 
which series to choose—and even 
some of the compacts offer three 
series, Some cars offer a half- 
dozen options on engine-transmis- 
sion packages, not to mention a 
sheetful of other options, 

“By the time the prospect sifts 
out all the alternatives and makes 
his choice, Thanksgiving will be 
here. It’s going to take time to find 
out how the wind blows for ’61.” 

s * * 


LB grrremgeened quickly found out how 
the wind is blowing in one di- 
rection: Customers are still price 
shoppers. 

“Discounting wasn’t too bad for 
the first week,” said one dealer, 
“but we're getting right back to 
where we were. And we still have 
’60s on hand.” 

Dealers handling Falcon, Comet, 
Corvair, Lancer, Rambler and 
Lark say they are getting little 
competition thus far from Buick 
Special and Oldsmobile F-85. Fal- 
con dealers respect Comet the 
most, while Valiant finds the Lan- 
cer a tough opponent. 

In some areas, salesmen reported- 
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tition when a deal on their own 
make falls through. 
Chevrolet dealers say 
Corvair wagons should give them 
a, product to pitch against Volks- 
wagen. Interest in the Greenbrier 
sports wagon has been exception- 
ally heavy, they say, while the more 
orthodox Corvair Lakewood is “just 
























another station wagon.” 

Scarcity of the Greenbrier hag 
hobbled dealers almost everywhere 
in their attempts to give its sales 
appeal a true test. 


* * * 


OVE dealer last week said that 
tradeins on ’61s have been low- 
grade. Out of every 50, not more 
than one or two are anything above 
“strictly average,” he said 

“And when you don’t have some 
really clean pieces on the used- 
car lot,” he said, “it’s pretty 
tough to give salesmen the en- 
thusiasm they need to put a deal 
across. 

“Television has hurt the used-car 
business more than anybody real- 
izes,” he said. “Those cars just sit 
in the driveway and deteriorate, 
while the owner lounges in front 
of the TV set. 

“When it comes time to buy a 
new car, they’ve lost a tremendous 
amount on the tradein.” 


Chrysler, Rambler 
Report Sales Gains 


Cite First 10 Days 
And Debut Period 


DETROIT.—Car makers reported 


large gains in sales in the first 10 


days of October and during the 
new-model introduction period. 

Retail sales of Chrysler Corp. 
cars for the Oct. 1-10 selling pe- 
riod were the highest of any first 
10-day period of October since 
1955, Byron J. Nichols, group 
vice-president — automotive sales, 
said, 

Sales totalled 27,193 units, 59 per- 
cent over the similar period last 
year when retail sales totalled 
17,079 passenger cars, he said. 

From Jan. 1, 1960, through Oct. 
10, sales of Chrysler Corp. cars hit 
747,864 units, a 39-percent increase 
over the 537,877 units sold in the 
like period last year. 

Rambler retail sales in the first 
10 days of October climbed over 
both the comparable period of last 
year and the first 10 days of Sep- 
tember, Roy Abernethy, vice-presi- 
dent of automotive distribution and 
marketing of American Motors, an- 
nounced. 

Sales in the 10 days totalled 
10,647, compared with 9,894 last 
year and 8,984 in the first 10 days 
of September, Abernethy said. 

So far in the calendar year, deal- 
ers have sold 340,834 new Ramblers, 
an increase of 19.4 percent over the 
285,418 delivered in the Jan. 1-Oct. 
10 period of 1959, he said. 

Dealerg reported retail deliveries 
of 12,586 Plymouths in the 10-day 
selling period ending Oct. 10, for a 
30-percent increase in daily rate of 
Sales over the comparable period 
of last year and the highest daily 
rate for this period since the record 
year of 1953, Plymouth reported. 





S-P in the Red Again; 
Loss Tops $3.2 Million 


SOUTH BEND. — Studebaker- 
Packard was back in the red 
again in the third quarter, los- 
ing $3,254,799 on sales of $63.3 
million. In the third quarter of 
last year, sales were $75.1 million 
and the company showed a profit 
of $3.4 million, 

For the first nine months of 
1960, the company showed a prof- 
it of $104,786 on sales of $241.4 
million. A year earlier, the com- 
pany showed earnings of $15,473,- 
060 on sales of $284.9 million. 





Looking Them Over— 

This is another view of the preview-night crowd at the National Automobile Show 
in Detroit's Cobo Hall. In the center of the photo, weary visitors sit on the edge of 
one of the exhibits. The patterns on the cars are reflections of the ceiling lights. 
—<Automotive News photo by Benyas-Kaufman. 

























Chevy, Ford Assns. Fined 
In West Coast Price Case 


SAN FRANCISCO. — Chevrolet 
and Ford dealer associations 
changed their pleas from innocent 
to guilty and were fined $5,000 each 
in federal District Court on charges 
of price fixing. 

The fines were imposed on the 
Chevrolet Dealers Assn. and the 
Ford Dealers Advertising Assn. 
with headquarters in Oakland 
and San Jose, respectively. Both 
groups have members in North- 
ern California, Southern Oregon 
and Western Nevada. 

The charges, based on the Sher- 
man Antitrust Act, had been pend- 
ing since 1958. A similar charge 
was brought then against the Plym- 
outh Dealers Assn. of Northern 
California. 

The Plymouth group was found 
guilty by a jury last year and fined 
$5,000. The United States Court of 
Appeals upheld the conviction last 
spring. 

The West Coast indictments 
named only the three trade associa- 
tions. The individual dealerships 
(176 Ford, 164 Chevrolet and 67 
Plymouth) were included collective- 
ly as co-conspirators, but they wéte 
not listed as defendants. 

The Ford-Chevrolet fines 
brought to $365,750 the amount 


levied against dealers and their 
line groups since the federal price 
probes began 2% years ago. In- 
quiries were conducted in Cleve- 
land, Detroit, New York, Wash- 
ington and San Francisco. 


In Cleveland, a grand jury ques- 
tioned dealers, but returned no in- 
dictments. Following is a summary 
of the other investigations: 


Derrorr — Twenty-two Chevrolet 
dealers and their line group were 
indicted. They fought the cuarges 
and were found innocent by a jury. 
Twenty-two Ford dealers and their 
trade association pleaded nolo con- 
tendere (no contest) and were fined 
$86,000. 

New Yorxk—Hight trade associa- 
tions were indicted, They pleaded 
nolo contendere and were fined 
$111,500. 

Washington—Fourteen Chevro- 
let dealers and their trade group 
pleaded guilty and were fined 
$32,000. Eleven Oldsmobile dealers 
pleaded nolo contendere and were 
fined $35,750, 

Seventeen Washington-area Ford 
dealers and Ford Motor Co. were 
indicted and pleaded nolo conten- 
dere. The dealers were fined $75,500, 
and Ford Motor was fined $10,000. 
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Dealer Forum 


by Robert M. Finlay 


ANY long-term project to 
raise the stature of the retail 
auto industry, there is always a 
division of thinking. Even dealers, 
who are dedicated to the welfare 
of the industry, are tempted to 
take the position that there is no 
use in reputable dealers spending 
money to build up the industry 
while others are spending money 
to tear it down. 

This is an effective but fallaci- 
ous argument, It concedes victory 
to the wheelers and deceivers. 
Those who have faith in the in- 
dustry, who want to make it bet- 
ter so that their sons will take 
pride in it, have to start some- 
where. 

We believe that there is no bet- 
ter place to start than with the 
sales-training program proposed by 
J. Saxton Lloyd, former president 
of the National Automobile Dealers 


Assn. 
om * * 


$25,000 Voted 


| keto a meeting in Detroit 
last week voted $25,000 to carry 


Phila. Will Sell 
Its Used Cars 
Under New Setup 


PHILADELPHIA.—The City of 
Philadelphia will sell its used autos 
in 1961 instead of trading them in 
on new models, according to Man- 
aging Director Donald C. Wagner. 


The sale is part of a new system 
of auto procurement worked out by 
his staff with Procurement Com- 
missioner Michael H. Sura and 
Commissioner of Public Property 
William T. Gennetti, Wagner said. 

The city plans to issue purchase 
orders Dec, 12 for the first 140 autos 
it will buy during 1961, he added, 
and the dealer will have until Jan. 
23 to begin delivery, From then on 
he must deliver at least eight ac- 
ceptable cars to the city each work- 
ing day and the purchase contract 
will stipulate damages if the dealer 
falls behind the eight-a-day pace, 
Wagner said. 

The city will display its first lot 
of used cars for inspection starting 
Feb. 1, he said, and by then at least 
40 new vehicles will be in service. 
Successive lots of 40 cars will be 
displayed Feb. 8 and 17, 

Wagner said the city should get 
a better price for its used cars be- 
cause they will be disposed of ear- 
lier in the year, eliminating the 
lapse between original appraisal 
and the time of actual acceptance 
in trade. 

In the past, he said, reappraisals 
have reduced the city’s yield from 
used cars because of deterioration 
and damage from accidents. 


The city bought 350 new autos 
this year, and 220 during 1959, De- 
liveries were ordinarily stretched 
out over five or six months. 
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forward the study of the program, 
with the final decision to be made 
at the NADA convention in San 
Francisco in January. Some direc- 
tors were disappointed, They took 
the vote as one of putting off ac- 
tion that should have been started 
years ago. Others say it was a for- 
ward step. 

“We gave the committee 
$25,000,” one director said, “so it 
could spell out the program in 
more detail, and present specifics 
to the board in January. At that 
time I intend to vote for an ad- 
ditional $175,000 to get the pro- 
gram going.” 

Another, obviously with a differ- 
ent viewpoint, said: 

“I had to be the dirty dog who 
proposed we delay the program.” 

How could there be objections to 
such a program, which is designed 
to help all dealers? 

ok * * 


Elevate Dealers? 


OME felt that dealers should 

first elevate dealers rather than 
salesmen, Some asked how you can 
attract competent men to an in- 
dustry which pays a salesman only 
a few dollars to sell a $3,000 product 
when the pressure is on to move 
cars. 

“First we should elevate the gross 
so we'll have something out of 
which to pay adequate compensa- 
tion,” one dealer suggested. The in- 
surance industry (the career selling 
program is based on that used to 
elevate the public standing of in- 
surance salesmen) is different from 
ours,” another said. “It doesn’t have 
this vicious and wild price selling.” 

None of these arguments are 
valid. In time, the program would 
help eliminate the very conditions 
which are used as arguments 
against it. 

In citing some of the objections 
we do not want to give the impres- 
sion that there is widespread objec- 
tion to the program, There is some 
hesitancy, as there would be with 
any commitment of this magnitude. 
But generally it is believed that the 
directors just want to see the pro- 


gram spelled out in greater detail. | 


They want to make sure it will 
work—that NADA is not getting a 
false start. They want to see a pro- 
posed curriculum, 

* * + 


Able Committee 


7 have a great deal of con- 
fidence in the subcommittee 
working on the program. Besides 
Lloyd, they are Herbert L, Galles, 
immediate past president of NADA; 
Alton M. Costley, former member 
of the board and regional vice-pres- 
ident, and J. Melford Sanders, for- 
mer director and treasurer. 

The program itself is this: 

Two six-month courses of study 
would be offered, available to sales- 
men employed by NADA members 
in all parts of the country, One 
would be for beginners; the other 
for advanced salesmen. The courses 
would be built around a 2%-hour 
weekly discussion period, with a 
manual of required study. 

Eventually, Lloyd envisions 
some 2,000 courses going on at 
once across the nation. The 
courses would not interfere with 
work, Salesmen would be work- 
ing as they learned, 

Investigation of sales training 
programs of other industries has 
convinced committee members that 
it is not just a matter of upgrad- 
ing auto salesmen, 

They say that other industries 
are moving so rapidly in this field 
that, unless the auto industry gets 
moving on a professional type of 
sales training, within a few years 
it may find itself hopelessly lost in 
competition for sales manpower. 

If the program is adopted in Jan- 
uary, it will be next October at the 
earliest before courses can be offer- 
ed. The time is growing late. 





Ford, Dealership Sued 
By Injured Passenger 


SACRAMENTO, Calif. — Ford 
Motor Co. and Burton Motors, 
Inc., have been named defend- 
ants in a $21,800 damage suit filed 
on behalf of Floyd W. Boles of 
Yuba County, Calif. 

The complaint says Boles was 
@ passenger on Oct. 10, 1959, in a 
pickup truck purchased July 23, 
1959, from Burton Motors. A rear 
wheel came off, the truck over- 
turned, injuring Boles. Ford is 
accused of negligence in manu- 
facturing the truck and the deal- 
ership of breach of warranty in 
claiming the vehicle was safe. 








Lloyd, Costle 


Give Details .. . 





Sales Training Quiz 
With NADA Planners 


The National Automobile Dealer Assn.’s program to elevate the 
stature of auto salesmen took a big step forward last week with 
the appropriation of $25,000 to carry out initial planning. 

The money was appropriated by NADA directors during a meet- 
ing in Detroit, at which they received a report on the program from 
a Special Study Committee, organized last summer. 

Further appropriation and a final go-ahead is expected to be pro- 
vided at the NADA national convention next January in San 


Industry Dinner Honors President— 


President Eisenhower was the guest of honor and principal speaker at the 43rd 
National Automobile Show's industry dinner in Cobo Hall. He was seated between 
Frederic G. Donner, left, General Motors chairman, and L, L. Colbert, Chrysler Corp. 
president and chairman and president of the Automobile Manufacturers Assn. Directors 
of the National Automobile Dealers Assn. were among guests at the dinner. 


Clash Over Sales Quotas 
Opens Leach-Ford Trial 


By Steve Still 
Staff Correspondent 


SAN FRANCISCO. — A dealer’s 
performance in a declining neigh- 
borhood quickly became the cen- 
tral point of dispute in Federal 
Court here last week as the Raleigh 
Leach good-faith suit against Ford 
got under way. 

The first trial jury under the four- 
year-old Dealer Franchise Act 
heard attorneys for the terminated 
Oakland dealership and for Ford 
Motor Co. debate the reasons for 
lagging sales at the Leach dealer- 
ship in 1958. 

Clifton Hildebrand, Leach at- 
torney, said in his opening state- 
ment that Ford applied pressure 
on Leach to buy more cars than 
he could sell in the Elmhurst dis- 
trict of Oakland, Leach was 
cancelled, Hildebrand said, for 
failure to meet “arbitrary and un- 
reasonable” quotas. 

Leach’s quotas were as high as 
50 a month despite the area’s eco- 
nomic decline and two nearby Chev- 
rolet plants, Hildebrand said. 

Answering for Ford, Attorney 
John Bates said “an honest valu- 
ation by Ford showed Leach was 
not doing his job.” He challenged 
the dealer’s “depressed area” claim, 
declaring that 655 new Fords were 
delivered to residents in Leach’s 
franchised territory in a _ period 
during 1957-58, of which the plain- 
tiff delivered one-fifth, 

Eugene R. Leach, sales manager 
for the dealership, said Ford rep- 
resentatives made numerous threats 
to cancel in 1956, 1957 and 1958 when 
the firm wouldn’t accept cars. 

Attorneys argued over a 1955 
Ford summary introduced by 
Hildebrand. The latter said the 
summary showed Leach had a 


“poor” location, but Bates main- 
* * * 


Spring Trial Likely 
In Blenke-Ford Case 


SOUTH BEND.—A trial next 
spring was indicated last week 
after a Federal Court hearing in 
the good-faith suit of Blenke 
Brothers Co., Inc., terminated Mer- 
cury dealer, against Ford Motor. 

‘District Judge Robert A, Grant 
ruled on interrogatories (questions 
of issues) from attorneys for 
Blenke and the factory, The former 
dealership has sued Ford for $495,- 
000. 


tained this conclusion was out of 
context and that the overall find- 
ing was that Leach occupied a 
“good” area. 

Leach said his dealership was 13 
blocks from a preferred location 
listed by Ford in a 1959 report. He 
noted that the ’58 Ford generally 
sold fewer units than the '57 model. 

The trial was expected to last 
three weeks. 


Dealer Suing Ford Loses 
Plea to Buy New Cars 


TOLEDO.—A federal judge here 
last week refused to reinstate nor- 
mal business procedures between a 
dealer and a factory involved in a 
good-faith suit. 

In a precedent-setting opinion 
under the Automobile Dealer Fran- 
chise Act of 1956, United States Dis- 
trict Judge Frank Kloeb denied a 
motion to force Ford to sell new 
cars and parts to a terminated 
dealer in nearby Maumee, O. 

The dealership, Loesch Motor 
Co., sued Ford for $1.2 million 
od a after being terminated 

eb, 


Judge Kloeb said that if he ruled 
(Continued on Page 37, Col, 1) 


Francisco. 

The training program is the 
brainchild of J. Saxton Lloyd, Day- 
tona Beach, Fla., honorary director 
of NADA and chairman of the Spe- 
cial Study Committee. 

Other members of the committee 
are H. L. Galles jr., Albuquerque, 
immediate past president of NADA; 


s Alton M. Costley, East Point, Ga., 


former member of the NADA board 
and regional vice-president, and J. 
Melford Sanders, Wheaton, Md., 
former member of the board and 
treasurer of NADA. 

Last week Lloyd and Costley dis- 
cussed the program with AvuTomo- 
Tive News staff members Robert M. 
Finlay, Maynard M. Gordon and 
Robert M. Lienert. The discussion 
follows in full: 


Q.—Basically we'd like to know 
what you've done today on this pro- 
gram. 

Lloyd—Well yesterday and to- 
day we made a report. You recall 
at the first meeting that the 
NADA directors authorized the 
Operating Committee to appoint 
a Special Study Committee. They 
asked me to serve as chairman 
and Alton Costley, Herb Galles 
and Mel Sanders comprised the 
committee, and we’ve been study- 
ing the problem for four months. 
Yesterday we made a report, a 
copy of which I’m going to leave 
with you, which covers the need 
largely and also gives us some 
points of direction that we should 

e. 

The program is debated thor- 
oughly and as a result approved 
in principal. The board today ap- 
propriated $25,000 for the initial 
work that we should do between 
now and the January meeting in 
San Francisco. And it was clearly 
inferred that out there the re- 
maining funds, whatever are re- 
quired, will be provided. We have 
a feeling that that would prob- 
ably require an additional $175,- 
000. It’s our understanding that 
the board will go along with that 
amount, giving us a total of 

The only objections—and I 
frankly feel that most of the ob- 
jections were specious—the only 
objections were: They didn’t feel 
the dealers wouid adopt the pro- 
gram, that they would not sup- 
port it. They felt in the main, 
however, that they wanted more 
time and more particulars and 
therefore, that’s what we will 
presume to provide for. 
Q.—Well, Sax, this doesn’t have 

(Continued on Page 35, Col, 1) 


On the House... 


unsold ’60 models 


Sidelights on 





Wemhoft 


QUOTE: “. .. the greatest asset any factory has 
is not its buildings, tools and dies, or its machinery. 
It is its dealer organization,” declares Birkett Wil- 
liams, president of NADA and long-time Ford dealer 
in Cleveland... 
meeting in Detroit last week were generally agreed 
that business is pretty fair, but some reported that 


Directors attending an NADA 


are causing problems while others 


said used cars (especially wagons) and used trucks 
are troublesome .. . 


the National Auto Show: Hven 


President Hisenhower stood and applauded as 
2,200 auto executives cheered the introduction of 


Alfred P. Sloan jr., GM’s grand ol’ man, at the traditional Industry 
banquet ... All NADA directors except Bill Terry (wife ill) attended 
the show, along with 44 state and local dealer association managers 
(including Chicago’s Ed Cleary who admitted: “A great show”) ... 
The press, from New York to California, was present to cover De- 
troit’s first National Show, but Henry Ford II was on a European 


tour . 
crowds to see the new cars on a 


might have been better to put the people on the conveyor. . 


. » One wag suggested, after trying to push through the big 


big conveyor at the show, that it 
. Big 


leasing house reports rumor that Chevrolet, Ford and Plymouth 


plan to cut dealer discount while 


holding firm on retail list. 


—Perte Wemuorr, Editor, 
Automotive News 
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Chevy Cuts Radio Again . . 
Prices Change Little 


On °61 Equipment 
a a ce al a, le 


bile equipment is 

Corvair automatic transmission 
jumped $10.80 to $156.60, and white 
sidewalls climbed $7.65 to $28.60. 

Ford hiked the price of power 
steering from $76.50 to $81.70 and 
applied minimal increases to 
Cruise-O-Matic transmission and 
white sidewalls. Falcon boosted au- 
tomatic transmission and heater, 
and both Falcon and Comet added 
$1.20 to whitewalls. ‘ 

* + 


ee is using Ford Divi- 
sion components this year, thus 
it was able to post sizable decreases 
on many options. 

Automatic transmission (V-8) is 
$189.60, compared with $231.30 last 
year; power steering fell from 
$106.20 to $81.70, and radios dropped 
from $86 to $65. 

American Motors raised the 
prices of power steering, power 
brakes and heaters on various 
American, Classic and Ambassa- 


Auction Reports 
Show More ’6ls 
Are Wholesaled 


DETROIT. — More ’61s rolled 
through wholesale auction arenas 
last week, according to sales sum- 
maries. Among them were the fol- 


lowing 

Cadillac 62 four-door, $5,735. 
Chevrolet Biscayne V-8 two-door, 
$2,350; Impala two-door hardtop, 
$2,740, $2,765 and $2,795; Corvair 
four-door, $2,010 and $2,135, and 
Corvette, $3,935. 

Comet two-door, $1,730; Comet 
four-door, $2,035 and $2,105; Comet 
station wagon, $2,250, $2,280 and 
$2,285. Dodge Dart Pioneer two-door 
hardtop, $2,685 and $2,700; Dodge 
Dart Seneca four-door, $1,590; 
Dodge Lancer four-door, $2,060, 
$2,160 and $2,165. 

Ford Falcon two-door, $1,665 and 
$1,995; Ford Falcon four-door, 
$2,325; Ford Falcon station wagon, 
$2,000; Ford Fairlane 6 two-door, 
$2,235; Ford Galaxie two-door hard- 
top, $2,710; Ford Galaxie four-door, 
$2,620 and $2,700; Ford Galaxie 
four-door hardtop, $2,765. 

Oldsmobile 98 Holiday four-door, 
$3,700. Plymouth Fury four-door 
hardtop, $2,475, $2,700 and $2,765; 
Plymouth V-8 four-door station 
wagon, $2,325; Plymouth Valiant 
four-door, $1,650 and $2,015. 

Pontiac Catalina two-door hard- 
top, $2,720; Pontiac Bonneville four- 
door hardtop, $3,400 and $3,500 
Rambler American station wagon, 
$2,050. Rambler Ambassador V-8 
station wagon, $2,385, 


Firestone Offers 


All-Butyl Tire 


AKRON.—An all-butyl rubber 
tire has been developed by Fire- 
stone. It is the result of 10 years 
of experimental work with butyl 
rubber, E, B. Hathaway, sales vice- 
president said in announcing the 
“Butylaire” at dealer meetings in 
New York, Newark, N. J., and 
Houston. 

The new Butylaire, with a nylon 
cord body, is the first butyl rubber 
passenger tire to be offered by any 
of the major rubber companies, 
Hathaway claimed. 


Late Report... 


sic radio $5.70 to $69.95. 

The $69.95 radio now is available 
on Ambassador sedans. Last year, 
the only radio offered on these 
models was a $91.90 unit that in- 
cluded a rear speaker. 

Automatic transmission for the 
Studebaker Lark Six dropped from 
$178.50 to $164.85, and all Stude- 
baker radios were reduced $6.25. 

& 


Consens buyers can equip 
their autos with radio, heater 
and automatic transmission for 
$291 to $305 in most lines. If white 
sidewalls are added, the range is 
$320 to $335 for American, Lark, 
Valiant, Lancer, Corvair, Falcon 
and Comet. 

Equipment prices for Buick Spe- 
cial, Oldsmobile F-85 and Rambler 
Classic and Ambassador are a bit 
higher. 

On these makes, the range is 
$329 to $382 for 
radio and heater and $359 to $418 
for those items plus whitewalls. 
Tempest equipment prices have 
not yet been disclosed, 

Moving to the low-price standard 
field, the transmission-radio-heater 
package costs $313 to $325 on Chev- 
rolet, Ford, Plymouth, Dodge Dart 
and Mercury Meteor. With white- 
walls, the spread is $347 to $358. 

If the buyer adds power brakes 
and power steering, he has signed 
up for about $475 worth of equip- 
ment, and if he selects a V-8 engine, 
the tab is over $580. 

The V-8 differentials for these 
models are: Chevrolet, $107; Ford 
and Meteor, $116, and Plymouth 
and Dart, $119. 

* * 

N THE medium-priced bracket, 
where V-8s are standard, the six 
options cost $488.50 on Mercury 
Montereys, $504.55 on Dodge Pol- 
aras, $586.71 on Pontiacs and Olds- 
mobile 88 and Super 88 models, 
$604.25 on DeSotos and $622 on 

Chrysler Newports. 

A few medium-priced series and 
all luxury lines include some of 
these items as standard equipment. 

Automatic transmission is stand- 
ard on Buick LeSabres and Invic- 
tas, and automatic transmission, 
power steering and power brakes 
are standard on all Cadillacs, all 
Imperials and on the Buick Electra 
and Electra 225, Oldsmobile 98, 
and Chrysler New Yorker and 
300-G. . 


N. J. Borough 


‘|Enacts $100 Fee 


For U.C. Dealers 


LODI, N. J.—Lodi’s borough 
council has passed an ordinance 
requiring used-car dealers to pay a 
$100 yearly fee after hearing ob- 
jections from two of the commu- 
nity’s used-car dealers. 

The borough passed a similar or- 
dinance last summer but it was re- 
scinded. 

Nick Messina, one of the dealers, 
attacked the ordinance and said it 
was “discriminatory and singled 
out the used-car business.” 

Another dealer, Robert Bonanno, 
said that while the borough wanted 
to tax the used-car dealers, it had 
not consulted a dealer when it 
sought to buy a used truck but pur- 
chased it from a borough employe. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week declined $4 to a new level of $864, according to Auto- 
motive News’ index. A year ago, the average was $947. 

Movement was mixed, however, with four models showing gains 
and four sustaining price setbacks. Improvements amounted to $5 
on ’56s, $8 on ’58s, $10 on ’53s and $138 on ’60s. Losses were $10 on 
"65s, $11 on ’57s, $15 on ’54s and $28 on ’59s. New lows were estab- 
lished for ’59s and ’57s, while the previous low recorded for ’54s 


was matched. 


At a group of representative auctions last week, the sales ratio 
was 62.4 percent, compared with 64.8 percent a week earlier. This 
was the lowest sales ratio recorded since the index of June 6. 

Auction reports begin on Page 24. 





61 Equipment Prices—Standard-Sized Models 


Lowest-Priced Automatic Power Power Pushbutton 
Steering Brakes Radio 


4-dr. Medel Transmission 


$191.80 
179.80 
188.30 
191.80 
179.80 
231.34 
189.60 
231.34 
226.90 
210.70 
Std. 


$ 76.60 
81.70 
75.35 
76.60 
81.70 

107.50 
81.70 
107.50 
107.60 
716.60 
107.50 
106.30 
Std. 
Std. 


42.60 
Std. 
Std. 


226.90 
Std. 
Std. 


$ 74.40 
75.10 
74.25 
7440 
75.10 
15.32 
75.10 
75.32 

101.90 
7440 
98.90 
97.80 

128.70 

136.30 


$ 58.50 
58.50 
62.45 
58.50 
65 
88.77 
65 
88.77 
99.80 
58.50 
90.30 
88.90 

164.60 
168.80 


Equipping the ‘61 Compact Cars 





Blank space indicates that the item is not offered. 
t—Tempest equipment prices not available. 


available. 





Pushbutton 
Radio 


$58.50 
62.45 


Heater 
$74 
74.25 
73.40 
71 
74.40 
74.30 
74.40 
716 
+ 
74.24 
74.24 
82.50 


29.75 
29.75 
36.50 


*—Falcon does not have a pushbutton radio. A manual-tune unit is 


Profits, Sales Up on Truck Bodies 


(Continued from Page 1) 


average gain by those who reported 


are up this year. The survey was | their profits were up was 8 percent. 


made in advance of the annual 
meeting of the Truck Body and 
Equipment Assn, at the Hotel 

Sherman here 

Distributors "reported that sales 
volume so far this year is running 
ahead of the 1959 pace. Again, like 
operators in many other lines, 
many distributors said 1960 profits 
were trailing the 1960 results. 

Of those surveyed, 50 percent said 
profits were below the 1959 showing 
and 11 percent reported little 


change. 
* 


” * 
I LOOKING over their offerings 
for the most profitable lines, 31 
percent of those surveyed said that 
bodies, mainly forward-control and 
van bodies, were the best profit 
producers. 

An even 50 percent of the group 
said their biggest source of profits 
was the sale of small parts, service 
parts and repairs and modification 
work done in the distributor’s shop. 

A large percentage of those re- 
plying to the survey voiced a 
complaint about the trend to 
“bid” buying with customers seek- 
ing the “bottom-dollar” price, re- 
gardiess of quality and whether 
the equipment is right for the 
truck and the job. 

On the trend in profits on school 
buses, 40 percent of the replying 
distributors said they were up over 
last year, 50 percent said they were 
down and 10 percent said they were 
about the same. 

* 


ERHAPS one of the reasons for 

the unusually high number of 
distributors who sell school bus 
bodies reporting lower profits for 
this year’s sale can be found in a 
letter from an outstanding school 
bus distributor which says, in part: 
“A very serious problem ... con- 
fronts the automotive truck dealer 
in respect to school bus body mer- 
chandising. 

“One of the Michigan school bus 
body distributors has been carrying 
on a very concerted campaign with 
the Michigan School Board Journal 
to sell bus bodies direct to schools. 
We have been put in a very. em- 
barrassing position of having to sell 
about 10 percent of our deals di- 
rect. This we consider a very vici- 
ous practice. 

“I believe that the automobile 
industry in general should take 
positive steps to correct this sit- 
uation.” 

Bus-body profits were up an 
average of 18 percent among those 
reporting higher profits while, 
among those reporting their profits 
down, the average drop was 30 per- 
cent. 


* + + 
SIMILAR situation,seems to 
face the distributors of all 
truck bodies and equipment across 
the nation. The average drop in 
profits from last year by those re- 
porting was 24 percent while the 


These reports came from those 
who are known in the industry as 
some of the leading distributors 
of the products that make trucks 
out of a cab and chassis, On the 
average, they employed four-plus 
salesmen with the largest em- 
ploying nine and the smallest 
two, 

They cover areas ranging from 
about 10 counties surrounding a 
metropolitan city to several that 
cover as much as three entire 
states or one or two entire states 
and parts of others. 

Asked how they viewed business 
for the coming year, 20 percent said 
it looked good to them, 13 percent 
said it would be only fair, another 
13 percent said it would be about 
the same as this year but 54 per- 
cent felt that the coming year 
would not be as good for them as 
this year. 

*” * 

Cer by some of the out- 

standing distributors in the na- 
tion pointed out the seat of the 
trouble they face. An old, well-es- 
tablished distributor in the South- 
west, who does a large jobbing 
business in connection with his 
body and equipment distribution, 
said: “Situation in general is not 


rosy. Volume is steadily climbing 
with net profit going down.” 
Another old-line, central states 
distributor hit directly at the key 
problem when he said: “Dealers 
(truck) are not cooperative any 
longer in maintaining prices for 





Oriental Flavor— 


Attractive Oriental models, Helen Kim, 
left, and Charlotte Chen took time out 
from their duties in helping staff the Jeep 
exhibit at the National Auto Show in De- 
troit to pose with Willys Motors, Inc., offi- 
cials. From left are C. M. Ritchey, advertis- 
ing and merchandising director; C. W. 
Moss, sales vice-president, and James J. 
Beattie, general sales manager. The exhibit 
was a replica of a Hong Kong waterfront 
with vehicles appearing to be afloat 
aboard Oriental sampans. 


us. We quote to protect them and 
then they make us look foolish 
by telling the customer they will 
sell our products at dealer’s cost. 

Dealers are also buying cheap, 

too small or incomplete equip- 
ment to get their total price 
down.” ‘ 

A Southern distributor puts it 
simply: “Volume down, price-cut- 
ting up.” Another Midwest distrib- 
utor situated right under the guns 
of a large truck builder said: “Fac- 
tory installations such as tanks, 
fifth wheels, brake equipment and 
other tractor equipment have great- 
ly reduced sales.” 

If there is any conclusion in these 
reports it is that distributors and 
truck dealers have one thing in 
common—both are being hurt prof- 
itwise by a lack of product selling 
pnt a desire on the part of too 
transportation outlets to “get 
usiness, regardless of profit.” 

* * * 


ous dealers report that most 

of them are finding it increas- 
ingly difficult to get good truck 
salesmen. 

Yet many a distributor knows 
of many cases where the buyer 
finds out to his ultimate sorrow 
that the bargain he thought he 
bought turned out to be a very 
expensive mistake. Operators re- 
port being under-tired and under- 
axled for the loads they must 
carry, getting bodies not made of 
the proper material or thickness 
of material to stand up under 
their loads and hoists and other 
mechanisms that are constantly 
giving them trouble. 

Sales such as these do not make 
for satisfied customers either for 

the truck dealer or for the equip- 
ment distributor. Salesmen as well 
as dealers and distributors must 
make a reasonable profit, if they 
are to be happy in their business. 


*61 Pontiac Offers 


Aluminum Wheels 


DETROIT.—Aluminum wheels, in 
which the brake is cast in as an in- 
tegral part of the assembly, have 
been continued as optional equip- 
ment on medium-sized ’61 Pontiacs 
at a suggested retail price of $122.66. 
The option will not be offered on 
Tempests. 

According to Aluminum Co. of 
America, the new aluminum units 
provide an advantage over their 
ferrous brake counterparts because 
“they won’t fade when operated 
continuously.” 

Kelsey-Hayes assembles the alu- 
minum wheel-hub-brake units for 
Pontiac. 
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“,.. flexibility is the 
outstanding feature... 


99 


says T. E. (Tom) ROADY, 
Dodge dealer, Gardena, Calif. 




















“From the standpoint of the dealer and his 
customers, flexibility is the outstanding 
feature of the ComMERCIAL CrepiT PLAN. 
We have found ComMERCIAL CREDIT 
to be intelligently liberal in accepting 
marginal risks. And we know from 
experience that they are very helpful and 
quick, for example, in clearing out-of-state 
customers who need emergency credit 
for repairs. One financing source is much 
better for any business, and COMMERCIAL 
Crepir fills the bill for us. In return, we pay 
a salesman’s bonus for every deal that 
includes our house plan.” 


Commercial Credit dealers 
are successful dealers 






Write or call the nearest CoMMERCIAL Crepit CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it, today? 








A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $240,000,000 . . . offices in 
principal cities of the United States and Canada. 
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Taunus 17-M Only All-New Euro 
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Car at 47th Show... 





Paris Hails New U.S. Compacts 


By George L. Glaser 
European Correspondent 


PARIS.—If we leave out the new 
Taunus 17-M by Ford of Germany, 
there actually were no new Euro- 
pean models at the 47th Paris Auto 
Show, 

The United States industry dis- 
played all of its 1961 cars. Never 
have there been so many factory 
and engineering heads from Eu- 
ropean car makers on hand at 
this show. All wanted to study the 
new American compacts. —~ 

The Pontiac Tempest was the 
most-discussed newcomer in view 
of the peculiar shape of the drive- 

shaft between engine and rear-end. 
The Buick Special and Oldsmobile 
F-85 found approval by most on- 
lookers, 

The only remarks I heard con- 
cerned the shape of the rear seat 
cushion, which hag pronounced cut- 
away corners in order to permit 
easier entrance or exit. The round- 


_ ed corners seem to limit the com- 


fort of more than two persons in 
the rear. 

The six-cylinder Vauxhall was on 
hand with the new Hydra-Matic 


compact-car transmission. The 


larger General Motors cars also 
were sampled, and Chevrolet with- 
out fing found approval. Only the 
parallel wipers make for an odd 
parking position across the curve 
of the glass on the right-hand side. 

GM played up Opel, since that is 
the car made in Europe within the 
Common Market. 


Chrysler Corp. staged a stunt 





Rover Explores 


Canada for Saab 


NEW YORK.—Rover Motor Co. 
of North America, Ltd., is cooper- 
ating with Svenska Aeroplan AB, 
of Sweden, in exploring the poten- 
tial for Saab vehicles in Canada and 
the best method of marketing the 
car should be a good potential exist. 

The survey was announced by 
H. Gordon Munro, president of 
Rover North America, and John L. 
Potter, of SAAB’s International 
Marketing Division. 





Rootes Defends Ad Claims, 
Asks End of FTC Charge 


WASHINGTON.—Rootes Motors, 
Inc., a Long Island City (N. Y.) 
distributor of Hillman, Sunbeam, 
Singer and Humber autos, said last 
week that its advertising statements 
are “all true”—despite a complaint 
by the Federal Trade Commission 
to the contrary. 

The distributor termed as “ca- 
pricious, arbitrary, and unrealis- 
tic,” FTC allegations that its ad- 
vertising misrepresents that parts 
and services are immediately 
available to purchasers in all 
areas of the country. 

It also denied that Rootes and its 
dealers throughout the country 
often do not have parts available 
for repair and that frequently such 
parts cannot be obtained for sub- 
stantial periods of time and, there- 
fore, dealers cannot render prompt 
service. 

Rootes defended its advertising by 
saying, in a request for dismissal 


Ultimate Visibility— 


Drivers of this French-built Willeme truck 
will be on the highway in a “glass house.” 
Combined with maximum glass area is 
crisp styling effect which drew much at- 
tention at the Paris Auto Show. 











. | jected were “all true,” Rootes added 


sion. Seems some designers place it 
too high and thus limit the window 
height of the side windows, Re- 
marks also were heard concerning 
the heavy sculpturing of the sheet 
metal of U. S. compacts. It was 
feared that body repairs would be 
rather costly, since it would be hard 
to restore after accidents the exact 
shapes to original dimensions. 


The French body maker Chapron, 
which makes the Citroen DS and 
ID-19 convertibles, displayed a cus- 
tom-made two-door sedan and a 
sports coupe, 

Renault made some changes and 
improvements on the Dauphine for 
1961, among them a new Solex car- 
buretor with automatic choke, a 
brake-fluid distributor and larger 
front brakes.” 

Rounding out the car show 
were British, German and Italian 
vehicles. Fiat showed its new 
600 D, which has a larger engine 
displacement of 800 c.c.m., a new 
four-speed transmission and no- 
draft wings in the doors. 

All Fiat engines now have a new 
centrifugal oil filter on the crank- 
shaft. So has the new 1,300-cc. 
Simca engine. Here in a smal] alu- 
minum casting the oil is thrown 
against the outer wall of the hous- 
ing of the filter. The dirt remains 
in the filter, so it is claimed, while 
the clean oil returns to the crank- 
case. 

This year the truck-and-bus show 
also took place at the Porte de Ver- 
saille. The French have been al- 
ways known for their remarkable 
styling of truck cabs and special 
truck bodies. They have not lost 
this capability. 


Independents Lose 
Assn. Managers 
In Two States 


DETROIT.—Managers of two of 
the top associations of independent 
automobile dealers have resigned 
in recent weeks. 


The resignation of Tom Blundell 
as general manager of the Texas 
association of independents was ac- 
cepted at the group’s annual con- 
vention. He plang to enter the pub- 
lic relations field after a vacation. 

Miles G. Elliott resigned as ex- 
ecutive secretary of the Georgia 
Independent Automobile Dealers 
Assn, and later was named to a 
similar post with 
the association of 
independents in 
Virginia. 

B.C. (Cy) Young 
is the new execu- 
tive secretary of 
GIADA. He serv- 
ed as the first 
state president of 
the organization, 
was a charter 
member of the 
Miles Elliott local group and is 
presently on the board of directors. 

For 18 years Young owned and 
operated Young Motors Co, here. 


which involved some genuine 
horseplay. At LeBourget Airport, 
a freight plane backed into the 
unloading area. The rear door 
Was opened and out rolled the 
new Dodge Lancer, Eight men on 
horseback in Lancer uniforms of 
France’s Second Empire appeared 
and rode around the new car. 

The Lancer station wagon also 
was displayed with the other Chrys- 
ler Corp. products, which received 
a great deal of attention. 

Ford, starting with the 1961 
Thunderbird convertible, had all its 
cars on hand. The chief attraction 
was the new Taunus 17-M, Ameri- 
can Motors Corp., with its three 
new series, and Studebaker-Pack- 
ard Corp., with its 1961 models, 
completed the American show. 

Chevrolet’s Corvair was shown in 
a special model by Pinin Farina. 
This two-seat sports coupe looked 
a bit like an “Abarth-Porsche” in 
front, while the rear was typical 
Farina. It was one of the few at- 
tractions by special body makers 
this year. 

The other attraction came from 
Raymond Loewy. This year he 
worked out some ideas he wanted 
to convert into metal by using a 
Lancia Flaminia V-8. He used dur- 
amin, a French light alloy for the 
body. 

The grille’s frame is made of steel 
and acts as a bumper, very much 
like on a Plymouth prototype. The 
engine compartment receives fresh 
air through a race-car-like scoop, 
and the air leaves the under the 
hood space on both sides via. an- 
other scoop. 

His design, so Loewy feels, adds 
to brake cooling in front. On the 
roof, where the rear window 
starts, there is a shield which can 
be moved and, as he said, will 
prevent air currents which may 
slow down the vehicle, or which 
can be used as a brake using the 
wind. 




















Volkswagen, now fighting to keep 
its share of all markets, displayed 
a chassis which enabled the visitor 
to see all parts of the cutaway sec- 
tions. 

The question of the height of the 
beltline came up during a discus- 


of the complaint by the commis- 
sion, that the “service and parts 
readily available” claim had never 
been used by it in an advertisement 
with any of three other challenged 
statements. 

“This statement, standing by it- 
self,” Rootes said, “does not, and 
cannot be reasonably interpreted to 
imply that “parts and services are 
immediately available to purchasers 
of their automobiles in all areas of 
the United States because: (1) 
‘Readily’ does not mean ‘immedi- 
ately.’ (2) The statement makes no 
reference to any geographical area. 
(3) It is general and common 
knowledge among the automobile- 
buying public that no dealer has all | | 
parts for every year and model of 
every car manufactured by any 
manufacturer immediately in stock 
at all times regardless of whether 
the dealer is a dealer in the prod- 
ucts of said manufacturer .. .” 

Rootes also claimed that the in- 
ability, “if any,” of any customers 
to obtain parts was caused by 
various “temporary conditions,” 
including the inability to obtain 
parts although Rootes had order- 
ed them “from many large and 
reputable manufacturers; strikes 
in plants of manufacturers or 
fabricators resulting in temporary 
shortages, and temporary failure 
of shipping or transport.” 

The statements to which FTC ob- 








in its request for dismissal, but 
“nevertheless were discontinued as 
being no longer necessary, a long 
time prior to the institution by the 
Federal Trade Commission of any 
investigation of the activities of the 


At the Paris Auto Show— 


the filing of this complaint.” ing in ballet fashion. 
















Overall view of Paris Auto Show was photographed during quiet moment on the 
respondent Rootes Motors, Inc., and| floor. In foreground is “chorus line” of Renault Dauphines, which, in unison, opened 
for an even longer time prior to| and closed doors, clicked hoods open and shut, turned lights on and off while revolv- 





New Taunus Wagon— 

This is the Turnier station wagon from the new Taunus 17-M line, which has been 
introduced by Ford of Germany. The wagon features passenger-car styling and a new 
tailgate with retractable rear window. The tail lights are set in the back of the top 
of the roof. 


* * * * * 


New Taunus Impressive 
At German Press Showing 


steering column and the piano-type 
switches on the dashboard are of 
plastic, Silent door locks are in- 
stalled in all doors. 

The Turnier station wagon has 
far more of a passenger-car look 
than the wagons in the former line. 
The tailgate is the American type 
with retractable window. Tail lights 
are in the roof of the wagon. 

The new 17-M is priced roughly 
in line with the previous model 
and has one of the longest lists 
of accessories ever prepared for 
a European car. 

Henry Ford II, president of the 
parent Ford firm, was on hand for 
the introduction of the new Taunus 
and the celebration of Ford’s 30th 
anniversary in Germany. 

He said that the American com- 
pany would not produce a car small- 
er than the Falcon in the United 
States. He said the sale of 500,000 
imports in the United States was 
hurting the domestic industry and 
urged that foreign nations cut im- 
port duties so that American cars 
could sell abroad in greater quan- 
tities. 

Konrad Adenauer, chancellor of 
West Germany, joined with Ford 
in the anniversary celebration. 
Adenauer joined the elder Henry 
Ford in laying the cornerstone 
for the Ford plant in Cologne 30 
years ago. 

Ford officials showed a motion 
picture on the development of the 





BONN, West Germany.—Ford has 
celebrated its 30th anniversary in 
Germany with the introduction of 
an all-new Taunus 17-M. 

While there was talk here of 
exporting the new model to the 
United States, Lincoln-Mercury 
Officials in the United States held 
their previous position—they will 
not import the new Taunus. 

At any rate, the new model im- 
pressed the 500 journalists on hand 
for the introduction. It was prob- 
ably the largest press gathering in 
European automotive history. 

Here is a rundown on the features 
of the new model: 

About 220 pounds have been 
shaved from the weight of the car, 
giving Ford a measure of price 
flexibility and insurance against the 
possibility that costs will go up. 

The European version of the 
car will have a six-volt electrical 
system and one-bulb, sealed-beam 
headlights. Another version, said 
to be aimed at the American mar- 
ket, has a 12-volt system with two 
bulbs in the headlight units, 


The new model is lower and 
wider. The floor group, which is the 
backbone of the unitized body, has 
been reinforced for torsional 
strength. The car has no grease fit- 
tings. 

Two engines are offered: The 1.5- 
liter engine that previously had 
been available only on the 12-M and 
a 1.7-liter, four-cylinder engine. 
Both engines are short-stroke jobs 
with hollow cast crankshafts. 

The gear-shift arm is under the 
steering wheel. There is a standard 
three-speed transmission and an op- 
tional four-speed unit. 

The new models have overwrap 
windshields and side windows 
which are curved in the vertical 
direction. The two-door sedans 
have very wide doors. 

Plastics are more widely used in 
the new cars. The shroud on the 











































new model offers reduced air re- 
sistance due to wind-tunnel tests 
and better directional stability 
when driven in side winds, 


—Georce L, GLASER 
* * * 


German Auto Chiefs Meet 


With Ford in Cologne 


COLOGNE, Germany. — Henry 
Ford II, president of Ford Motor 
Co., dined recently at a Cologne 
hotel with Dr. Fritz Koenicke, pres- 
ident of Daimler- 
Benz Motor Co., 
and Heinz Nord- 
hoff, Volkswagen 
managing direc- 
tor. 

Details of the 
meeting were not 
divulged, but } 
there have been d 
rumors recently | 
that Ford Motor F 
is planning to er 
build a VW-type Henry Ford II 
auto to compete with Volkswagen 
in the United States. 

Ford is in West Germany to help 
celebrate the 30th anniversary of 
the founding of Ford’s German sub- 
sidiary. 
































Ford (Chevrolet) First 


FRESNO, Calif.—Gene Ford 
(Chevrolet) hag been elected presi- 
dent of the Fresno Auto Dealers 
Assn. Myron J, Caves (Buick), ig 
the new vice-president, and Allan 
R, Crockett (DeSoto-Plymouth), 
secretary. 











new Taunus. It stressed that the. 
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PAYLOAD—Hydrovac Power Brakes weigh less, permit increased payloads 
up to several hundred pounds. 
” PRICE—Hydrovac Power Brakes cost less to buy, less to operate, 
less to maintain. 
L PROTECTION— Built-in standby safety . . . manual braking available in case of 
power failure. 


More Bendix Hydrovac vacuum power brakes are in use than all other makes. 


Bendix fics South Bend, inv. (iy. 
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Motor City Encore Likely Next Year... 


A Million Detroiters 
Jam National Show 








By John E. Walsh 
Staff Writer 


National Automobile Show 


has “come home” in a big way 


—shattering every attendance rec- 
ord in the books. 

The first industry-sponsored show 
ever held in Detroit, and also the 
biggest and costliest, drew an 
amazing turnout of approximately 
a million persons. This wag easily 
an alltime high for a domestic auto 
show. 

A record 83,724 guests jammed 

the city’s new $54 million Cobo 
Hall at a preview the night before 


pening, 

A total of 216,589 turned out on 
the first Sunday of the nine-day 
show, the biggest single-day attend- 
ance for any auto exposition ever 
held. 

Crowds topped the 100,000 mark on 
four of the first five full days, And 
on three of these days the total 
exceeded 150,000. 

Everything points to another 
show in Cobo Hall next year—the 
record turnout, the enthusiasm of 
both the industry leaders and visi- 
tors and the fact that the Automo- 
bile Manufacturers Assn., the spon- 
sor, has an option on the hall for 
early October next year. 

+ 


io ADDITION, it seems only logi- 
cal to stage such a show in the 
motor capital now that there are 
adequate facilities, plus an audience 
which lives autos every day of the 
year. 
However, the AMA has empha- 
sized that there will be no deci- 
sion on repeating the show next 


were counted off, each executive 
threw a switch which flooded a 
particular section of the vast hall 
with light. Prior to the ceremony 
only 20 percent of the hall’s lights 
were on. 

The last switch was thrown on 
“zero” by Colbert and Detroit Mayor 
Louis C. Miriani. The hall was 
ablaze with light and the show was 
on. 

The doors were opened at 7 p.m., 
30 minutes before the lights-on 
ceremony, and by 8:30 the hall was 
a mass of milling people. Traffic 
in nearby streets inched along, and 
parking lots for blocks around the 
building were jammed. 

* * * 
r ONE parking lot, a man who 
had been‘in the hall only briefly 
remarked: “That crowd’s too much 
for me. I'll go back another day 
when there’s not so many people 
around.” 

His sentiments were echoed by 
many others on opening night, 
according to AMA spokesmen. 

A heavy rain was falling on the 
morning of the public opening, but 
the crowd which had gathered at 
the entrance was so large that the 
doors were opened 30 minutes prior 
to the scheduled 11 a.m. start. 

The wet weather failed to stem 
the flow of visitors. By the end of 
the 12-hour run, the day’s crowd 
had swelled to 107,525. 

The next day, Sunday, was bright 
and clear, and the rush started 
again at 11 a.m. By 11 p.m. the ex- 
hibits had drawn 216,598 viewers 
that day. 








Record Crowd Turns Out for Preview— 


This is the scene at the main entrance to Detroit's Cobo Hall as a record crowd turned out for a special preview of the 43rd 
National Automobile Show. The preview attracted 83,724 persons.—Automotive News photo by Benyas-Kaufman. 


“Third Bird’ Wings for Repeat Sales 


By Maynard M. Gordon 
News Editor 

DEARBORN.—More than a little 
concerned about the saleability of its 
“third Bird,” Ford Division is bank- 
ing heavily on repeat interest from 
Thunderbird own- 
ers to carry the 
luxury four - seat- 
er to a new sales 
record in 1961. 

Factory execu- 
tives clearly have 





base “compact,” according to L. A. 
Iacocca, Ford Division vehicle mar- 
keting manager. 


Iacocca reported at Ford’s an- 
nual teen-age press conference that 
Ford dealers already had received 
7,368 advance orders for the new 
T-Bird, He projected a backlog of 
between 12,000 and 15,000 orders by 
dealer introduction day Nov, 10. 

Thunderbird sales this year will 

total about 90,000, compared to 

71,347 last year, he said. 


radical styling changes in the ’61 
Thunderbird were part of Ford’s 
philosophy of “planned obsoles- 
cence.” 

Four members of the division’s 
operating committee joined in at- 
tempting to parry the thrust. The 
replies denied Ford was guilty of 
“planned obsolescence,” panned the 
“egghead press” and the new book, 
“The Waste Makers,” and finally 
maintained that the restying allow- 
ed Ford to improve the Thunder- 


+ * 
year until the board of directors : their fingers| aA uestion-and-a ns W .| bird mechanically, 
holds ite regular monthly meeting | [PRESIDENT EISENHOWER'S éroseed on theladton can sasncnaaey thai Ford ex-| Another youthful scribe asked 
in November. Vielt was the highlight of show appeal of the bul-| ecutives into a defensive stance. A| Why Ford failed to compare Thun- 
An AMA spokesman said he| @¢tivities on Monday. Before ad- = let-nosed '61|New Jersey girl asked whether the|derbird to Chevrolet's Corvette 
could not say what factors would| dressing the traditional industry A T-Bird, it was|—————~~———_ | either in tradein studies or surveys 
determine whether a 44th show/ dinner in the evening, he inspected i: evident at a press . of buying intentions. 
a number of the automotive dis-| ¢,m. Beacham preview here and 400 Oldtimers The first response — from As- 


would be booked for 1961. 
* * * 


L. L, COLBERT, Chrysler Corp. 
president and chairman, and 
AMA president, and Harry A. Wil- 
liams, AMA managing director and 
show manager, were overwhelmed 
by the Motor City’s support of the 
show. 

“We had expected a large turn- 
out, but nothing like the size of 
these crowds,” said Williams. 

Colbert, who had just returned 

from the Paris auto show, was 

particularly happy over the pre- 
view turnout. 


“Paris only had 70,000 on opening 
day,” he remarked. 

He called the Detroit show “the 
greatest and finest automotive ex- 
hibit ever presented to the Ameri- 
can people.” eae 


Detroit attendance more 


plays. 

At the dinner, attended by 2,200 
leaders of the automotive and 
other industries, labor represent- 
atives, educators and government 
officials, the President called for 
more economic aid to new nations 
to combat Communism. 

He also recommended that the 
free world “practice effective co- 
operation” to assure each nation’s 
freedom. and prosperity. 

Mr. Eisenhower urged manage- 
ment and labor to make an adult, 
rather than an adolescent, approach 
to settling !'abor disputes which 
peril the national economy. 

+ * 


GHow attendance passed the half- 
million mark about 2 p.m. Tues- 
day. The total for the day—154,706 
—brought the five-day figure to 


than tripled the turnout at the/| 625,965 


most recent national show, held in 
New York in 1956. Crowds at that 
exhibit were estimated at about 
320,000. 

The size of the Detroit crowds 
was proof of the visitors’ interest 
in the ’61 models, but it was hard 
to determine whether they were 
in a buying mood. 

“There’s so much to see that peo- 
ple won't stop to talk much with 
us,” said a salesman at the DeSoto 





Auto Wonderland, which told how 
a car is born in exhibit form, drew 
heavy crowds after a slow start. 

* 7 * 


at the National Auto Show down- 
town. 

The ’61 model was sandwiched 
by the two predecessor Thunder- 
birds at the Auto Show, while 
press previewers at the Ford 
Rotunda were surprised to find 
the hot-selling ’60 alongside a ’61. 
Comparisons of the new with the 
old are extremely rare, to say 
the least, at auto showings of any 
sort. 

Ford, sensing early last summer 
some ’61 misgivings from dealers 
and a few factory executives, sam- 
pled 1,000 Thunderbird owners in 
Los Angeles. Approximately 87 per- 
cent, given a look at the new T- 
Bird, said they would consider 
trading. 

And since there will be some 250,- 
000 Thunderbird owners by the end 
of the year, enough repeat interest 
is indicated to warrant a continu- 
ing uptrend for the 113-inch-wheel- 





Attend Special 


Show Luncheon 


DETROIT.— About 400 auto- 
motive oldtimers, many of whom 
helped build the first motor cars, 
came to Detroit from all areas of 
the country for a special luncheon 
last Thursday at the National Auto- 
mobile Show. 

Joining the industry veterans at 
the luncheon was the newly-formed 
National Auto Show Pioneers, com- 
prised of participants in pre-1926 
National Automobile Shows. 

Automotive Old Timers, formed 
21 years ago, now has a member- 
ship of around 3,000, drawn chiefly 
from those identified with the auto- 
motive industry for at least 20 
years, but anyone who has owned 
a car for at least 20 years, also 
is eligible to join the group. 

A. A. Lally is president of the 
group and Major H. M. T. Cunning- 
ham is executive vice-president. 
Joseph E. Bayne, member of Ford 
Motor’s Dealer Policy Board, was 
luncheon committee chairman. The 
luncheon speaker was Harvey 
Campbell, executive vice-president 
of the Greater Detroit Board of 
Commerce. 


sistant General Manager C. R. 
Beacham—wasg that Corvette 
“hadn’t sold enough to make a 
difference.” When the more than 
300 teens and adult newsmen 
hooted, Beacham yielded to Ia- 
cocca, who said that Thunderbird 
was outselling Corvette, 90,000 to 
5,000 this year. 

(Actually 9,273 new Corvettes 
were registered in the United States 
last year and 7,681 in the first eight 
months of this year.) 

No prices were divulged for the 
new Thunderbird, which will be 
available with only one 300-horse- 
power engine in a two-door hard- 
top and convertible. 

Beacham and the team of Ford 
executives made these other points 
in answering teen questions: 

There are no plans for a Falcon- 
Comet convertible, “unless more 
people ask why we don’t have one.” 

It will cost less than $4 to re- 
pack the lubeless joints on ’61 
Ford cars every 30,000 miles. 

Ford stuck with the vent-window 
levers on ’61 models to save cost. 
Cranks had been planned initially 
for the vents, but were dropped to 
pay for improvements in other 
product areas. 

Ford is convinced that the front 
engine is superior to a rear engine 


display. Among the oldest of the group| for compact-car sizes, a 
Another salesman on the Pontiac attending the reunion luncheon are aia ae a 

set said “they’re just sightseers on Cc. W. Kelsey of Troy, N, Y., who 2 

the move. It’s hard even to line up started to yn in an — Obituaries 

any prospects.” in 1897, and Carl Breer of Grosse 
Besides that, stickers on the win- Pointe, Mich., and George M. Hol-| Edward Payton, i 


dows told the visitors what they 
apparently wanted most to know— 
how much do the cars cost. 

+ cd * 


EADS of the five auto manufac- 

turers and a representative of 
the independent truck makers pre- 
sided at a “countdown” ceremony 
officially opening the show on pre- 
view night. 

Taking part were Frederic G. 
Donner, General Motors chair- 
man; Ernest R. Breech, chairman, 
Ford Motor Co. Finance Commit- 
tee; George Romney, American 
Motors president; Harold E. 
Churchill, Studebaker-P ackard 
president; J. N. Bauman, White 
Motor president and independent 
truck representative, and Colbert. 

As the numbers from 10 to zero 








Industry Leaders Open Auto Show— 


Auto industry leaders who officially opened the 43rd National Automobile Show 
at a special preview, are, from left, J. N. Bauman, president, White Motor Co.; Frederic 
G. Donner, chairman, General Motors; Ernest R. Breech, finance committee chairman, 
Ford Motor; L. L. Colbert, chairman and president, Chrysler Corp.; Detroit's Mayor 
Lovis C. Miriani; George Romney, president, American Motors, and Harold E. Church- 
ill, president, Studebaker-Packard. 


ley of Warren, Mich., both of whom 
started making automobiles in 1898. 

Another Old Timer, Mrs. John P. 
Ramsey, of Covina, Calif., was hon- 
ored at the luncheon as the first 
woman to drive an automobile—a 
Maxwell—from New York to San 
Francisco. Mrs. Ramsey received 
an embossed portfolio containing 
her portrait and a letter of citation 
from the Automobile Manufactur- 
ers Assn. The American Automobile 
Assn. also presented her with a 
plaque commemorating her cross- 
country feat. 

The Automotive Old Timers also 
prepared a scroll that was signed 
by all those attending the luncheon, 
and will send it to President Eisen- 
hower as a memento of hig visit 
to the Auto Show. 


Consultant, Dies 


CLEVELAND. — Edward Payton, 
widely known among automobile 
dealers, is dead. 

Mr. Payton was an automotive 
consultant who had spoken at 
many dealer conventions. 

One of the dealers who was as- 
sociated with him for 35 years, 
characterized Mr. Payton as “the 
smartest man in the entire automo- 
bile industry.” 

CJ on © 
Warner J. Edwards 

CANTON, O.—Warner J, Edwards, 64, 
president of Edwards Motor Co., died at 
his home here Oct. 17. He first opened his 
dealership in nearby Alliance in 1923 and 
moved it to Canton in 1933. He was on 
the General Motors Dealers Council in 

938. 
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NEW FROM AMERICAN MOTORS The modern luxury V-8—compact, high in performance 


* 


1961 AMBASSADOR V-8 Custom Four-Door Sedan. 


ANNOUNCING THE NEW ISGI 


AM BASSADOR V=-S BY RAMBLER 


For 1961, only Rambler dealers can offer a true 
high-performance luxury car in the hottest, fastest- 
growing segment of the automobile market. 

Rambler dealers alone can offer buyers the Am- 
bassador’s distinctive balance of the elegant and the 
agile—luxurious room for six 6-footers combined 
with trim exterior size and a choice of 250 or 270 
HP High-Performance V-8 engines. 

Only Rambler dealers sell a Ceramic-Armored 
muffler and tail-pipe warranted against defect as 
long as the original buyer owns his Rambler. And 
on all new Ramblers, the former standard warranty 
of 90 days or 4,000 miles is extended to 12 months 
or 12,000 miles, whichever occurs first. This war- 
ranty does not cover normal maintenance. Tire and 
battery replacement are covered by other warranties. 


Only Rambler dealers sell a Cushioned Acoustical 
ceiling of molded fiber-glass to increase headroom, 
cut road noise 30%. 

In the spacious, quiet interior are such luxuries 
as individually adjustable Sectional Sofa front seats 
... Airliner Reclining Seats . . . Adjustable Head- 
rests . . . Lock-O-Matic 4-door locks to keep chil- 
dren in, strangers out—all at low cost. 

Yes, with 1961 shaping up as the Year of the 
Compacts, Rambler dealers are sitting in the driver’s 
seat with all three sizes of compact cars to sell— 
including the only high-performance luxury com- 
pact—the Ambassador V-8 by Rambler. 

For information about profitable open points, write 
Director of Dealer Development, American Motors 
Corporation, Detroit 32, Michigan. 


Only Rambler Dealers Offer 
3 Distinct Sizes Of Compact Cars 


RAMBLER AMERICAN — 
The Leading Economy Compact 
Car. 173.1” long. Top quality, top 
economy. 90 or 125 HP Six. 

RAMBLER CLASSIC 6 and V-8— 


The All-Purpose Compact Car. 
189.8” long. 127 or 138 HP Six. 
200 or 215 HP V-8. Room for 
six 6-footers. 
AMBASSADOR V-8 by Rambier— 
: The High-Performance Luxury 
Compact. 199” long. 250 or 270 
HP V-8. 


OWNER-PROVED BY 11 YEARS AND 35 BILLION MILES...RAMBLER...THE NEW WORLD STANDARD OF BASIC EXCELLENCE 


1961 AMBASSADOR V-8 Custom Cross Country. 





| 


i 
1 
| 
I 
i 


Siatettcaetateneealtiaaiaeateen tine eels ciate ee oe ee ee oe 


See 











10 AUTOMOTIVE NEWS, OCTOBER 24, 1960 









Automot 


Of th 





Events 


%& Enrror’s Norz: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 

Dealer Conventions 


: Automobile Dealers 
Hotel Marion, inn Rock, 
23-25—Automotive rade Assn. of Vir- 
ginia Hotel coe Ay Roanoke. 
Oct, 23-25—New’ J Jatonative Trade 
Daan Chalfonte. Hall, Atlantic 


Oct. 28-Nov. 2—Florida Automobile Deal- 
Bay and 
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Editor & General Manager—Pete Wemhoff. Editorial Director—Robert M, Finlay.| > ers Assn... arome So Memage 
Service & Truck Editor—J. C, Weed; News Gordon. 67—Oklahoma Automobile Dealers 
M., Lienert, John K, Teahen jr. wast Skirvin Hotel, Oklahoma City. 
M, Callahan. i5—Connecticut ‘Automotive Ti 






aie Hotel Statler-Hilton, Hartford. 
Nov. ié—Rally Day ‘for, Profits, 
og Dealers Assn. of Alabama, Birming- 


Dec. 5—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 






Washington Bureau Chief—William Ullman; West Coast Editor—William Carroll, 
11060 Fruitland Drive, North Hollywood, Calif, (TRiangle 7-5870). 
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= Jan, 15-19—National oe ndent Auto- 
Advertising: New York—Edward Kruspak, Advertising Director, and Howard Bradley jr.; b 
. Goldstein, Manager,’ and Wiliam Gallagher; Michigan-Ohio— See ee ee ee Hee, 
R. Maas and Roy Holihan; Los Angeles—Robert E. Clark; y eg 1 — National Automobile 
Sen Francisco—Jules E. Thompson. Dealers Assn., San Francisco, 






March 13-14—Louisiana Automobile Deal- 
a Assn., Roosevelt Hotel, New Or- 
jeans. 

March 26-28—Automobile Dealers Associ- 

ation of Alabama, Biloxi. 

Mey 1-13 — ania Automotive 


Assn. H Pittsburgh. 
ie i 
ay Sam" bo fafenabite Csatere 


+ agg 
May i4-16—I da . © Automobile Dealers 













vate Tg SBovsianC, basthre Rats Keebler, aliogqeargee—sche 0 D. + McKee: 
, + Deliinncte Kote Kate Savage; areileville, WiheEoet, M4 M. Co Canted: 





























, a Coes Daniel; jr Eee Fai, J. Jes] Assn. s 
Livingston; pene. a —trnest Fair; Fair: Baio. E. Toles; ‘GhicageBovid May 2/-23— Automobile Dealers 
im; a. 5 

ker ‘Columbus, OH.’ 5, w. Balan East es bert C. Maka Oana ng em Automobile Dealer 

3 —Ro ‘ay; ee ¥ . 

F. Sheldon; Fort Worth—William Stone; obert H. Brown: Houston— * "That?—She must 
c. sae gemender; ferme a = Auto Shows ‘out-of -this-\ 
Silas Dunn; Los Angeles—Slim Barnard, William Carroll; Louisville—A. W iniamst Lowell,| Oct. 19-29— International Motor Show, 
Mass.—Charies Sampas; Manchester, H.—Guy Langley; Marthaville, La.—E, Gentry; Earl's Court. 
eee Goode; Milwaukeo—Benn Ollman; M 7 ionald Lyons: uoreart oS. 25-29—West Orange pod a “ Se ee 
° : ‘ange 

Hebert; New. York City Ed ‘Brown: Norfolk, Va.—Ken Baldwin: North Kansas Kans. Gity—Lary. Oct. 26-29—Elmira Auto Show, Elmira, Letterbox—— 
Johnson; Oakland —Steve Still; Oklahoma City—M. L. R Cleon; Y. 
“Sheldon A. 6 ae. 5 i : ices re Booth Philadelphia Ale Sommers, Tinests OF 2bNow oe eee ote ‘I bl 
Ruth M. Ed esley Stillwell; Rochester, N. ¥o-Tod Case, “Howard M M. Duffy; NShow, Torin, penton Automobile rrepara e 






Salem, Ore kK: Haskell: Salt Lake City—Dan Valentine, W. F. Smiley: San Antonio—J. 
Reed; ag Francisco—Leon Pink son; Santa Fe—Lewis E. Thompson: Scranton, Pa ibe 
Coleman; Seattle—Martin Trepp; ak ree a a; Springfield, 1.—C. C. Hall; 
South Bend—L. E. Dunkin: Spartanburg. $. C.—L. D. Bray: is—Jack Bernstein: Twin 
Falls—Freelancers: Waterville, Se,—Jollon Radviowicr, Witcrtngton Del.—William Frank; 
Worcester, Mass.—Sidney Dorfman; Youngstown—Stephen L. Ritz. 


eS Ng — ‘Seattle Auto Show, Armory, 


Noe tf fi—Philadelphia Auto Show, Grand 
Exhibition Hall, Trade and Convention 
Center, Philadelphia. 

Nov. 5-13 — World Car Show, Roosevelt 
Raceway, Westbu a‘? he 

Nov. 9-12—Denver Sutc Show, Coliseum, 
Denver. 

Nov. 10-13 — Lincoln Automobile Show, 
a Municipal Auditorium, Lincoln; 


Neb. 

Nov. 12-19—Albany Auto aiey. eee 
ton Ave. Armory, Albany 

Nov. 12-19—Pittsburgh Auto Tm National 
Guard Armory, Pittsburgh. 

Nov. 23-27—Portiland ian Show, Memorial 
Coliseum, Portland, Ore. 

%& Nov. 23-27—Spokane Auto Show, Coli- 
seum, Spokane. 

Nov. 25-Dec. 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 

Dec. 7-1!—International Auto-Rama, Muni- 
cipal Auditorium, New Orleans. 
Jan. 6-15 — Upper Midwest Auto Show, 
Minneapolis Auditorium, Minneapolis. 
Jan. 7-15 — Buffalo Auto Show, Masten 
Avenue Armory. Buffalo. 

Jan. 8-10— Fort Worth Auto Show, Fort 
Worth. 

Jan. 11-15—National Capital Area Auto 













Federal Controls Hit 


Because this company has bee 
engaged in the automotive busine 
for more than 50 years and recent 
entered the executive-airplane i 
dustry, we very much apprecia 
the editorial, “Federal Agency Tf 
Autos?” which appeared in tl 
Sept. 12 issue of Automotive New 

Some individuals in the autom 
tive industry may consider the qui 
tations from the house organ « 
the Aircraft Owners and Pilo 
Assn. as slightly exaggerated, bi 
the executive-aircraft manufactu: 
ers and the airplane parts instri 


FOREIGN CORRESPONDENTS—European Correspondent—George L. Glaser; Brussels, Bel- 
iohn W. Ashton; Lethbridge Alberte-G. A. Yackulic; London, Eng.—F. C. Livingstone; 
co City—Douglas Grahame: Nila, Italy—Antonio Giordano: Montreal—Jules Larochelle; 

Soden tent Altimus; Sydney, Austr, alie—H. Bowden Fletcher; Tokyo—Stuart Griffin; Toronto— 
James Montagnes: Vancouver, B. CF. . Fullerton. 








Subscriptions: U. S. and Canada, one year $9, two years $16. 
Other countries: One year $13, two years $22. 
Copyright, 1960, Slocum Publishing Co., Inc, All rights reserved. 
Entered as second-class matter, Post Office, Detroit, under Act of March 3, 1879. 










AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 

|. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oll taxes, collected by states 
and U. S, governments, applied to building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
NEWS else in the world 





















e h Show, Netionel Guard Armory, Wash- | ment. and accessory manufacture! 
Big Show Sets t e Stage Jen. it 22—Brussels Auto Show, Brussels, will testify that the Federal Avis 
Belgium tion Agency does completely dom 





Jan. 14-21—Syracuse Auto Show, Syracuse 
Wer Memorial, Syracuse. 

Jan, 1422— Columbus Auto Show, Ohio 
State Fairarounds, Columbus, O. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birminaham, Ala. 

Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 2-11—Amsterdam Auto Show, Am- 

sterdam The Netherlands. 

Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 


Miami. 
Feb. 18-26—53rd Chicaao Auto Show, Chi- 
cacao Exposition Center, Chicago. 
March 16-26—Geneva Auto Show, Geneva, 
Switzerland, 






nate the design and the safety r 
quirements of their productio: 
There is no question that safety i 
airplane design is a prime objec 
tive, and if it were forgotten | 
would do irreparable damage to th 
growth of the private industry. 
There are many complaints fror 
leading memberg of industry the 
the federal agency has a tendenc 
to demand more rigid specification 
without any preliminary discussio 
as to the need. What may seem t 
be a very slight change in naviga 
tional and electronic instrument: 
accuracy specifications may doubl 
their cost, and such increase in cos 
could easily reduce the market pc 
tential for private planes by 50 per 
cent. Just as in the case of th 







For Job by Auto Dealers 


bas national auto show planners went all out to focus 
attention of Americans on the 1961 models. There is 
scarcely a publication you can pick up these days without 
seeing something interesting about the new cars. Nor can 
you turn on the radio or TV dial and miss news of the new 
offerings. 

How many cars does such a show sell? How many will 
the glamorous national ads sell? None, actually, since they 
are designed solely to create a buying desire. 

The big show has created a selling atmosphere. Hardly a 

n is now alive who hasn’t somehow gotten the word 
that there are new and fascinating things awaiting him at 
the new car dealerships—cars of such variety, utility and 
beauty that everyone will find something to his taste. 

The national ads have supported this effort to create a 
desire. Now it is the job of the individual dealer to go out 
after or attract to the showroom those in whom the desire 
has been instilled. 

Dealers will do this in many ways. Some will have their 
salesmen go through the lists of old customers or new pros- 
pects and sell on a person-to-person basis. Some will use 
intriguing ads, Others will use price ads. 

The price ads will irritate many. Yet none can tell a 
dealer he isn’t entitled to use price ads—so long as they 
are not deceptive. 

Nonetheless, we urge dealers who use price ads to ex- 
amine their costs carefully to make sure they are not 
unwittingly selling themselves out of business, and their 
fellow dealers in the process. 

For all the wonders of the new models, auto dealers are 
faced with a crucial year. The dealer who does not know his 
costs is a ready candidate for oblivion. 












General 

Oct. 24-26—Truck and Body Equipment 
convention and exhibit; Sherman Hotel, 
Chicago. 

Oct. 26-28 — American Society of Body 
Engineers, Detroit. 

Nov. 3—General Motors Motorama, Wal- 
dorf-Astoria Hotel, New York. 

(Continued on Page 21, Col, 1) 


The Big Stories 


35 Years Ago—1925 


Ford Motor Co. reached-the highest production peak in the records 
of the company when 8,165 cars and trucks rolled off the lines of 
domestic plants. 




















20 Years Ago—1940 


Top 10 cars in registrations were Chevrolet, 606,878; Ford, 394,012; 
Plymouth, 315,436; Buick, 199,098; Pontiac, 159,776; Dodge, 150,906; 
a 137,853; Studebaker, 72,458; Chrysler, 71,299; Mercury, 

,710. 


10 Years Ago—1950 


Dealers protested the Federal Reserve Board’s sudden action in 
cutting time payment limits on auto sales from 21 to 15 months... 
Charles E. Wilson, president, General Motors Corp., said the auto 
industry expects to produce about 8 million cars and trucks in 1950, 











Alan G. Rude, 
President of 
Universal C.1.T. 
Credit Corporation 
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Y SELLING STICKLERS WITH STICKERS 


» Features, advantages, benefits are what prospects "buy" 
when looking at used cars. 


They want something better than their present car; they 


ee want to step up! And if they've never owned a car they still want 
the best possible car for the money. 


» With a dozen or more makes and models spread over five or 
more years, how does a used car salesman remember the key selling 
features for every car? Usually he doesn't! 





y 93 


re I was reminded of this when our used car stickers—for 1960 
: models—came off the press the other day. To sell used cars in 


terms of benefits, not price—more and more dealers should be 


using C.I.T. windshield stickers. 

» These useful merchandisers help convince the fussiest 
prospects that the used cars on your lot offer them the top value. 
They emphasize the buyer benefits that make it easier to sell late 
model used cars against competition. 

Colorful C.I.T. windshield stickers show the features, in 
selling language, that made each car an outstanding value when 
new. They make it easy for your salesmen to sell used cars on 
benefits and features—not price. 

» Prospects can see for themselves the advantages offered 
(compared to cars they presently own) by simply looking at the 
sticker on the windshield. 

C.I.T. stickers are available for all domestic models 


from 1956 on. 
C.I.T. stickers are another continuing service for 
C.I.T. dealers. 


» To get your supply, pick up the phone and call your local 
Universal C.I.T. District Manager, today. 


ei 


Cordially, 





CE Oe 


ny 5 





: 


St 


12 





AUTOMOTIVE NEWS, OCTOBER 24, 1960 





At Chi 





known speakers are on this morn- 


Body and Equipment Assn. at the 
Hotel Sherman. 
First on the 


speaker program 
is Welby M. Frantz, president of 
American Trucking Assns. 


an Advertising A 

Tomorrow’s session of the three- 
day convention will be taken up 
with technical discussions on prod- 
ucts used in making truck bodies, 
their different characteristics and 
how to best use them. 

Wednesday’s business session will 
feature Dr. Carl S. Winters talking 
on “Businessmen’s Glory Road;” 
Arthur Hammer, a noted C.P.A. 


speaking on “Accounting Proced- 


ures and Practices,” and Frank W. 
Lovejoy of Socony Mobil Oil Co., 
who will discuss marketing, mer- 
chandising and selling. 

The entire afternoon of each day 
of the convention is left free for 
viewing the largest exhibit of truck 
bodies and body manufacturing ma- 
terials TBEA has ever assembled. 

TBEA has an innovation at 
this year’s exhibit that will help 
viewers and exhibitors. Every del- 
egate will be furnished with a 
plastic card containing his name, 
his company’s name and his ad- 
dress. 


When he sees something of inter- 
est in any booth, all he has to do 
is give the booth attendant his card. 
Then the address information on his 
card is transferred to a literature 
request form by a small Addresso- 
graph that each exhibitor will have 
in his booth. 

This feature, it is claimed, saves 
a lot of expensive literature that is 
normally wasted, saves time for the 
viewer and results in more informa- 
tion being sent to the right people 
at the proper addresses. 


Tonight, the truck chassis manu-| 


facturers entertain at an informal 
reception. Tuesday evening is left 
open. Wednesday evening, the sup- 
pliers’ group holds a reception for 
the new president as well as the 
annual banquet. 

In addition to the truck manu- 


Universal, Arvin 
To Swap Data 
On Smog Purifier 


DES PLAINES, Ill—An agree- 
ment to exchange technical infor- 
mation and to cooperate in testing 
catalytic devices for purification of 
automotive exhaust gases is an- 
nounced by Universal Oil Products 
Co., Des Plaines, and Arvin Indus- 
tries, Inc., Columbus, Ind. 

Universal has developed both a 
catalyst and a catalytic muffler for 
reducing noxioug exhaust emis- 
sions. Arvin is actively engaged in 
development work in the same 
areas. 

The cooperative effort is expected 
to accelerate certification, large- 


scale production and commerciali-| ——— 


zation of effective and economical 
exhaust control devices. The agree- 
ment will enable either Arvin or 
Universal to use the technical in- 
formation of the other in market- 
ing its catalytic device, and will 
enable Arvin, if it so desires, to 
market its device using catalyst 
purchased from Universal. 

A perfect smog suppressor for 
motor vehicles is not going to be 
easy to find, it was asserted in a 
report submitted to the new Cali- 
fornia State Motor Vehicle Pollu- 
tion Contro] Board. 

“We've been doing research for 
12 years,” said Dr. Dale H. Hutchi- 
son of the Stanford Research Insti- 
tute, “and we still don’t know much 
about it.” 

The board also received reports 
on various types of afterburners, 
each with some advantages and 
disadvantages, Benjamin Linsky, 
control officer of the San Francisco 
Bay Area air pollution control dis- 
trict, said about one-third of the 
smog in that area is caused by 
motor vehicles. 


Convention ... 


TBEA to Hear Top Speakers 


CHICAGO. — Three nationally 
























































































facturers’ reception, the women | Body, Inc., Aeroquip Corp., General 9 Months 
attending the convention will visit on aie iste Ga teen 1900 
the Art Institute, go on a sight- | ing ., Jodog g. . Koenig 

seeing tour of Chicago and attend | Iron Works, Inc. CHRYSLER OORP. ...... “an 
a theater party. Sherwin- Co., Ww als h PPR RR Ree ee ee teen e Tenens 


An indication of the size of the 
exhibit is the following list of ex- 
hibitors: 

W. H. Miner, Inc., Blue Bird Body 
Co., Hamilton Glass Co., Andrews 
Industries, Inc., Stratton Equipment 
Co., Anthony Co., National Market 
Reports, Inc., Gifts for Industry, 
Inc., Ramsey Winch Co., Galion All- 
steel Body Co. 


vision, Commercial Vehicle Parts, 

Inc., E. I, DuPont de Nemours & 
Co., Coldmaster Division, Con- 
struction Machinery Co. 

Napco Industries, Inc,, Fleet 
Owner, Robert Bosch Corp., Kold- 
Hold Division, Tranter Mfg., Inc., 
Wisconsin Hydraulics, Inc., Con- 

Reynolds Metals Co., Cutler Metal/ verto Mfg. Co., Inc., Hock Paint & 
Products Co., Nash Bros. Co., Hildy’s| Chemical Works, Inc., Auto Crane 
Ford Blue Book, American Seating} Co, 
Co., Star Expansion Industries,| Sideloading Trailers, Inc., Com- 
Corp., Minnesota Automotive, Inc.,| mercial Car Journal, Ward Body 
Polar Hardware Mfg. Co., Allison} Works, Inc., Ford Division, Boyer- 
Division, General Motors Corp.,|town Auto Body Works, Chevrolet 
Braden Winch Division, Motor! Division, Dodge Division. 

Products Corp. Schwartz Mfg. Co., custom Bil 


Total Cars, Canada....242,883 






1 rvair. 
Superior Coach Corp., Custom | Equipment Co., Inc., Custom Bilt|| _“™*7°* inciuaes Co 


Accessory Sales, Inc., Hercules | Body, Inc., Holan Corp. 
Steel Products Co., Velvac, Inc., 
Carson & Hutto, Inc., Koneta 
Rubber Co., Inc., Trucix-Lite Co., 
Inc., Standard Equipment Divi- 
sion, Dana Corp. 

Bostrom Corp., H. K. Porter Co., 
Inc., Forge & Fittings Division, 
Cleveland Forge Works, Holland 
Hitch Co., Marion Metal Products 
Co., United States Steel, Grote Mfg. 
Co., Eberhard Mfg. Co., Consolidat- 
ed Metal Products, Inc. 

Tulsa Winch Division, Vickers, 
Inc., K-D Lamp Co., Thermo King 
Corp., H. S. Watson Co., Baird Dy- 
namic Corp., Gar Wood Industries, 
Inc. 

King Bee Mfg. Co., Aluminum Co. 
of America, Southco Division, South 
Chester Corp., Binkley Co., Re-Trac 
Mfg. Corp., Heil Co., Trailer Body 
Builders, American Mfg. Co., Inc., 
Collins Associates, Inc., Transporta- 
tion Supply News. 

Schwartz Mfg. Co., Arrow Safe- 
ty Device Co., Daybrook Hydraulic 
Division, Young Spring & Wire 
Corp., Wire Rope Corp., of Ameri- 
ca, Inc., Parish Pressed Steel 
vision, Dana Corp. 

Chelsea Products, Inc., J. W. 
Speaker Corp., Divco-Wayne Works 
Division, Oneida Division, Marmon- 
Herrington Co., Inc., T. Whiting 
Sales Corp., Hyman Freedman Co., 
Inc., Meyer Products, Inc., Sund- 
strand Hydraulics, Detroit Hinge 
Mfg. Co., General Seating Co., Arm- 
co Steel Corp. 

Transicold Corp., Kold-Trux Divi- 
sion, Columbus Metal Products, Inc., 
Frank-Dewey Co., Inc., Perley A. 
Thomas Car Works, Inc., Marquette 
Mfg. Co., Inc., Division Marquette 
Corp., Goodling Equipment Co., Inc., 
A. L. Hansen Mfg. Co. 

Copeland Refrigeration Corp., 
Carpenter Body Works, Inc., Dura- 
lite Mfg. Co., Warner Commercial 


6,224 assemblies during the Janu- 
ary-September period of a year ago. 
* * + 


AN individual basis, six car 
makes showed percent-of-in- 
dustry gains, while eight makes 
registered declines from a year ago. 
Makes that showed gains were 
Pontiac, up 3.58 percentage 
points; Plymouth, 1.12 points; 
Ford, 1.07 points; DeSoto, 0.39 
points; Chevrolet, 0.12 points, and 
Dodge, 0.06 points. 

Losers were Oldsmobile, off 1.81 
points; Meteor, 1.74 points; Stude- 
baker, 0.98 points; Edsel, 0.67 
points; Mercury, 0.62 points; Buick, 
0.18 points; Chrysler, 0,18 points, 
and Monarch, 0.16 points. 

Numerically, six makes showed 
gains over 1959 and eight produced 


Williams Heads 
Speaker List for 
Jersey Parley 


NEWARK, N. J.—Birkett L. Wil- 
liams, president of the National Au- 
tomobile Dealers Assn., will head 
an imposing list of speakers at the 
42nd annual convention of the New 
Jersey Automotive Trade Assn. 

The convention is being held Oct. 
23-25 at the Chalfonte-Haddon Hall 
in Atlantic City. 

Williams’ topic will be, “Our In- 
dustry at a Crossroad.” 

Other speakers and their topics 
include: Paul M. Millians, Com- 
mercial Credit Co., “Credit Dollars 
and Dealer Profit;” Paul H, Jack- 
son, Aetna Life Insurance Co., “Fun 
with Taxes;” Harold Draper sr.,, 
Draper Chevrolet Co. Saginaw, 
Mich., “Profits in a Nick el-and- 
Dime Business;” Charles H. Van- 
Steenberg, used-car manager of 
Chrysler and Imperial Division, 
“Used Cars in ’61;” Vince Baker, 
Pueblo, Colo., “Go Out and Sell,” 
and Frank P. Tighe, editor, Motor 
Age, “After Market Profits.” 

Entertainment during the con- 
vention will include a “Roaring 
’20s Party” in costume. J. Alex 
Laurie, Morris Plains, is convention 
chairman. 


By Martin L. Whitmyer 
Staff Writer 
ANADIAN car manufacturers 
turned out 242,883 cars in the 
first nine months of this year—an 
8.5-percent increase over the 240,814 
cars built during the same period 
of last year but far beneath the 
record 302,821 units produced dur- 
ing the January-September period 
of 1955. 

Truck output for the first three 
quarters of this year totalled 56,- 
738 units for a 3.2-percent boost 
from the 54,978 commercial vehi- 
cles rolled from Canadian assem- 
bly lines during the comparable 
period of 1959. 

Total vehicle production for the 
first nine months totalled 299,621 
units—the highest level for com- 
bined car-truck output since 1957. 
It also was 1.3 percent above the 
295,792 cars and trucks turned out 
during the first three quarters of 
1959. 

a 6 * 

ON A CORPORATE basis, Chrys- 

ler Corp. and General Motors 
showed percent-of-industry gains in 
car output, while Ford Motor Co. 
and Studebaker-Packard Corp. de- 
clined from the first nine months 
of 1959. 

GM turned out 125,473 cars for 
52.10 percent of total industry 
output in 1959, compared with 
53.81 percent gained on 130,695 
assemblies during the first three 
quarters of this year. Its percent- 
of-industry gain was 1.71 points. 

Chrysler climbed 1.39 points as it 
captured 15.27 percent of total in- 
dustry output on 37,076 car assem- 
blies this year, compared with 13.88 
percent gained on 33,413 assemblies 
@ year ago. 

Ford Motor showed the biggest 
decline, dropping 2.12 points as it 
took 29.32 percent of total industry 
output on 71,224 assemblies this 
year, compared with 31.44 percent 
gained on 75,704 assemblies last 
year. 

S-P dropped 0.98 points as it cap- 
tured 1.60 percent of total industry 
production on 3,888 assemblies this 
year, compared with 2.58 percent on 
ok * * 


How Makers Fared in First 9 Months... 


Canadian Truck Output—'60 vs. '59 




































‘Round the Clock— 


This 
its 30th day of continuous 24-hour travel 


Simca Freeway Fiyer completes 














over Los Angeles-area freeways during 9 Months Pet. of 9 Months Pet. of Gain 
which it ran a total of 24,618.6 miles and a. con ae. oo Soe 
averaged 33.9 miles per gallon of regular CHRYSLER CORP. 4,301 1.58 5,018 9.13 —1.55 
gasoline. Running in temperatures as high BD Tepes sini sireteovath ce 2,345 4.13 2,587 4.71 —0.58 
~ oy amet. the car performed “‘per- PIT ada ccskichsvccsa cocensecinen 1,956 3.45 2,431 4.42 —0.97 
ectly" during the entire run, according to 

E. L. Joseph, Western Area Simca sales in MOTOR .............. oie ae ae pap too 
manager, who flourished the checkered Mercur Berl game MELT 4.538 8.00 4112 7.48 +0.52 
flag of victory as the Simca Flyer crossed tices” ey pipes tegs 116 0.20 172 031 —0.11 
the finish line at the Southern California plate hee aN . 4 ti 
Automobile Club in Los Angeles. Contest- GENERAL MOTORS .. 27,115 47.79 25,295 46.01 +178 
ants who entered through Simca dealer- ao eens cans ar aes oy <a 

i cali lass . y \ 





ships and guessed the closest number of 
miles covered, won a 1961 Simca as first 
prize, a mink stole and TV set. The un- 
usual promotion was a ‘‘shot-in-the-arm" 
for dealers and ‘greatly increased Simca 
sales in the Los Angeles area," according 
to Joseph. 





International 15.97 10,715 19,49 









Total Trucks, Canada.... 56,738 100.00 100.00 


Source: Canadian Automobile Chamber of Commerce. 


54,978 






How Makers Fared in First 9 Months .. . 


Canadian Car Output—'60 vs. '59 


Pet, of 9 Months Pet. of Gain 
Total Output, Total or 
Output 1950 Output Loss 
15.27 13.88 +139 


100.00 
* Plymouth includes* Valiant, Ford includes Falcon, Meteor includes Frontenac and 


Source: Canadian Automobile Chamber of Commerce. 
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100.00 





240,814 










8-Months’ Canada Car-Truck Output 


fewer cars in the first nine months 
of this year than during the com- 
parable period of last year, 

Makes that made numerical 
gains were Chevrolet, up from 59,- 
517 to 60,296 cars; Pontiac from 
46,813 to 55,909; Ford from 39,998 to 
42,931; Dodge from 15,318 to 15,585; 
Plymouth from 12,558 to 15,368, and 
DeSoto from 927 to 1,904 cars. 

Losers were Oldsmobile from 12,- 
014 to 7,722 units; Buick from 7,129 
to 6,768; Meteor from 25,452 to 21,- 
446; Mercury from 4,806 to 3,363; 
Studebaker from 6,224 to 3,888; 
Chrysler from 4,610 to 4,219; Mon- 
arch from 3,838 to 3,484, and Edsel 
from 1,610 to none. 

A oe * 
ON THE truck side, GM and 
Ford registered percent-of-in- 
dustry gains, while Chrysler and 
International Harvester lost ground 
from the first three quarters of 
1959. 

Ford picked up 3.29 percentage 
points as it captured 28.66 percent 
of total industry output on 16,263 
truck assemblies this year, com- 
pared with 25.37 percent on 13,950 
commercial vehicles turned out a 
year ago. GM picked up 178 
points with 47.79 percent of total 
industry production on 27,115 as- 
semblies this year, compared with 
46.01 percent on 25,295 assemblies 
last year. 

Chrysler dropped 1.55 points as 
it captured 7.58 percent of total in- 
dustry output on 4,301 assemblies 
this year, compared with 9.13 per- 
cent gained on 5,018 truck assem- 
blies last year. 

International took 15.97 percent 
of total industry production on 9,059 
assemblies during the first nine 
months of this year, compared with 
19.49 percent on 10,715 assemblies a 
year ago. Its percentage-point de- 
cline was 3.52. 

* oe 7” 


AN individual basis, Ford 

makes showed percentage-of- 

industry gains, and four makes lost 
ground from ’59. 

Makes showing gains were 
Ford, up 2.88 points; Chevrolet, 
0.93 points; GMC, 0.85 points, and 
Mercury, 0.52. 

Losing ground from a year ago 
were International, off 3.52 points; 
Fargo, 0.97 points; Dodge, 0.58 
points, and Meteor, 0.11 points, 

Numerically, three makes showed 
gains over last year—Ford up from 
9,666 to 11,609; Chevrolet up from 
14,815 to 15,820, and GMC up from 
10,480 to 11,295, and Mercury up 
from 4,112 to 4,538 trucks. 

Makes showing numerical losses 
from a year ago were International, 
off from 10,715 to 9,059; Dodge from 
2,587 to 2,345; Fargo from 2,431 to 
1,956, and Meteor from 172 to 116. 


Cars Damaged in Fire 


BRYAN, O.—Two new cars were 
damaged by smoke in a flash fire 
at Donaldson Motor Sales. A spark 
from an air compressor in the shop 
ignited fumes from a cleaning sol- 
vent, a fire official said. Damage 
was estimated at $30,000. 
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Handsome is and handsome does 


---colorful Butler Buildings are functional too! 


It’s no accident that Butler buildings are finished 
with the most striking and protective color offered 
in the industry—Butler-Tone™. Butler alone uses 
America’s number one system of pre-coating 
metal panels. Butler alone coats both sides. Butler- 
Tone adds extra years of new-looking color and 
time-defying protection. 


Add Butler-Tone colors to the industry’s two out- 
standing wall systems, the widest range of sizes 
and types of rigid frame clear-span structurals, 
optional roof guarantee at nominal cost, the skills 
and experience of the finest nationwide Builder 
organization in the industry —and you have Amer- 
ica’s number one pre-engineered building value. 


TURN THE PAGE TO SEE WHAT COLORFUL BUTLER BUILDINGS WILL DO FOR YOU... 


_@RATING 60 y 
eS £4 
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RICATING ME™ 


PASTEL GRAY VIVID CREAM 
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FERN GREEN 





(vast to Coast 


... handsome, hard-working 
BUTLER BUILDPINGS 
help you sell, stock, service 


Brehm-Hanna Chevrolet, Mt. Vernon, Illinois 
Architect: D. Clarence Wilson, A.1.A., Mt. Vernon 


Abell Truck and Implement Co., Pueblo, Colorado 


Out front where customers are won — in back where the work 
is done — a Butler building helps you succeed! The clear-span 
steel structural system brings new planning and layout oppor- 
tunities. Your sales area can be a spectacular glass showcase 
or a smart office area. Economical curtain walls may be 
dressed to your taste. Post-free, truss-free interior gives you 
freedom in partitioning. Stack parts or crates right to the roof 
peak. Maneuver, assemble or service the biggest, heaviest 
equipment. Hang.cranes and hoists from the strong, steel 
roof beams. 

Speed and economy of construction conserve your capital 

. . you schedule your “Grand Opening” and start making 
money sooner. For full details, call your Butler Builder. Ask 
him about financing, too. You'll find him listed in the Yellow 
Pages under “Buildings” or “Steel Buildings,” or write direct. 


uM 


BUTLER MANUFACTURING COMPANY 
7432 EAST 13th STREET, KANSAS CITY 26, MISSOURI 
Manufacturers of Metal Buildings © Plastic Panels * Equipment for Farming, Transportation, 
Bulk Storage, Outdoor Advertising * Contract Manufacturing 


Sales offices in Los Angeles and Richmond, Calif. ¢ Houston, Tex. * Birmingham, Ala. * Kansas City, 
Mo. * Minneapolis, Minn. ¢ Chicago, Ill. * Detroit, Mich. * Cleveland, Ohio * New York City and 
Syracuse, N.Y. © Washington, D.C. © Burlington, Ontario, Canada 
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The Man Behind the Wheel... 


Sales Testing the Buick Special 





By L. H. Houck 
Travelling Correspondent 


ee ee package of the year 
is undoubtedly the all-new 
Buick Special—it’s a very special 
job and built for everybody. Deliv- 
ered on announcement day, com- 
plete with luxurious red upholstery 
and automatic transmission, the car 
was indoctrinated by a short fast 
trip to Northeast Oklahoma. 

The car had spirit. It used regu- 
lar gas, and with its new dual- 
path automatic transmission de- 
livered around 22 miles per gallon 
right off the bat. 

The trip included some reasonably 
fast driving, spurts of 70 but mostly 
50 miles per hour for the first 500 
miles. This first short trip was so 
successful that, instead of returning 
the car, I set up a 1,200-mile trip 
and gave it the works after 750 
miles. 

That was a mistake. I didn’t 
want to give it back. 

Buick has evidently thrown every- 
thing except its traditions out the 
window and started over again. 

* * * 


Fast and Nimble 


; 
: 
| ERE is a compact, but a little 
"| bigger, a little roomier. An as- 
| tonishingly comfortable car. A fast 
| car, a nimble car, a car that can 
| shake its trunk lid at anyone. 

An economy car? Yes. But there’s 
no austerity—delightful, unadulter- 
ated luxury. No make do’s; you do 
without nothing. No compromises; 

|; you make no apologies or excuses 
* * + 


ae 


ee 


Doors Are Wide— 


Buick Special doors are wide to facili- 
tate entry and exit. The pushbutton locks 
are gone. Front doors are locked from the 
inside by moving the door handle and are 
locked by key from the outside. 

* 

































Under the Hood— 


The Buick Special has a 155-horsepower 
aluminum V-8 engine that displaces 215 
cubic inches and has a compression ratio 
of 8.8 to 1. Optional at extra cost is an 
automatic transmission that is about half 
the size and weight of former Buick units. 


Inside the Special— 


The clock is mounted atop the instru- 
ment panel of the Buick Special, and the 
puli-type parking brake is located at the 
driver's right. The car has a pointer speed- 
ometer instead of the “rediiner" found in 
the larger Buicks. 


for it. You feel nothing but pride 
in complete driving satisfaction and 
22 m.p.g. on regular. More if you 
try. 

The test added up to more than 
2,000 miles, and the attention the 
car received on the road snapped 
many shirt buttons, 

Back at the home garage it was 
time to go over this Special with a 
fine-tooth comb. 

The luxurious interior includes 
deep-pile carpet, inside trim that 
looks like a custom job with red 
leather and a white sound-deaden- 
ing headliner. 

The thing that strikes you first is 
that everything has been completed. 
The sun visors are as nice on 
one side as on the other. The little 
things have been looked after. The 
doors open and close well. They 
have not been narrowed but carry 
the sculptured design of the body 
in the lower half. 

* * * 


Room for 6 Persons 
ao interior is roomy enough for 
six persons, and tall ones can 
ride, too. Now you can wear your 
hat. The dash is hooded, and the 
clock is on a pedestal on top of 
the dash to the right of the driver. 
This was found to be a most happy 
location. 

The arm rests are simulated strips 
of leather on chrome brackets with 
the ashtray incorporated in the 
rear rests. Manually operated vents 
on each side of the front are about 
all that remain of the old Buick. 
There is no windshield dogleg. 

Door sills are stainless steel, 
and so is interior door trim. 
There is stainless steel all over. 
The steering wheel is a two-spoke 
job with horn buttons in the 
spokes. 

The parking brake is a rachet 
pull type with a rubber handle to 
the right of the driver and under 
the dash. It works well and is easy 
to operate. 

The trunk is roomy, and the spare 
is mounted flat with a cover of stiff 
material making a space for shorter 
luggage. The jack, base and lug 
wrench are clamped together with 
the spare cover with a bolt and 
wing nut. The trunk is well braced 
with welded structural members. 

+ * +” 


Unit-Welded Body 
LD Buick owners must watch 
the wheel lugs if they change a 
tire. Buick formerly used studs, all 


with right-hand thread. Although 


they seldom loosened, they depended 
on misalignment and spring of 


wheel to hold them tight. 


Now Buick uses nuts, with right- 


hand nuts unmarked on right side 


and left-hand nuts marked “L” on 


the left side, so the forward move- 


ment of the wheels would have a 


tendency to tighten wheel-holding 


nuts rather than loosen them. 
Wheel covers on the test model 
were stainless with ventilation slots. 

The body is a unit-welded type 
—no frame—but a close examina- 
tion shows that it has a frame- 
type foundation better than an 
individual frame, since there are 
channels and angles of various 
sizes and shapes fitted to each job 
—all welded together. It looks like 
it’s as strong as it could be made. 
A carry-over from last year’s 
Buick is the transverse muffler, 
positioned in front of the gas tank 
on the Special. 
Up front is a completely new 
engine with cast -iron piston barrels 
east in a solid aluminum block. 
The V-8 retains the Buick trade- 
mark of a horizontal valve cover 
instead of following the angle of the 
90-degree V-8 block. A big improve- 
ment is Phillips screws in the rims. 
They hold down the aluminum cov- 
ers, which keeps them from buck- 
ling and keeps them leakproof. 

* om * 


Light Transmission 


ya engine has an aluminum 
water pump and an aluminum 
housing for the oil filter which is 
removable from underneath by 
hand. There is even a cast alumi- 
num bracket for the power steering 
pump. This unit had power steering 
but power brakes are not available 


and do not seem to be needed with 

the easy operation of the brakes. 
The distributor has been moved 

from the back to the front of the 


engine which makes point adjust- = 


ment easier using the window and 
without removing the cap. The coil 
is nearby. 

The generator is buried low on 
the right side and is not readily 
serviceable from above but is 
quite easily reached from below 
when the car is on a lift. 


The fuel pump is located at the 
lower left, giving it a short line to 
the carburetor and making its job 
easier. Down low on the right side 
is a new starter outfit about half 
the size of former Buick units. 


The automatic transmission uses 
most of the features of Buick’s reg- 
ular turbine transmission, with a 
dual-flow arrangement. It has al- 
most no discernible slip in driving, 
works fine. 

The unit has an aluminum hous- 
ing and is about half the size and 
weight of former Buick automatics. 
The fluid is air-cooled which elimi- 
nates two high-pressure lines and 
a heat transfer unit formerly in the 
bottom of the radiator. The radiator 
is smaller and needs less antifreeze 
than standard models. 

* * * 


Ignition-Key Starter 
HE air cleaner on the two-jet 
Rochester carburetor is a dry- 
type, and the housing has no strad- 
dle lugs so the air horn can be 
pointed any way one wants it. The 
advantage is that any way it is 
placed on the intake gasket is right. 
Left behind is Buick’s tradi- 
tional gas-pedal starting. The 
Special has a “key” starter. Gone 
are the push-down buttons on the 
front doors. They now are locked 
from the inside by movement of 
door handle and locked from the 
outside with key only. No more 
locking your key inside. One key 
fits ignition, glove box, doors and 

trunk. 

Some general operating observa- 
tions: Engine exceptionally quiet, a 
litle unobjectionable whistle between 
60 and 70 m.p.h., might be a window 
or the air rushing through the 
louvers on the automatic transmis- 
sion cooling shroud. 

Gone is the traditional Buick 
torque tube and in its place is an 
open drive shaft with two univer- 
sals. New rear suspension works 
fine. 

Top features: Highway speed 
power and easy parking. Buick’s 
Special puts new emphasis on the 
word and means what it says. 

* cg * 


Car Tested: 
BUICK SPECIAL 


Model: Four-door sedan. 

Engine: Aluminum block V-8; 
bore, 3.50; stroke, 2.80; compres- 
sion ratio, 8.8 to 1 (uses regular 
gas); displacement, 215 cubic 
inches; brake horsepower, 155. 

Transmission: Dual-range au- 
tomatic, aluminum housing, air- 
cooled fluid. 

Carburetor: Two-jet Rochest- 
er, Air cleaner: Dry-type. 

Major specifications: Wheel- 
base, 112 inches; overall length, 
188.4 inches, It is 6.7 inches nar- 
rower than standard Buicks and 
25 inches shorter than the Le- 
Sabre. Entrance is easy, dogleg 
= gone, interior height increas- 


Capacities: Gas tank, 16 gal- 
lons; cooling system with heater, 
13.5 quarts; crankcase, four 
quarts, five with dry filter; auto- 
matic transmission, six quarts. 

Accessories: Heater, radio, 
clock, automatic transmission, 
power steering. 

Tire size: 6.50x13. 





BMC Outlet Being Built 
OAKLAND, Calif. — Kjell Qvale, 
head of British Motor Cars, Ltd., in 
Northern California, broke ground 
for a new showroom on 27th 8t., 
with help of Al Arth, who will man- 


age the showroom, slated to open 


in September. 





Sales-Tester Lauds Buick Special— 

Buick's new Special is fast, nimble, roomy and economical, according to 1. H. Houck, 
who sales-tested the car for Automotive News. It has a 112-inch wheelbase and meas- 
ures 188.4 inches from bumper to bumper. 





W. Va. Dealers Cite Compacts k6.4 





Tough Year for Sales Seen 


By William Francois 
Staff Correspondent 


HUNTINGTON, W. Va. — Two 
trends were apparent as 1961 mod- 
els made their debut in this area. 

Most dealers agree that 1961 is 
going to be a “tougher selling 
year” than 1959-60; and, they 
add, “everybody’s going to be in 
on the act because of compacts.” 

The “X” factor, of course, is gen- 
eral economic conditions. All deal- 
ers interviewed agreed that this is 
the big “if.” 

Jack Moses, Moses Pontiac, 
summed up the first showings of 
1961 models this way: “We had a 
lot of people look at the new mod- 
els, but not many sales. And that’s 
not only true of Huntington dealers, 
but for the Charleston area as far 
as I can determine. We sold four 
1961 models and have firm orders 
on three others. We also sold five 
1960 models. 

“This will be quite a year in the 


Compact Taxi 
Is Introduced 
By Dodge for ’61 


DETROIT.—A new compact taxi- 
cab, nearly two feet shorter and 
700 pounds lighter than standard- 
size cars, has joined the company’s 
full-size taxi model, according to 
Dodge. 

The compact cab igs based on 
Dodge’s new entry in the compact 
field—the Lancer—while the full- 
size cab is based on the Dart sedan, 
the company said. 

The compact cab’s wheelbase is 
106% inches. This short wheelbase, 
coupled with advanced Torsion- 
Aire suspension and steering sys- 
tems, provides greater maneuver- 
ability and handling ease, the firm 
added. 

Standard equipment on both mod- 
els includes a door warning light, 
dome-light switches on all four 
doors, wiring for a roof light, a 
70-amp battery and heat shield, a 
heavy-duty alternator, heater and 
defroster, directional signals, all- 
vinyl interior trim, a pull handle 
on the right rear door and heavy- 
duty chassis springs, shock absorb- 
ers, rear axle and clutch, Dodge 
said. 

The slanted six-cylinder engine is 
available in both models, and a spe- 
cially built taxicab carburetor is 
standard on six-cylinder engines. 

The compact has a 170-cubic-inch, 
101-horsepower inclined six engine 
with a compression ratio of 8.2 to 1. 
The full-size cab hag a 225-cubic- 
inch, 145-horsepower inclined en- 
gine with the same compression 
ratio. 

A V-8 engine also is available in 
the full-size taxi. This 318-cubic- 
inch, 230-horsepower engine has a 
compression ratio of 9 to 1, 

All cab engines — including the 
V-8—operate efficiently on regular 
gasoline, Dodge said. 

Heavy-duty manual transmissions 
are standard on both six-and-eight- 
cylinder taxis. Three-speed auto- 
matic transmissions are optional on 
both six and eight, and a two-speed 
automatic transmission is available 
on the eight, the firm said. 





automobile field,” he continued, “be- 
cause there are more dealers in the 
same price field. This will make the 
used-car market touch and go be- 
cause of the compacts, For these 
reasons, I think it’s going to be an 
awfully tough selling year — a 
tougher competitive year than 1959- 
60.” 


H. D. Miller, general manager of 
Roger Dean Chevrolet and secre- 
tary of the Huntington Auto Deal- 
ers Assn., said: 

“Business is a little slow but 
everybody is pleased with the 
cars, I think auto dealers will 
have a good selling year, but it'll 
probably be spread out a little 
better because of the compacts.” 
Miller noted that nearly all area 
dealers have cleaned up 1960 mod- 
els “real well, which is contrary to 
the national outlook.” 

Hez Ward, Hez Ward Buick, Inc., 
said public reaction to 1961 models 
was “very good.” 

“We didn’t have one criticism on 
the new models during the first five 
days they were on display. We sold 
six regular Buicks and two com- 
pacts, which is a better perform- 

ance than last year.” 

Ward also pointed out: 

“We're all in the act now because 
of the compacts.” 

Jack Rardin, general manager, 
Galigher Motor Sales Co, (Ford), 
stressed the importance of eco- 
nomic conditions and added: 

“If a dealer doesn’t know his 
cost of doing business, he’s in for 
big trouble this year.” 

While Rardin was optimistic 
about Ford’s Falcon in competition 
with other compacts, he said it was 
not priced competitively with the 
Comet. 

“We need a $150 spread to be 
competitive with the Comet, and 
I’ve sent off a letter to this effect 
to Ford Motor Co.” 

He concluded with the warning, 
“This igs going to be a hard-sell 
year.” 





‘Man in the Wagon'— 

Ted Brown, radio station WMGM's “Man 
in the Sky,"" waves farewell to wife, Rhoda, 
as he embarks on his “long-distance” stint 
of living and broadcasting from a 1961 
Chrysler dangling 40 feet in the air from 
a construction derrick. It was one phase 
of the ground-breaking ceremonies for the 
new Americana Hotel in New York. 
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IRON GASTINGS 


GRE) 
ONE OF THE NATION'S 
\ND MOST MODERN 
NON FOUNDRIES 


sass Ue i BY 


FOUNDRY DIVISION 


MA rArTIIDI> ae 


CHATTANOOGA 2, TENNESSEE 


Available for the FIRST time! 
AUTOMOTIVE REPLACEMENT 


Ctation Wagon CARGO DECK MATS 
Exostly Like Original Equipment 


Precision die-cut to car manufacturer's specifications. 







TAILORED-TO-FIT Each set contains all components for 
complete replacement of mat panels 


COLOR-KEYED Available in colors and patterns 8 


to compliment interior trim. 





conn Commane 






ECONOMICAL 


Low in cost. Pre-cut to save 
costly labor charges. Quickly 
installed by anyone. 


INDIVIDUALLY BOXED 
Clearly labeled for easy 
identification. 


rr Complete with 
Adhesive & Applicator 


Another Product of MAES 7HE COMPLETE CINE 


for CAR RECONDITIONING 





BRILLIANT NIGHT DISPLAYS like this at S. Liccardi Motors, Elizabeth, 
N. J., are easy and inexpensive with Childers Carports. Childers Carports 
are specially designed for easy-to-install lighting. Cut lighting costs too, 
because they channel lights directly onto your cars. See how easily you can 
have a carnival-gay night showcase with Childers Carports on Page 29. 
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Sales Conditions in Various Areas .. . 





Auto Market Reports 


New Orleans 

Lowest monthly new-car sales 
since November were recorded in 
New Orleans in September with a 
total of 1,667 registrations. This 
compares with 1,863 in August and 
2,290 for the like period of last 
year. 

Truck sales in September totalled 
208, against 209 in August and 
329 for the corresponding period of 
last year. 

Car registrations by makes 
were: Chevrolet, 515; Ford, 236; 
Pontiac, 126; Falcon, 121; Olds- 
mobile, 91; Corvair, 63; Volkswag- 
en, 62; Rambler, 54; Comet, 52; 
Dodge, 50; Plymouth, 47; Buick, 
44; Valiant, 42; Studebaker, 30; 
Mercury, 25; Cadillac, 22; Re- 
nault, 13; DeSoto, 7; Triumph, 6; 
Imperial, 5; Lincoln, 5; Taunus, 5; 
Vauxhall, 5; Chrysler, 4; Fiat, 4; 
Mercedes-Benz, 4; Hillman, 4; 
English Ford, 3; Peugeot, 3; 
Metropolitan, 3; Lloyd, 3; Willys, 
2; Austin, 2; Opel, 2; Sunbeam, 
2; Simca, 2, and miscellaneous, 3. 
Trucks by makes were: Chevro- 

let, 75; Ford, 62; International, 43; 
Volkswagen, 8; GMC, 7; White, 5; 
Dodge, 3; Mack, 3, and English 
Ford, 2. 


—Gorpon HEBERT 
* * * 


Cleveland 


New-car sales in Cuyahoga Coun- 
ty (Cleveland) last month fell to a 
season low of 5,339 units. The total 
exceeded the 5,140 new cars regis- 
tered in September, 1959, but slump- 
ed from the August total of 6,295. 

The breakdown by makes: 

Chevrolet, 1,078; Ford, 682; Fal- 
con, 474; Dodge, 408; Comet, 392; 
Pontiac, 330; Rambler, 257; Val- 
iant, 237; Buick, 228; Oldsmobile, 
221; Mercury, 185; Corvair, 166; 
Plymouth, 127; Cadillac, 89; 
Chrysler, 53; Studebaker, 41; Lin- 
coln, 32; Imperial, 11; DeSoto, 7; 
Checker, 5; imports, 316. 

Volkswagen led the imports with 
81. Others had the following sales 
totals: Renault, 23; Fiat, 18; Tri- 
umph, 18; Austin, 16; Anglia, 16; 
Vauxhall, 16; Opel, 15; Volvo, 15; 
Simca, 13; Metropolitan, 12; MG, 
12; Peugeot, 7; Hillman, 7; Jaguar, 
7; Morris, 7; Mercedes, 6; others 27. 

Used-car sales were 22,547 last 


baker, 34; Renault, 28; Triumph, 

22; DeSoto; 19; Morris, 17; Aus- 

tin, 13; MG, 8; Imperial, 7; Eng- 

lish Ford, 4; Lincoln, 4; Edsel, 1, 
and miscellaneous, 89. 

New-truck registrations totalled 
415 in September, compared with 
443 the previous month. By makes: 
Ford, 123; Chevrolet, 110; Interna- 
tional, 95; GMC, 25; Volkswagen, 
18; Dodge, 14; Willys, 14; Diamond 
T, 8; Studebaker, 2; English Ford, 
1; Mack, 1; Reo, 1; White, 1, and 
miscellaneous, 2. 


—Jack BERNSTEIN 
* * *& 


Birmingham, Ala. 
New-car sales in Birmingham, 
Ala., numbered 996 in September, 

compared with 1,356 in August. 
Sales by makes were: Chevrolet, 
257; Falcon, 116; Ford, 85; Oldsmo- 
bile, 78; Pontiac, 74; Buick, 46; 
Rambler, 42; Comet, 41; Corvair, 
39; Dodge, 37; Valiant, 30; Cadillac, 
28; Plymouth, 24; Volkswagen, 18; 
Chrysler, 15; Mercury, 13; Stude- 
baker, 10; Austin-Healey, 6; Fiat, 5; 
Lincoln, 4; DKW, 3; Imperial, 3; 
Opel, 3; Renault, 3; DeSoto, 2; Hill- 
man, 2; Jaguar, 2; Morris, 2; Saab, 
2; Triumph, 2, and miscellaneous, 4. 


—Srvuart Rwp.e 
a 7 * 


San Antonio 


in San Antonio and Bexar County 
totalled 1,187, compared with 1,523 
a month earlier. 

Dealers blamed a “wait-for-the- 
new-models” attitude on the part 
of buyers for the drop in registra- 
tions. They said they hoped that 
enthusiasm for the new models now 
being shown will provide the usual 
fall pickup. 

By makes, registrations were: 
Chevrolet, 416; Ford, 258; Pon- 
tiac, 80; Oldsmobile, 65; Rambler, 
65; Buick, 55; Comet, 55; Dodge, 
37; Valiant, 31; Cadillac, 30; 
Plymouth, 20; Mercury, 19; Opel, 
13; Chrysler, 9; Imperial, 6; Stu- 
debaker, 6; Volvo, 6; Vauxhall, 5; 
English Ford, 2; Lincoln, 2; Wil- 
lys, 2, and miscellaneous, 5, 

New-truck registrations totalled 
242 in September, compared with 
207 a month earlier. By makes: 
Ford, 105; Chevrolet, 77; Interna- 
tional, 34; Willys, 14; White, 6; 





month and 22,456 in September a 
year ago. New-truck sales fell to 
296 from 453 last year. 


—SANFORD MARKEY 
cad 


Dallas 


Dallas new-car registrations to- 
talled 2,773 in September, compared 
with 3,350 a month earlier. 

By makes, registrations were: 
Chevrolet, 776; Ford, 566; Pontiac, 
242; Oldsmobile, 236; Rambler, 172; 
Buick, 132; Dodge, 101; Volkswag- 
en, 95; Cadillac, 79; Valiant, 77; 
Plymouth, 42; Comet, 34; Checker, 
26; Studebaker, 25; Chrysler, 18; 
Peugeot, 17; Renault, 12, and Met- 
ropolitan, 11, 

Vauxhall, 11; Imperial, 10; 
Opel, 10; Fiat, 9; Mercury, 9; Lin- 
coln, 8; Triumph, 8; Volvo, 7; 
MG, 5; Taunus, 5; Willys, 5; Aus- 
tin-Healey, 4; Simca, 4; Merce- 
des-Benz, 3; Jaguar, 2; NSU, 2; 
English Ford, 2; DeSoto, 1, and 
miscellaneous, 7, 

New-truck registrations number- 
ed 397 in September, compared with 
415 the previous month. By makes: 
Chevrolet, 169; Ford, 93; Interna- 
tional, 58; GMC, 32; White, 19; 
Volkswagen, 9; Dodge, 7; Mack, 4; 
Peterbilt, 2; Commer, 1; Kenworth, 
1; Studebaker, 1, and Willys, 1. 

—Rvusy FENOGL.IO 
+ * * 
St. Louis 

St. Louis new-car registrations in 
September totalled 4,746, compared 
with 5,877 the previous month, a 
decline of nearly 20 percent. 

Total sales for the 
months were 44,954, compared with 
41,894 in 1959. 

As compiled by the St, Louis 
Automotive Assn., September reg- 
istrations by makes were: Chev- 
rolet, 1,231; Ford, 683; Rambler, 
375; Pontiac, 351; Dodge, 320; 
Oldsmobile, 276; Falcon, 272; 
Buick, 173; Plymouth, 167; Val- 
iant, 157; Comet, 1138; Corvair, 
1138; Cadillac, 86; Volkswagen, 82; 


first nine| | 


Dodge, 3, and GMC, 3, 
—J. H. Reep 
+ ae * 


Toledo 


New-car sales in Toledo totalled 
1,363 in September, compared with 
1,745 a month earlier and 1,576 a 
year earlier. 

By makes, registrations were: 
Chevrolet, 292; Ford, 235; Falcon, 

152; Oldsmobile, 92; Pontiac, 89; 
Comet, 73; Valiant, 58; Dodge, 57; 


September new-car registrations | 





Rambler, 52; Mercury, 47; Buick, 
41; Plymouth, 29; Cadillac, 25; 
Corvair, 22; Chrysler, 17; Stude- 
baker, 10; DeSoto, 9; Imperial, 4; 
Lincoln, 1; Willys, 1, and miscel- 
laneous, 62. 

For the first nine months, new- 
car sales totalled 15,845, compared 
with 14,865 a year ago. 

New-truck sales numbered 129 in 
September, compared with 115 in 
the year-ago month. Nine-month 
totals were 1,256 in 1960 and 1,239 


in 1959. 
op So 8 


Minneapolis 
Registration of new cars in Hen- 


nepin County (Minneapolis) in 
September totalled 2,721, compared 














More Luggage Space— 


Relocation of the spare tire provides 
| more luggage space in the ‘61 Chevrolet. 
Arrow indicates new position of gasoline 


tank. Chevrolet said it has been moved 





to afford better protection from hard 





Mercury, 53; Chrysler, 48; Stude- 


bumps and flying stones. 


with 2,987 a month earlier, : 
ing to Finance and Commerc 
ness newspaper. 

By makes, registrations 
Chevrolet, 511; Ford, 368; 
tiac, 191; Falcon, 173; Oldsn 
170; Rambler,. 159; Valiant 
Buick, 148; Plymouth, 141; I 
127; Comet, 117; Volkswage 
Studebaker, 53; Mercury, 40 
vair, 39; Cadillac, 38; Ch 
36; Lincoln, 21; Renault, 17 
umph, 16; Lancer, 14; Fia 
Volvo, 10; Austin-Healey, 8; 
cedes-Benz, 8; English Fo 
Morris, 6; DeSoto, 3; Op 
Austin, 2; Hillman, 2; Vau 
2; Willys, 2, and miscellaneo 
New-truck registrations t 

218 in September, compare: 
251 the previous month. By 
they were: Ford, 65; Interne 
48; Chevrolet, 46; GMC, 13; 
8; Dodge, 6; Willys, 4; R 
Studebaker, 3; White, 3; M: 
Volkswagen, 2, and miscelle 
15. 

—DonaLtp M. L 


* * * 


Youngstown, O. 
New-car registrations in Y 
town and Mahoning County, 
September totalled 955, cor 
with 985 the previous month. 
Used-car transactions am 
to 1,491, compared with | 
month earlier. 

By makes, new-car reg 
tions were: Chevrolet, 221; 
154; Pontiac, 83; Dodge, 68; 
bler, 58; Corvair, 56; Falco 
Oldsmobile, 39; Buick, 38; C 
26; Plymouth, 26; Cadillac 
Mercury, 21; Valiant, 21; \ 
wagen, 19; Chrysler, 9; Stud 
er, 5; Lincoln, 3, and misce 
ous, 12, 

New-truck registrations nu 
ed 53 in September, compare 
79 a month earlier. By make: 
were: Chevrolet, 16; Fo 
Dodge, 7; International, 6; ' 
4; GMC, 3; Diamond T, 2; — 
1, and miscellaneous, 1, 

* oe * 


Omaha 


New-car registrations i 
Omaha area totalled 1,012, | 
of nearly 25 percent from th 
vious month’s total of 1,342, 

Ford and Falcon outsold 
rolet and Corvair in Septembs 
to 198, Other leading makes: 
outh and Valiant, 100; Rambl 
Pontiac, 78; Dodge, 76, and 
mobile, 61, 

New-truck registrations fc 
month were down 30 percent, 
from 170. Ford led, with 33, f 
ed by Chevrolet, 27, and In 
tional, 19. 

—ARTHUR R. OLE 


* * * 


Cincinnati 

New-car sales sank to the 
lowest level during Septemtk 
Cincinnati and Hamilton C 
with a total of 2,836, com 
with 3,258 a month earlier. 

February, with 2,913, had 
the previous lowpoint for 1960 
year, the September count 
2,837. 

By makes, September regi 
tions were: Chevrolet, 651; | 
524; Rambler, 232; Oldsm 
226; Pontiac, 196; Valiant, 
Buick, 134; Comet, 127; D 
121; Volkswagen, 86; Plym 
85; Mercury, 80; Cadillac, 36; 
debaker, 35, and Chrysler, 3: 

Triumph, 16; Austin, 13; Im 
13; Metropolitan, 11; Renau! 
English Ford, 10; Fiat, 9; O) 
Toyopet, 7; Mercedes-Be: 
Vauxhall, 6; DeSoto, 5; Linc« 
MG, 3; Taunus, 3; Jaguar, 2; 
geot, 2; Sunbeam, 2; Vespa, 2 
lys, 1, and miscellaneous, 6. 

Used-car sales totalled 3,5 
September, compared with 3, 
August. 

New-truck registrations nu 
ed 235 in September, compare: 
262 a month earlier. By make: 
were: Ford, 75; Chevrolet, 6 
ternational, 40; GMC, 20; © 
wagen, 9; Dodge, 5; Mack, 5 
lys, 4; Diveco, 3; Studebak 
White, 2, and miscellaneous, : 

Used-truck transactions tc 

164 in September, compared 
192 a month earlier and 171 : 
earlier. 

—ALLAN R. I 


One of a series of statements to U. S. IMPORTED CAR DEALERS by members of the British Automobile Manufacturers Association 








J. Eerdmans, 


President of Jaguar Cars, Inc. says: 


“British products have achieved world 
renown because they have earned it.” 


In our times, British engineering and craftsmanship are 
most evident in British motor cars, in which unexcelled 
quality has made them accepted leaders. 


Translated into practical terms, this means British motor 
cars are built to a standard, not to a price. They offer 
dealers and consumers true dollar value, found only in 
automobiles purposely built to perform as efficiently, eco- 
nomically and gracefully as possible the one absolute 


function of a motor car—that of safe, pleasurable, econom- 
ical passage from one point to another. 


Such standards prevent massive over-production by 
British automobile manufacturers. Hence, British motor 
cars have attained price and trading stability wherever 
they are sold—a stability profitable for dealers, equitable 
for consumers, noteworthy for motor cars. 


Why U.S. dealers can rely on the stability and growth of the British imported car business 


1. Capital Investment —British auto makers have the largest 


investment in plant, research and distribution facilities in the U.K. 


and in America and will continue to maintain this leadership. 


2. Quality Products —Buitt to a standard, not to a price, 
British cars offer dealers and their customers true dollar value. 
Their quality craftsmanship and technical advancements have 
made them market leaders. 


3. Market Stability_tne steady, healthy growth of British 
car sales in America has been based on the soundest foundations 
... solid financing of superior products. 


4, Service FacilitieS—sritish manufacturers consistently 
conduct training courses, supervised by factory experts from 
England, for distributor and dealer mechanics. 


5. Product Diversification—a venicie for every need . . . 
every taste . . . every budget. British makers provide the widest 


range of dependable economy, sports, compacts and luxury cars 
and commercial vehicles. 


6. Advertising Support—Tne British automotive industry 
invests more than any foreign group in advertising and sales pro- 
motion in support of U.S. dealers. 


7. Profit Factors—sritish cars are realistically priced, qual- 
ity produced and solidly backed to assure our dealers a strong 
position in a highly competitive season. 


8. Parts Availability—sritish makers and their distributors 
have parts warehouses strategically located from coast to coast. 
Additional warehouses are under construction. 


9. Design Continuity—sritish makers have traditionally 
been advocates of models in series, improving on tested basic 
designs rather than creating planned obsolescence. 





British wmports give you business you can bank on 


680 Fifth Avenue, New York 19, N. Y. 


Austin + AustinHealey + Bentley + Daimler + DunlopTires + EnglishFord + Hillman +» Humber + Jaguar - MG 
Lucas Electrical + Morris + RollsRoyce + Rover + Singer + Smiths Accessories + Sunbeam «+ Triumph + Vauxhall 


3s BRITISH AUTOMOBILE MANUFACTURERS ASSOCIATION, INC. 
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Crowds Smaller, 
Interest Higher 
In Los Angeles 


LOS ANGELES. — Showroom 
erowds on new-car introduction 
days were generally disappointing 
throughout Southern California, ac- 
cording to observers, but many of 
those who turned out were in a 
buying mood. 

Some dealers reported more floor 
traffic four or five days after an- 
nouncement day than on introduc- 
tion day itself. 

In some quarters, the spread-out 
introduction was considered a good 
omen for future sales. 

“In the past,” said one source, 
“announcement-day crowds have 
been so large that people couldn't 
get a good look at the cars or get 
a demonstration. And salesmen 
were too busy to give potential cus- 
tomers proper attention.” 

A customer complaint this year 
was “too many loaded cars.” Shop- 
pers contended that dealers are 
missing a bet if they do not have 
a few stripped, low-priced models 
on the floor. 










Only 8/2" x 16" and 1 Ib. 


KEY CONTROL 
FOR 24/36/48 








Hangs up—locks in desk—goes 
with you for selling 

Any position keys safe—can't 
fall off 

Large number on key tag 
matches same on panel 

Pat. lock-release holder for easy 
removal and replacement of 
keys 

Pilfer-proof—no mix-up or tan- 
gle of keys 

Glance tells what keys are out 


Smaller panels (for dup. keys) 
good for salesmen 


Pat. clip-board back for writing 
notes/orders 


Stiff, permanent, aluminum sil- 
ver or gold; plastic tags 


Tags in white unless color cod- 
ing specified for operation re- 
quiring several boards 





#503 “ —#504 









AUTOMOTIVE WASHINGTON 
Shady Selling Practices 
Target of D.C. Probe 


By William Ullman 


Washington Bureau Chief 






ee car-selling practices were back in the news in 
Washington, as the Federal Trade Commission launched 
a probe of unscrupulous used-car dealers in the capital and 


the city government held 


hearings on new proposals 
curb auto sales and 

FTC Chairman Earl W. Kintner, 
who is seeking a 
high standard of 
“commercial mor- 


Capital City, dis- 
closed that his 
agency is investi- 
gating or pro- 
ceeding against 36 
local firms, prin- 
cipally on charges 
of false or mis- 
ae advertis- 


ng. 
added, are home- 


William Ullman 


Main targets, he 


PORTABLE... PERMANENT 

















Order direct from 
Mfgrs. of HANNA KELOX 
HANNA KESAFE 
HANNA KEDIAL 


AA Hanna bone 


ATLANTIC HIGHLANDS, 


#501 Silver—*#502 Gold—8'/2" x 16" for 48 keys 
" —82" x 13" for 36 keys. 
#505 “ —#506 “ —8/2"x 8" for 24 keys. 


N. J. 








nance abuses. 
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ports to work for you on Page 29. 





ARCHITECT-DESIGNED CHILDERS CARPORTS blend in perfectly with 
the handsome sales room of Hawkins Ford, Olney, Ill. Childers Carports 
will modernize and glamorize your existing buildings, too. And Childers 
Carports will pay for themselves through increased sales and savings on 
clean-up costs and light bills. Read bow easily you can put Childers Car- 










improvement firms and used-car 
dealers. He said action already has 
been taken against five used-car 
dealers, and “the likelihood is that 
more such dismay will be distrib- 
uted soon to other dealers.” 

Principal FTC attack is against 
used-car dealers who advertise that 
they will sell cars “for a token 
downpayment, such as $1 or none 
at all.” 

“Here the gimmick is simply to 
provide a consideration for con- 
tract of purchase,” the FTC chair- 
man declared. 


“Often the next step in the 
scheme is to require car purchasers 
to contract for small loans (or as 
they call them, ‘pickup payments’) 
in order to meet the particular 
dealer’s downpayment requirements. 
And, of course, the loan charges 
are not included in the tempting 
low monthly payments advertised.” 

As Kintner made his announce- 
ment, FTC handed down a consent 
order stopping one dealer from 
“misrepresenting downpayments, fi- 
nancing rates and guarantees on its 
used cars and from making other 
false claims.” 

* * cg 


D. C. Chiefs Hold Hearings 


EANWHILE, the three commis- 

sioners who run the District of 
Columbia held hearings on proposed 
regulations to control new and 
used-car selling practices here. 

Louis H. Mann, speaking for the 
Automotive Trade Assn. National 
Capital Area, opposed certain as- 
pects of the new curbs, while 
agreeing “in principle” with the 
need for tightening up on dealer 
practices. 

Mann singled out a ban in the 
proposed regulations, due to become 
effective Nov. 1, against so-called 
“pickup” notes and the printing of 


car-sales terms in ads in the same 
size of type as the price. 


He claimed the ban would put 
Washington dealers at “an unfair 
competitive disadvantage” with 
their Maryland and Virginia 
brothers, and he urged that the reg- 
ulation be modified to require 
Washington newspapers to refuse 
advertising from non-Washington 
dealers which failed to conform 
with the restrictions. 

Of the ban against “pickup 
notes,” which Mann described as 
‘notes given by a purchaser who 
does not have the full amount of 
the downpayment at time of sale,” 
the spokesman claimed pickup pay- 
ments are evil only “where they are 
misrepresented or concealed.” This 
concealment is difficult, even under 
existing regulations, he contended. 

* * + 


U. C. Units Opposes Bond 


BRBBNARD MARGOLIUS, repre- 
senting the Metropolitan Auto- 
mobile Dealers Assn., a used-car 
dealers group, jumped on a section 
of the proposed regulations requir- 
ing $5,000 bond for dealers and 
finance companies and banning the 
writing of credit health and acci- 
dent insurance into installment con- 
tracts. 

Margolius told the commission- 
ers that such bonds would be “dif- 
ficult or impossible” for small 
dealers to get and keep, and 
would drive business out of Wash- 
ington to Virginia and Maryland, 
where no such bonds are required. 

Various insurance and finance- 
company officials argued on behalf 
of the credit health and accident 
insurance clauses. On the other side 
came praise for the new curbs from 
the Better Business Bureau, the Air 
Force, the District Bar Association, 
and a number of other interested 
groups. 

Of interest was the fact that no 
one, including Mann, Margolius, and 
the insurance-and-credit men, op- 
posed the regulations hands down. 
Those against the new curbs hit 
only those portions which would 
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affect them directly, while pointedly 
praising the rest of the package. 

All these local actions may prove 
to be of national significance, since 
Washington, D. C., regulations fre- 
quently become models for other 
cities to copy. 

of * * 


Car, Bus Defended 
KIND word for the car and bus 
—even in our congested cities— 
has come from Arthur C. Butler, 
director of the National Highway 
Users Conference here. 

In an address last week, Butler 
told how freeway construction 
has been postponed in some cities 
(including Washington) because 
planners want time to look into 
mass transportation by rail. 

“The trouble here is,” declared 
Butler, “that planners or no, folks 
cannot be made to like fixed transit. 
And if they do like it, they will not 





use it in sufficient numbers to make 
it self-supporting.” 

The NHUC head insisted that 
“you simply cannot stuff a railroad 
down the public’s throat and make 
them swallow it. People want flex- 
ible transportation. They want it 
closer to home than they want any 
railroad to run. And they want it 
to go closer to their business or 
homes than the law of averages in- 
dicates the railroad will go.” 

This means, concluded Butler, 
that most people want private auto- 
mobiles and buses as their means 
of transportation. “The private 
automobile,” he predicted, “is go- 
ing to stay around on the city 
street, regardless of over-all plan- 
ning.” 

The answer to municipal traffic 
congestion, he said, must be more 
parking space, more circumferen- 
tial roads, and more streets-over 
streets. 





Community Action Urged 
To Avert Traffic Crisis 


DETROIT.—America is facing a 
serious transportation crisis, par- 
ticularly in metropolitan areas 
where planning 
has not kept up 
with needs, ac- 
cording to H. E. 
Humphreys 
jr, chairman, 
United States 
Rubber Co. 

He called for 
more individual 
responsibility and 
leadership to “get 
transport a- 
H. Humphreys dr. tion moving 
where it counts the most, in our 
own cities and towns.” 

Humphreys, who also is chairman 
of the National Highway Users 
Conference, praised the 41,000-mile 
federal interstate road system as a 
“much-needed start in catching up 
with long years of neglect.” How- 
ever, he questioned whether all the 
new roads now planned would be 
enough to handle the 26 million ad- 
ditional cars expected during the 
1960s. 

“You don’t have to drive far 
from home to get into a traffic 
jam,” he observed, citing suburbs, 
small towns and particularly “the 
big cities that were laid out be- 
fore the day of the automobile.” 

A transportation crisis would 





Plastics Use Seen 
Saving Auto Firms 
$100 Million by °70 


DETROIT. — Continuation of the 
current growth rate of plastics in 
autos should result in annual sav- 
ings of more than $100 million for 
the automotive industry by 1970, 
William T. Cruse, executive vice- 
president of the Society of the 
Plastics Industry, has predicted. 

Basing his estimates on a “con- 
servative” projection of 500 million 
pounds of plastics being consumed 
annually by the auto industry 10 
years hence, Cruse told a press 
gathering here that a 10-million or 
more auto market that year would 
raise his figure considerably. 

“In our preliminary estimates of 
the average total weight of plastic 
materials in the 1961 models, we ar- 
rived at a figure of slightly more 
than 22 pounds of plastics per car,” 
he said. “Since the models have ap- 
peared in showrgoms, others have 
calculated that as much as 30 
pounds per car is being used, This 
does not include upholstery materi- 
al, paints, finishes, etc, 

“I think even 22 pounds per car 
is a dramatic figure when viewed 
in this light: Seven years ago the 
figure was only 11 pounds per car. 
Twenty percent of the increase 
since that year took place in the 
current changeover—the 22 pounds 
in this second year of the compact 
car replaces more than 150 pounds 
of metal.” 

Cruse said many of these parts 
were exhibited at the plastics ex- 
hibit in the Auto Wonderland sec- 
tion of the National Automobile 
Show at Cobo Hall. These parts 
ranged from large panels of poly- 
ester resin and fiber glass to tiny 
mechanical parts of nylon plastic, 
he added. 





have harmful effects on all business 
in the affected communities, Hum- 
phreys said. 

“It could have a substantial ef- 
fect on the economy of the entire 
country, since congestion tends to 
reduce the use of passenger cars, 
taxis, buses and trucks. It would 
threaten the steady rise in our 
standard of living.” 

Each year, he said, congestion 
and delays cost Americans an esti- 
mated six billion dollars. 

Speaking before the Economic 
Club of Detroit, Humphreys pre- 
sented a 10-point program for com- 
munity action. It included surveys 
of parking, safety and traffic flow 
conditions; aesthetic regulations to 
control unsightly roadside estab- 
lishments; engineering to reduce 
bottlenecks; safety education at all 
age levels; strict law enforcement; 
support of conscientious govern- 
ment and future planning. 

He urged citizens to “keep an 
eye on administration of road 


only and not to subsidize other 
forms of transportation. 

“Cooperate with highway officials 
to reach -solutions that are in the 
public interest. Take part in public 
hearings on highway projects, Keep 
automotive needs in mind when 
planning new schools, housing and 
commercial construction. Plan for 
the future, keeping in mind that 
planning roads before an area 
grows will prevent later dislocation 
of home owners, loss of ratables 
and unnecessary increases in high- 
way costs.” 

Reminding his audience that 
nearly one million people have been 
killed by the automobile since it 
was invented, Humphreys called for 
more engineering, enforcement and 
education in the battle against ac- 
cidents. 

High school driver education is 
one of the country’s most produc- 
tive safety programs, he said, citing 
improved safety records of students 
who had learned to drive under 
school supervision. 


Chrysler Adds 2 Outlets 

MICHIGAN CITY, Ind.— Mertl 
Motors, Inc., 824 E. 11th, has been 
appointed a Plymouth-Valiant- 
Chrysler-Imperial dealer, and Frick 
Motors, Inc., 1260 E. Michigan, has 
received Dodge and DeSoto fran- 
chises. Frick also handles Austin- 
Healey, MG, Austin, DKW and 
Morris and Mertl Motors sells 
Simca. 


ADVERTISEMENT 


TALK TURKEY TO 
TRUCK OWNERS 


MRN list of California 
truck registrations tells 
owner name, address, 
make, number cylinders, 
body style, the unladen 
weight, motive power, 
etc. Available by fleet, 
company, make, model, 
locality. Dept. E, Motor 
Registration News of 
California, 523 E. 14th 
Street, Oakland 6, Calif. 
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Motorola was dedicated to the 
advancement of car radio back when 
the outside latch hooked the hood 


Remember? It grabbed like the jaws of a bull- hood in place—snug as a bug. 

dog and held on for dear life. Also bright, new and promising in 1929, the 
It was a time when the spring-loaded latch first Motorola Car Radio. Just one listen and 

was stationed outside the hood. Neat and you knew this one was destined to be heard 

bright, it stood straight as a sentry to keep the from. By the millions. 


©MOTOROLA 
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Dealers’ Choice— 


Suzy Smith is being crowned Miss Auto- 
lite by Dave Garroway, host of the tele- 
vision show Today. Over 100,000 votes 
were cast by Autolite spark plug dealers 
across the nation to select Miss Smith 
from 12 beauty-queen finalists. Miss Smith 
was lucky number seven in the finals but 
her other figures had something to do 
with it too . . . 35-23-34. 


Midwest Purse S 


Still Ti 


Sass 


Farm-Area Dealers Cautious 


now at an all-time high for the or-| major purchases in an election 


By L. H. Houck 
Travelling Correspondent 


KANSAS CITY. — The farmer’s 
chance of buying a new car this 
year is rated as slim by a great 

dealers with territories in 
agricultural areas. 

The oft-repeated statement of 
past years igs again running ramp- 
ant on a field of golden grain. The 
farmer isn’t buying. The farmer is 
harvesting the grain, the livestock, 
and working in town to make ends 
meet and so the auto dealer ig ex- 
pecting to have trouble harvesting 
the farmer. 

The facts are that most farmers 
are hurting financially due to lower 
prices for farm products rather 
than lack of production. Rising 
costs of operating a farm also are 
a factor. 

As a class, the farmer in this 
area is also a close buyer and a 
careful operator and while all these 
things may be true he may be 
stacking some wheat and corn 


dinary bank depositor. 
Financial experts state that 
savings accounts are growing 
fast. 
Another trouble with the buying 
power of the farmer is the fact that 
traditionally the farmer holds off 


Skelly Outlets to Handle 


Goodrich TBA Products 


KANSAS CITY.—Skelly Oil Co. 
and B. F. Goodrich Tire Co, will 
join in a new tire-battery-accessory 
marketing plan, according to Paul 
A. Tanner, Skelly marketing vice- 
president. 

The plan makes Goodrich tires, 
batteries and automotive accesso- 
ries available to some 5,000 Skelly 
jobbers, service-station dealers and 
company-owned stations in 16 
North and Southcentral states. 
Goodrich also will supply Skelly 
brand batteries and automotive ac- 


money in the bank at interest —/cessories to these Skelly outlets, 
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the differential that STOPS wheel spin to keep 
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most adverse conditions. NoSPIN differentials 
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year. 

While statistics prove that there 
are both Democrats and Republi- 

cans on farms, the national spot- 
light on farm problems and changes 
that might come after election, has 
the effect of shutting off major 
purchases by the farmer, who 
marks time until he sees what the 
situation will be, much as he 
watches the weather. 

The records for this area shows 
that an increasing amount of 
savings has been going into sav- 
ings and loan associations, most- 
ly now paying 4 percent, commer- 

cial banks and credit unions. The 
farmer does not usually have a 
credit-union opportunity, but 
farmers who are working in in- 
dustry part time do make them- 
selves eligible, 

The same records show a reduc- 
tion in the amount of government 
securities being bought as compar- 
ed with last year, substantiating a 
fact told to this writer by a coun~ 
try auto dealer almost three months 
ago. There is no question that the 
public is shifting its savings now 
from one form to another and com- 
mercial banks are getting a large 
share of it with most of them pay- 
ing 3 percent, 

Now that it has been disclosed 
that we have been enjoying a mild 
form of recession, the expert econ- 
omists predict greater savings, 
which means a substantial increase, 
during this period of uncertainty, 
even though it is fairly certain that 
personal income will show an in- 
crease over last year. 

A trip around the farming areas 
shows that farmers have a record 
number of livestock for this time 
of year, with the pastures and pens 
well stocked. It is presumed that 
as in years past, it will soon be 
time for the general farmer to re- 
duce his livestock holdings by sell- 
ing off all except a few that he in- 
tends to feed all winter. There is 
still green grass for feed now but 
that will be gone in a few weeks. 

Whether or not the flow of 
cash to the farmer for his fall 
sales of livestock will go for past 
debts and into savings is not hard 
to answer, since he will likely fol- 
low the pattern which he is now 
cutting until after the election, 
or possibly until spring, 

Auto dealers have long counted 
on the cash from the soybean crop 
to help late fall business. Generally 
the crop hag been good and the 
price is fair but it has cost the 


farmer a good deal more in most 
cases to put the crop in, harvest 
and market and his profit position 
is not as good as it has been in 
past years. 
Added to this hag been a pro- 
longed drouth which if followed 
by an equally long fall rain pe- 
riod as it has often been known 
to do, may seriously damage the 
soybean crop which is notoriously 
hard and expensive to harvest 
under excessively wet conditions. 
The farmer has also fallen down 
as a truck buyer for the last couple 
of years. Apparently a good many 
farmers, with the uncertainty exist- 
ing in the farming business as to 
future prices, have been making do 
with what they already have. It is 
certain that some farmers have 
changed their methods of opera- 
tions as far ag fall crop hauling is 
concerned by either hiring the 
trucks and drivers or renting 
trucks for the short period they are 
needed for the peak of the harvest. 


So for the present at least, the 
average farmer is not a good pros- 
pect for either a used or new car, 
or a truck. 

Once the election is over, farmers 
generally will have firmed up their 
next year’s plang and it is extreme- 
ly likely that they’ll open up the 
purse strings about the time for 
spring plowing. 

According to one auto dealer 
who speculates in farms, there 
is more money to be made in 
buying and selling farms than in 
farming the farms, This dealer 
said the farm business was all 
right if you didn’t have to make 
a living at it. 

The reason there igs money to be 
made in buying farms, according to 
this dealer, is that farmers are 
continually enlarging their opera- 
tions and buying more acreage, 
since it .is increasingly apparent 
that with the shortage of labor and 
the use of newer labor saving ma- 
chinery, the way to profits is in a 
larger and ever larger operation, a 
plan being followed by many indus- 
tries. 

This dealer said the farms to buy 
are those forced on the market by 
owners who want to quit the busi- 
ness rather than stay on at the 
Same pace or enlarge. He reports 
that some farms are bought and 
placed on the market for resale at 
from a 25 to 50 percent markup. 

In certain areas the price of land 
goes up almost monthly. This is 
particularly true in the good farm- 
ing areas around St, Louis and 
Kansas City, with the ideal situa- 
tion being a good farm operation 
close enough to a large city so that 
at least some members of the farm 
family can be gainfully employed 
in nearby industry. 


Recognition from SP... 





Veteran Dealers Honored 


/ 

SOUTH BEND.—Plaques, service 
pins and lapel buttons have been 
presented to individuals and dealer- 
ships by Studebaker-Packard in 
recognition of long terms of associ- 
ation and representation. 

The length of service and indivi- 
duals and dealers honored follow: 

FortTy-FIVE YEARS: Hoagland Mo- 
tors, Inc., Bound Brook, N. J. 

THIRTY-FIVE YEARS: William H. 
McLoughlin, McLoughlin Auto Co., 
Walla Walla, Wash. 

THIRTY YEARS: Waite Motor Sales, 
Inc., Adams, N. Y. 

TWENTY-Five YEARS: Al L. Arnold 
and Leonard N. Rhodes, James- 
town, N. Y.; A. J. Frisco, Stewart 
Jones Motors, St, Petersburg, Fla., 
and Vliet Street Motors, Inc., Wau- 
watosa, Wis. 

TWENTY YEARS: Everett F. Pritch- 
ard, Pool Motor Sales, Olney, IIl.; 
O. Bruce Gupton, Berry’s, Inc., 
Greensboro, N. C.; John J. Ander- 
son, A & L Motors, Joppa, Md.; 
North Park Sales & Service, Inc., 
Chicago; Tobie E, Green, Riverside 


Motor Co., Copperhill, Tenn.; A, L.| 
Young, Spec Young Motor Co., Ada, | 


Okla.; J. D. Haas, Haas Motor Co., 
Weslaco, Tex.; Frost & French, 
Inc., Los Angeles; Wolfe Motor 
Sales, Corydon, Ind., and L, Donald 
Pool, Pool Motor Sales, Olney, IIl. 

FirTEEN YEARS: Partex Motor 
Sales Corp., Ridgewood, N. J.; John 
Wherley, Wherley Motor Sales, In- 
ternational Falls, Minn.; Standard 
Motor Sales, Inc., Richmond, Calif.; 
Long Equipment Co., Lexington, 





Tenn.; Paul Logan Motor Co., Bea- 
trice, Neb.; M. C, Simpson, Service 
Motor Co., Cleveland, Miss.; C & J 
Motors, Inc., Ashland, Ky.; Ward 
Sales & Service, Wilson, N. Y.; Sell 
Motor Co., Johnstown, Pa.; Randall 
Motor Co., Inc., Lakeland, Fla.; 
J. W. Alexander & Son, Centralia, 
Ill.; C. L. Johnson, Johnson Motor 
Service, Mt. Vernon, Ill., and Hale 
Motor Co., Henderson, Tex. 

TeN Years: Thomas R. Rue, Tom 
Rue Motors, Middleport,'O.; D. L. 
Liles, Liles Motor Co., Spring Hope, 
N. C.; Harold Stromer, Stromer’s 
Garage, Gillett, Wis.; C. J, Free- 
burg, Freeburg Motor Co., Poca- 
hontas, Ia.; Fox Garage, Candor, 
N. C.; Ranchero Motors, Inc., North 
Hollywood, Calif.; Colligan Auto 
Sales Co., Wild Rose, Wis., and 
J. Robert Rigg, Bob Rigg Motors, 
London, O, 


Dewsbury Named to Head 


Mack’s Canadian Division 


NEW YOR K.—Appointment of 
Howard Dewsbury as general man- 
ager of Mack’s Canadian Division 
has been announced by T. H. Jones, 
vice-president-general sales man- 
ager. He succeeds the late D. C. 
Gaskin. 

Dewsbury has been Mack’s To- 
ronto district manager since 1958. 
Prior to that he was genera] sales 
manager for Reo Motor Co. of 
Canada, Ltd. and sales manager 
for Fruehauf Trailer’s Special 
Products Division. 
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For Those Opposed, the Nose Has It... 


Smelling Called a Part of Selling 


By L. H. Houck 
Travelling Correspondent 

JEFFERSON CITY, Mo.—One of 
the traditions of salesmanship is 
that of secret methods, Too often, 
such secrets turn out to be simple 
methods used by other successful 
salesmen and on another angle of 
the same problem. 

There also are successful sales- 
men who only do what comes na- 
turally and their personality and 
integrity seem to do the rest. 

The secret disclosed here by a 
successful salesman, with.a highly 
satisfactory income through good 
times and bad, may help some 
other salesman who is losing sales 
for no reason that can be put under 
thumb. 

From this point, the salesman 
interviewed speaks: 

“I don’t know why I tell of this 
simple method. I think I originated 
it. I have been careful to use it 
privately so other salesmen on the 
staff did not catch on, either for the 
purpose of using it to their advan- 
tage, or as a laugh-getting device 
with which to rib me. . 

“This started a long time ago 
when I was losing some sales that 
I should have made. This was par- 
ticularly apparent on an extra good 
used car at an extra good price, 
turned down by a couple who ought 
to have bought it. 

“When I lost this sale I drove 
home for a cup of coffee and a chat 
with my wife. She sensed some- 
thing wrong and I told her the 
story. 

“When I left for the office, my 
wife went with me to the car. 
When I opened the door, she held 
her nose and said, ‘Why this car 
smells terrible! 

“‘The car’s clean inside and out,’ 
I said, ‘and besides it smells all 
right to me, In fact I don’t smell 
anything.’ 

“It smells like cigarets, cheap 
wine and something like rotting 
fabric or wood,’ she said. ‘You 
couldn’t give me this car, much 
less sell it to me and I’m not sur- 
prised that the X’s turned it down.’ 

“Then it struck me, There must 
be a lot of people with noses that 
are easily offended. 

“I mulled this over as I drove 
back. I tried to catch the offensive 
odor, without success. But it was 
apparent that many persons could 
catch odors that my nose wouldn’t 
detect. 

“T took the car back to the serv- 
ice department and had it vacuum- 
ed. I emptied all the ashtrays. Then 
I went to a drug store and got a 
bottle of deodorant, 

“T let the bottle stand in the car 


Finance Company 
Sues Dealer, Wife 


PADUCAH, Ky.—John D. Lovins 
and his wife, operators of a new 
and used-car business here, were 
accused in a McCracken Circuit 
Court complaint of “selling all of 
their real property in an attempt to 
evade payment of a $44,784.39 debt.” 

The suit in question was filed by 
Interstate Acceptance Corp., and 
named six other persons as Cco- 
defendants. 

Lovins closed his business, and 
sold all of his property, a major 
portion of it at a public auction, 
after announcing that he planned to 
leave Paducah. Interstate’s suit 
charged that the Lovinses “have 
attempted to defraud creditors of 
their business by conveying away 
all of their real estate in deeds 
dated Sept. 30 and Oct. 1.” 


Calendar 


(Continued from Page 10) 


*% Nov. 16—Rally Day for Profits, Automo- 
— Dealers Assn. of Alabama, Birming- 
am. 
Convention and Exhibit, Sherman Hotel, 
Chicago. 

Dec. 2-9—Automotive Electric Assn., Meet- 
ing and Manufacturers-Distributors Con- 

Edgewater Beach Hotel, Chi- 





























ference, 


cago. 

Dea 9-1I—Auto Trim Show Convention, 
Hotel Sherman, Chicago. 

Jan. 5 — General Motors Motorama, 
Civic Auditorium, San Francisco. 

Jan. 9-13—SAE International Exposition, 
Cobo Hall, Detroit. 

Jan. 28-Feb. 5—General Motors Motor- 
ama, Pan Pacific Auditorium, Los An- 
geles. y ; 

Jan. 30-Feb. 2— Automotive Accessories 
Manufacturers of America, New York 
Coliseum, New York, 


over the noon period and in the 
afternoon I went home and asked 
my wife if she’d take a sniff inside 
the car. 

“Smells clean,’ she said without 
hesitation. ‘Why don’t you take it 
back and give the X’s another dem- 
onstration ride?’ 

“That’s what I did and I came 
away with a signed contract and 

their old car. They didn’t men- 
tion the odor and neither did I 
and I never did know what they 
thought. 

“Since then I have improved on 
this idea and set up my own stand- 
ards. I read up on odors. I dis- 
covered that there is a new-car 
smell from the paint, finish, plastics 
and hot metals that is offensive to 
some people. 

“Here’s my set of rules. 

“1. Clean out ashtrays and don’t 
smoke during a demonstration ride. 
I was surprised how many people 


sure not to use a.heavy perfume. 
I have discovered a weak toilet 
water that I use in an atomizer to 
give cushions, ashtrays and floor 
mats a light spray. 

“3. Use a clean, faintly perfumed 
soft cloth to rub steering wheel, 
arm rests and door handles after 
each demonstration and at least 
once a day in using the car myself. 

“4. When demonstrator is parked 
for the night, I uncork a bottle of 
deodorant and leave it open in the 
back all night: ‘ 

“5. If car is air-conditioned, I 
make sure that I have blown both 
deodorant and a faint perfume 
through the air ducts by holding 
a saturated rag before the intake. 
There is nothing much worse 
than turning on an air condition- 
er and getting a Slug of foul air 
with the first turns. Of course 
this goes away, but the customer 
may always remember it. 

“6. The same method goes for 


found the odor of other people’s| heaters. I make sure that the air 


brand of tobacco offensive. 


from heaters and defrosters comes 


“2. Strive for a neutral odor. Be| out with a good odor. In fact I 


Offer Truck Buyers 
the Most Complete Line... 





Top 


Value 





Quality Dealer— 


The 55th Quality Dealer Award given 
by Dodge this year is presented to James 
Mason, left, of Hodges Auto Sales, Inc., 
Ferndale, Mich., by Jack Walters, center, 


Dodge Detroit regional manager, and 
M. C. Patterson, Dodge general manager. 
The award is the first in the Detroit area. 


often demonstrate that these items 
are working and convenient, just to 
make sure the good odor is circu- 
lated inside the car. 

“7, Use the perfume atomizer 
sparingly. Overdo it and you've lost 
a sale. ’'m not crazy about spray- 
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ing with so-called new-car odors 
touted so highly for used cars. It’s 
better than the odor left by the 
previous owner but nothing to com- 
pare with a fresh tangy odor, like 
a good fresh breeze blowing 
through pine trees. 

“8. Never take a car for a dem- 
onstration ride until it has been so 
prepared, even if you have to run 
it through the service shop and 
keep the prospect waiting a couple 
of minutes. 

“I found out, too, that the pros- 
pect who thinks a rattle can be 
taken out, may think a bad smell- 
ing car will be that way forever. 
When you think about this selling 
quirk objectively you soon realize 
that it’s merely an extension of 
many of the old rules about groom- 
ing for the salesman himself, 

“He must smell good, he must 
do something about bad breath, 
he must not smell of liquor and 
if he has a body odor which can- 
not be helped, as some people do, 
_ must Use something to cover 

“Another point is that even if the 
car smells bad the first time you 
get in it and you use it for a day 

or so, you soon become accustomed 
to the odor but the prospect gets 
it right in the nose,” 

















New MINIVAN® Compact—Light-duty delivery body 7 


Boyertown Delivery Truck Bodies 





















Needs! 





Model MH Merchandiser® 


The Most Complete Line of Truck Body Models 
and Sizes to Meet Your Particular Delivery 















The Boyertown Family of truck bodies provides your 
Customers the widest selection of delivery bodies for 
mounting on your truck chassis to best serve their 
particular delivery or mobile service needs. 

Boyertown truck bodies are functionally designed 
and built of all High Strength Alloy Steel providing 
more strength, havirg less weight and greater resistance 


to corrosion, having longer 
equipment. 


life, means top value 


Service proven body features recognized by indi- 
vidual and fleet owners alike, include full square usable 
loadspace, easy access to load thru cab or rear doors, 
large cab working area, and body frame construction 
permitting an easy, firm installation of product handling 
equipment in the loadspace. Sectionalized body con- 
struction permits economical replacement of damaged 
parts by the Owner’s service shop or garage. 

Learn of these features personally. Visit with us in 


Chicago at the: 


TBEA Exhibit—Booth 177 & 190 Oct. 24, 25, 26 
DISA Show Exhibit—Booth C-210 Oct. 31-Nov. 5 


Contact your Boyertown Sales Engineer today. He 
is ready to help you obtain your share of additional 


truck business. 


stag 


YER 


Model “S" Step in Delivery Body 





ait ic Bate 


WN PENNA 





Phone Boyertown FOrest 7-2146+*TWX Boyertown Pa. 59 











Aimed Straight At Your Prospects... 


On October 12, Ford Motor Company launched one 
of the most powerful national advertising campaigns 
in its history—a campaign to impress all new-car 
buyers with the superior quality built into our Ford 
Family of Fine Cars. 


Fresh, forceful and completely factual, this campaign 
is the result of quality studies comparing our products 
with those of competition. And these studies prove 
conclusively that the Ford Family of Fine Cars offer 
many significant advantages over all other makes! 


Reaction? You can expect it. We know because we 
tested the campaign on thousands of automobile 


Advertising That Tells Why Ford M 





owners, and their response showed increased regard for 
the quality of our products. What’s more, we’ve made 
certain that the greatest majority of new-car buyers in 
your community and elsewhere will see and feel the 
impact of the series. In the months ahead, this fact-filled 
advertising will appear repeatedly in national maga- 
zines and on television from coast to coast! 


Watch for this all-new “outside” aid to your selling 
operation. We’re confident you’ll agree it’s aimed 
straight at your prospects. 


Another reason why it’s great to be a dealer in the Ford 
Family of Fine Cars. 








FORD FAMILY OF FINE CARS CLEARINGHOUSE * NO. 210 OF A SERIES 


otor Company Builds Better Cars! 
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Ford Motor Company builds better bodies 












Which caris more 
rust resistant? 


The underside of a car body has 
exposed parts that are especially 
vulnerable now that so many chemi- 
cal compounds are used to keep roads 
clean and dry. In the Ford Family of 
Fine Cars, the most vulnerable body 
parts are galvanized, zinc-coated to 
protect them against rust and 
corrosion. 


. . . 


If you compare door latches, you will 


gee that in our cars they are bigger ” 


and heavier than door latches in other 
cara. Thie makes for a tighter, 
stronger grip which reduces the possi- 
bility of doors springing open under 
impact. Statistics show that passen- 
gers who remain inside the car in an 
accident are twice as safe 


FORD « FALCON « THUNDERBIRD’ COMET + MERCURY + LINCOLN CONTINENTAL 


Our car hoods have an advantage 
over most others. They are narrower 
in design. And not only are they made 
with double walls, but these walla are 
thicker. The result is extra rigidity 
that eliminates the fluttering that is 
so disconcerting at highway speeds. 

Also, our car hoods are insulated. 
Many others are not. That's one 
reason there is less noise in the Ford 
Family of Fine Cars. 


Doors in the Ford Family of Fine Cars 
are stronger y ate braced with 
steel ribs. This means they are more 
rigid and therefore close tighter and 
quieter, reducing the likelihood of 
developing squeaks and rattles. 





Rubber body mounts are used to seal 
out road and engine noise. They help 
prevent it from being transmitted 
into the car. The more rubber body 
mounts there are, the more effective 
the sound barrier becomes. In the 
Ford Family of Fine Cars, with more 
insulating body mounta, you get a 
remarkably quiet ride. 


You have mow read five of the many 
reasons why we think you will find 
(upon comparing our cars with the 
others) that Ford Motor Company 
builds better bodies. 


American Road, Dearborn, Michigan 









Which ride 
is quieter? 





Ford Motor Com 










ally quiet ride in the Ford Family and rattles. 


FORD » FALCON + THUNDERBIRD + COMET + MERCURY » LINCOLN CONTINENTAL 


Here are two of the series of national advertise- 
ments that will spotlight the products you sell 
in the months ahead. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
Ford © Falcon « Thunderbird « Comet Mercury @ Lincoln « 

Lincoln Continental ¢ English.Ford Line * Taunus ¢ 

Ford Trucks © Farm and Industrial Tractors and Equipment « 
Industrial Engines * Aeronutronic—Products for the Space Age 
American Road Insurance Company ¢ Ford Motor Credit Company 
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MOTOR COMPANY 


The American Road, Dearborn, Michigan 
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Prices marked with an asterisk 
indicate a unit equipped with an 
yea ved transmission or over- 

Georlne and (ps) indicates power 


* * + 

ALBANY 
Tim Anspach Dealer's Auto Auction. Sale 
every Monday. Prices are for sale of Oct. 
10. The car market played see-saw today. 
Prices up on most choice models and down 


on the average cars. Sold 86 cars from 139 
ts. 


BUICK—’57 Special 4-dr., $680*. 

’55 Super 2-dr. Riviera, $300* (ps). 

CADILLAC—’'56 (62) 2-dr, hardtop, 
050* (ps). 

'6S (62) 2-dr. hardtop, $825* (ps). 

CHEVROLET—’60 Impala (8) conv., §$2,- 
250° (ps); Biscayne (6) 4-dr., $1,750, 
$1,525; Corvair (6) 4-dr., $1,300*. 

"59 Bel Air (8) 4-dr., $1,550* (ps), $1,- 
450° (ps), $1,375*; Bel Air (6) 2-dr., 
$1,325*. 

"58 Biscayne (6) 4-dr., $1,000*; Bel Air 
(6) 2-dr., $1,000* (ps). 

‘ST Two-ten (8) 4-dr., $1,050*, $325;; 
tion wagon, $1,010*; Two-ten (6) 
4-dr., $960*; 2-dr., $800; Bel Air (8) 

conv., $1,020*; sport coupe, $690. 

56 Bel Air (8) 2-dr., $610*; Two-ten 
(6) station wagon, $575; 2-dr., $550*; 
Two-ten (8) 2-dr., $490". 

‘655 Bel Air (8) station wagon, $600* 
(ps); 4-dr., $420*; Bel Air (6) 4-dr., 
$520*; 2-dr., $385°; Two-ten (6) 2-dr., 
$510; station wagon, $485°; One-fifty 
(6) 2-dr., $310. 

"564 Two-ten 2-dr., $305, $160°; Bel Air 
station wagon, $150°*. 

OHRYSLER —'57 Saratoga 4-dr., $980* 
(ps); Windsor 4-dr., $680* (ps). 

55 Windsor 4-dr., $435*. 

’54 Firedome 4-dr., $240° (ps). 
DODGE—’60 Dart (8) Pioneer station 


$850* (ps). 
*66 Custom Royal (8) 2-dr. hardtop, 
$605*; Coronet (8) 2-dr., $550*. 
*55 Coronet (8) 4-dr., $340*. 
FORD—'59 Thunderbird (8) conv., $2,590° 
(ps); Custom 300 (6) 2-dr., $1,050. 
"68 Custom 300 (6) 2-dr., $590. 
"57 Fairlane 500 (8) 4-dr, Victoria, 


$825°. 

*56 Fairlane (8) 4-dr., §560*; Custom (8) 
2-dr, Victoria, $440* (ps); Main (6) 
4-dr., $400; Main (8) 4-dr., $360; 
Country Squire (8) 4-dr., $375*. 

“re Fairlane (8) 4-dr., $450, $250*; 2-dr., 

2-dr. Victoria, $150*. 
BUDSON—~oT Hornet 4-dr., $450* (ps). 
MERCURY—'59 Monterey 4-dr., $1,550* 


(ps). 
’68 Colony Park 4-dr., $990* (ps) 


$1,- 


57 a Montehete 4-dr., $650*; Monterey 4- 
° 
88 Montclair 2-dr. hardtop, $390*; Mon- 
terey 4-dr., $340°*. 


"55 Monterey 4-dr., $250°; 2-dr, hard- 
top, $200*. 

"b4 Monterey 2-dr, hardtop, $275°. 
NASH—’56 Statesman (6) 4-dr., $535. 
ae tea (88) Super d-ar. Holi- 

$1,235* (ps). 

+68 t (88) 2-dr., $480*. 

"BS (88) 2-dr. Holiday,’ $425*. 

"54 (98) 4-dr., $110° (ps). 
PLYMOUTH—'56 Savoy <s) 4-dr., $400. 


’55 Plaza (6) 4-dr., $250 
‘54 Plaza 4-dr., $160. 
PONTIAC — '57 Chieftain 2-dr, Catalina, 


$780°. 
'56 Chieftain 2-dr., $435*. 
‘55 Chieftain 4-dr., $287; 2-dr., $285°. 
RAMBLER—'57 Custom (8) 4-dr., $710°*. 


COLUMBUS, 0. 


Capital Auto Auction. Sale every Thurs- 
day. Prices are for sale of Oct, 13. Market 
high on ‘56 and ‘57 Chevrolet and Ford 
cars. Sold 162 cars from 302 consignments, 
BUICK—’60 Electra 4-dr. hardtop, $2,210* 


(ps). 

59 LeSabre conv., $1,745*° (ps); 4-dr. 
hardtop, $1,730*. 

'68 Special 2-dr., $1,000*. 

‘ST Special 2-dr., $810*; Century 2-dr. 


Riviera, $755* (ps). 

‘56 RM 4-dr., $570* (ps); Special 2-dr., 
$320°. 

‘55 Special 2-dr., $280. 

’54 Century 2-dr. Riviera, $170*. 

OADILLAC—’'60 (62) 2-dr. hardtop, §$3,- 
775* (ps); de Ville 4-dr, hardtop, $3,- 
750* (ps). 

"68 de Ville 4-dr. hardtop, $3,350* (ps); 
(62) 2-dr, hardtop, $2,975* (ps). 

‘ST Eldorado conv., $1,685* (ps). 

OCHEVROLET—'61 Corvair (6) 4-dr., $2,- 
010°. 

59 Impala (8) sport sedan, $1,710° (ps); 
conv., $1,615* (ps); Biscayne (6) 4- 
dr., $1,175°. 

‘58 Impala (8) conv., $1,300; Bel Air 
(8) sport sedan, $1,240* (ps); Bis- 
cayne (8) 2-dr., $1,075*, $925; Bis- 
cayne (6) 2-dr., $795; Delray (6) 2-dr., 


$925°. 
sport sedan, $1,090*, 


’57 Bel Air (8) 
$1,025*; conv., $875; Two-ten (8) 2- 


Average Price of Used Cars Sold at Auction 


Prices of '60s added and '52s dropped in December, 1959. Prices of '59s added and '51s dropped in December, 1958. 
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hardtop, $265*. 
’55 Custom 2-dr., $350*; 
hardtop, $285*. 
OLDSMOBILE—’59 (88) Super 4-dr. Holi- 
day, $2,170* (ps); 4-dr., $1,850* (ps); 


Monterey 2-dr. 





(Oompiled by Automotive News Auction J - ins etki” dete 
from Reporte, * ane Super 4-dr. Holiday, $1,360* 
ps). 

’57 (88) Super 4-dr. Holiday, $1,140* 
(ps); (98) 4-dr., $820* (ps). 

"56 (88) Super 4- dr, Holiday, $730* (ps), 
$660* (ps). 

"55 (98) 4-dr., $540* (ps); (88) 4-dr., 
$515*. 

PACKARD — '58 Custom 2-dr. hardtop, 
$970* (ps). 

PLYMOUTH—’59 Suburban (8) Custom 4- 
dr., $1,350*, $1,325* (ps); Belvedere 
(8) 4-dr., $1,100*, $1,050°*. 

’58 Plaza (8) 2-dr., $700*. 

’57 Belvedere (8) 2-dr. hardtop, $635*; 
Plaza (6) 2-dr., $485*, $370. 

'56 Fury (8) 2-dr. hardtop, $485*; Plaza 
(6) 2-dr., $275; Savoy (6) 4-dr., 
$270*. 

ae Star Chief 4-dr., $1,780* 
ps). 

’56 Chieftain 2-dr., $670*%, $485*; 2-dr. 
Catalina, $275*; Star Chief 4-dr, Cat- 
alina, $560*; 4-dr., $510* (ps), $380* 
(ps). 

'55 Chieftain 4-dr., $450; 2-dr., $375*, 

$360°. 


RAMBLER—’'59 Super (6) 4-dr., $1,050. 
‘57 Super (6) 4-dr., $675. 
STUDEBAKER—’59 Lark (6) 2-dr., $1,- 


060. 
’57 Champion (6) 2-dr., $515. 
MISCELLANEOUS—’55 Ford F-100 Cab 
& Chassis, $495; Chevrolet delivery 
sedan, $310. 
’54 Chevrolet %-ton pickup, $350; Ford 
F-250 %-ton pickup, $255. 








"60 "59 °60 "59 °60 59 60 
March April May 


"59 "60 "59 
dan. Feb. 





"68 °60 "59 "60 "69 °60 "569 =°60 "59 °60 
duly Aug. Sept. ont 


(Copyright, 1960, by Automotive News) 






Figures alongside bars represent dollars. 






dr., (6) 2-dr., $670,| FORD—’61 Galaxie (8) 4-dr. Victoria, $2,- toria, $375*; Ranch Wagon (8) 2-dr., 





sO. Two-ten 
; ’ 765* (ps); 4-dr., $2,620*; Falcon (6) $550*; Ranch Wagon (6) 2-dr., $385°: 
’56 Bel Air (8) conv., $635*; Bel Air 4-dr., $2,325*; Fairlane (6) 2-dr., $2,- Country Sedan (6) 4-d 85; s 
(6) 4-dr., $535* (ps); Two-ten (6) 235° tom (6) 2-dr., $360. ere ee CHICAGO 






4-dr., $600, $535*; 2-dr., $565*, $405*. 60 Thunderbird (8) 2-dr, hardtop, $3,- ’55 Fairlane (8) 2-dr. Victoria, $440*; Arena Auto Auction. Sale every Tuesday. 




















































65 Bel Air (8) sport coupe, §700*; Bel 020* (ps); Galaxie (8) Starliner, $1,- Fairlane (6) 2-dr, Victoria, $360*| Prices are for sale of Oct, 11. Percentage 
on (6) 4-dr., $335*; Two-ten (8) i 900* (ps). (ps); 2-dr., $275*, $250*; 4-dr., $250; | good considering changeover model or son 
a Fy $500*, $455; 2-dr., $480*, $400*, 59 Thunderbird (8) conv., $2,650* (ps); Country Sedan (8) 4-dr., $440°: Main | cars. All sharp cars very much in demand 
$330; mn (6) Delray, $440; 2-dr., To Gan te ae 2: fo, She 2-dr., $400*; Custom (8) 2-dr., | regardless of year or model. Sold 327 cars 

CHRYSLER—’59 Windsor 4-dr, hardtop, $1,500*; conv., $1,465*; 4-dr., $1,400. ’54 Custom (8) 2-dr., $210*. BUICK G0 Miata 258 4-dr. hardtop, $2,- 

; $1,880* (ps). "58 Country Sedan (8) 4-dr., $1,050* | IMPERIAL — ‘57 Imperial 4-dr., $1,025* 625* (ps) peur 

"57 Windsor 4-dr., $780* (ps), (ps); Fairlane 500 (8) 4-dr., $870*; (ps). "59 Invicta Estate Wagon, $2,060* (ps) 

'53 Windsor 4-dr., $410* (ps). Fairlane 500 (6) 4-dr, Victoria, $785*. | LINCOLN — ‘58 Premiere 4-dr, hardtop, $1,830* (ps); Electra 4-dr. hardtop, 

52 NY 4-dr., $145* (ps). '57 Country Sedan (8) 4-dr, (9 pass.), $1,590* (ps). $1.935° (ps) , s : 
3600°. ‘56 Firedome 4-dr. hardtop, $800° (ps); Fairlane 00 fh, Str MERCURY — "89 Monterey 4-dr. hardtop, | °58 ‘Super 4-dr. Riviera, $1,245* (ps); 

. , $830°; 2-dr., $690*, ; #air- * (ps) - e ; 
DODGE— 57 Sierra (8) 4-dr., $825* (ps). lane 500 (6) 4-dr, Victoria, $750* ‘57 Montclair 2-dr, hardtop, $765*; Mon- a. $e Oo. reer 

56 Coronet (8) 2-dr, hardtop, $760*,| (ps), $700*, $575. terey 2-dr. hardtop, $740* (ps); 2-dr.,| °57 Special 4-dr. Riviera, $830* (ps), 

‘SB Royal 18) 2-dr, hardtop, $295° ee pan Ubeees ate. disor, a ee, wn oe $815* (ps), $735* (ps), $675*, $580* 

. -dr. , A : ; r., ps). : ‘; *; 

53 Meadowbrook 4-dr., $145. Fairlane (6) 4-dr., $490; 2-dr. Vic- ‘56 Monterey 4-dr., $315* (ps); 2-dr. Soca “4. a ar a ae ee 

'56 Century Estate Wagon, $735* (ps); 
Super 2-dr. Riviera, $605* (ps); Spe- 
cial 4-dr., $580* (ps); 4-dr. Riviera, 
$540*, $460* (ps), $375* (ps). 
55 Super 2-dr. Riviera, $475*; Century 
4-dr, Riviera, $460*. 


CADILLAC—’60 (62) 4-dr., $4,025* (ps). 

59 de Ville 2-dr. hardtop, $3,550* (ps); 
(62) 4-dr., $3,050* (ps), $3,025* (ps). 

’58 (62) Coupe de Ville, $2,100* (ps), 
$2,005* (ps); 4-dr., $1,905* (ps). 

’S7 (62) 2-dr. hardtop, $1,550* (ps). 

!56 (60) Special 4-dr., $850* (ps). 

’55 (62) Coupe de Ville, $780** (ps); 
4-dr., $685° (ps). 

’54 Eldorado conv., $1,085** (ps). 

CHEVROLET—’'60 Impala (8) sport coupe, 

$2,480* (ps), $2,235* (ps), $2,105* 
(ps); conv., $2,120* (ps), $2,060* (ps); 
sport sedan, $2,065* (ps), $1,985* (ps); 
Bel Air (8) 4-dr., $1,830* (ps), $1,- 
700; 2-dr., $1,705* (ps), $1,700*, $1,- 
650; Biscayne (8) 2-dr., $1,615* (ps); 
Corvair (6) 4-dr., $1,465*. 

59 Nomad (8) 4-dr., $1,760* (ps); Im- 
pala (8) 4-dr., $1,575"; Brookwood (8) 





MICHIGAN NEW JERSEY 


Aptco 
DETROIT'S 


Oldest, Largest and Very Best AUCTION 
Wednesday at Noon wy 13 


ALABAMA 






















OVER 


600 


erst 3 






JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—Ne Registration Fee 
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4-dr., $1,440; Bel’ Air (8) sport sedan, 
$1,395*; 4-dr., $1,240* (ps); 2-dr., 
$1.240° (ps); Bel Air (8) 4-dr., $1,- 
COLORADO 19241 Dix—Toledo Highway—Route 25 100; Biocayne (8) ¢-dr.. $1,240°, $1,- 
Just 4 mile from Detroit City Limits bd a D bd E '58 Corvette (8) conv., $2,010": Im- 
la (8) .,  $1,250*; rookwood 
Colorado Auto Auction MELVINDALE, MICHIGAN nea anette e rt pai (8) Shia tao, aaa 
4285 So. Santa Fe, Littleton, Colorado PHONE: DUnkirk 3-0150 i i 4-dr., 2 at $1,100 iscayne (8) r., 
: \- 990*, $925*, $900; 2-dr., $905. 
sonmledbeons elpellehdeleiat itl’ st Bel Ar (8) 2-dr., $1,100%, $1,045°; 
SALE EVERY TUESDAY nN y {co DEALERS EXCHANGE station wagon, ai OO ae. 51-008": 
spo ng }~ -dr., 
eee oe te a a wagon, $850*; Two 
r o-ten ation n, - 
Geor o jorma t (6) station wagon, 2 at $525*; 
vidi "Bois & scion shes: 2-dr. , $400, $330; | Bel Air (8) sport 
MILL NACE, General Manager STATE FAIR AUTO AUCTION coupe, $8402, $808° (De). $790*, $700, 
eines 19745 RALSTON NEW YORK $560*: Bel Air (6) 4-dr., $500°. 
> oy (Rear of 19600 Woodward, Detroit) 155 Bel Air (8) conv., $575°; 4-dr., $560* 
ee eae ee TWO SALES WEEKLY TROY—Troy Auto Auction, Inc., Box| (2%), Bél_ Air (0) f-dr., $890%; Two- 
Tuesday and Friday at 12:30| 460, RD 4. Insured checks & titles.| ‘54 Bel Air 4-dr., $435. ; 
CONNECTICUT Phone: TO 9-4660 Every Thurs. 12:30. ieee ‘be Windsor 4-dr., $425 
C, Simpson, Pres — Sam Goodman, Mgr. COMET_’61 Comet. 4-dr., $2,035*; 2-dr., 
$1,730°, 
NEW ENGLAND'S OLDEST NEW | YORK STATE'S OLDEST DesoTO~'s 5 Firesweep 2-dr. hardtop, $1,- 






’57 Firedome 4-dr., $650*. 
’56 Firedome 4-dr. hardtop, $460* (ps); 
2-dr. hardtop, $425*. 


AND BEST 


Dealers Auto Exchange in our !4th year 


TIM ANSPACH INC. 
Dealer Aute Auction 


NEW JERSEY 















of continuous operation. 
Sale every Wednesday - 11:00 A.M. Albany 5, N. Y. DODGE—'60 Dart (8) Seneca 4-dr., $1,- 
SOUTHERN AUTO SALES, INC. Every Monday — I! O'Clock . 
Warehouse Point, Conn Minutes from New York City 80 car sale average 80 8 Sierra (8) 4-dr., $1,620* (ps); Cus- 
: : All Titles and Checks Guaranteed tom Royal (8) 2-dr., hardtop, $1,495*. 
’58 Coronet (8) conv., $745* (ps). 









’57 Coronet (8) 2-dr., $585* (ps). 
’56 Coronet (6) 4-dr., $330*° (ps). 


FORD—’60 Thunderbird (8) 2-dr. hardtop, 






FLORIDA 
LAFAYETTE—Syracuse Auto Auction, 







So ao mee — Auto Center of Empire State. Check and $3,040° (ps); Country Sedan (8) 4-dr., 

uction. City Airport. Tues., 10 ‘ : 1 31;,800°. 

A.M. Realer-owned. Dealers only. AUTO AUCTION Title Provection. (Wed.) eo ae oe) ae pee, 
(ps); 4- dr. Victoria, $1,400* (ps); Cus- 


tom 300 (8) 2-dr., $1,175; Custom 300 
(6) 4-dr., $950*; 2-dr., $950*; Fairlane 
(8) 4-dr., $1,160* (ps); 2-dr., $1,005". 
‘58 Thunderbird (8) conv., $1,795*; Fair- 
lane 500 (8) 4-dr. Victoria, $1,035* 
(ps), $975* (ps); Custom 300 (8) 2-dr., 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





MARYLAND 


er ie Air —: aeons. Ti- 
es, $ guarantee ar: — 
ed. Thur.,12 noon. Established 1947 


































EXCLUSIVELY FOR AUTO DEALERS $950* (ps), epeee (ps); ss. we: 

Custom 300 (6) 4-dr., ,, ’ 

INSURED PICKUP AND OHIO 2 at $300; 2-dr., $650; Fairlane (8) 

DELIVERY SERVICE ' +BY Pelrtane BOD <8) conv., $800°, S765*; 

Crossroads AKRON—A-1 Auto Auction, U.S. 224,| "8% 202s 20° (8) conv, Soom, oe: 
MINIMUM RATES PL 3-6643, Titles, Checks guaran $700* (ps); Fairlane (8) 4-dr., $700*; 










4-dr. Victoria, $685; Fairlane (6) 4-dr. 


teed. Ea. week, Tues., Thurs., 12:30. Victoria, $525*: 2-dr. Victoria, $365°; 
























. » « where they meet... We issue auction checks— 

Guarantee titles. Country Sedan (6) oe okeee, 
. Ranch Wagon (6) 2-dr., . *; 
buyers and sellers . . . new and Dual home Selor=$ , partonsere Custom (@) 4-dr., $380°; 2-dr.. $340°: 

sured Cc 300 (6) 2-dr., $310. 
used car dealers. They meet at AUCTION INSURANCE AGENCY, North-East-South-West ‘56 Pairlane (8) 4dr.’ Victoria, 9078*; 
7 Alabama : 2-dr., $555*; 4-dr., $530*; conv., $500* 
the dealer auctions of the na- Automotive News (pa); Fairlane (6) 2-dr. Victoria, 
. 4 . : EVERY THURSDAY AT NOONI “Leading Used-Car Auction Direc- $4602: Ranch wee by ar, $450°, 
Lea sed 15*; Custom ( -dr., ; 2-dr., 
tion. . . and on the pages o exit ane = a tory” gives the sale day and time $400°. 2 
: IWNSHIP, N. J. Auto ’55 Fairlane (8) 2-dr. Victoria, $405* 
Automotive News. of top Auctions EVERY (ps); 4-dr., $400; 2-dr., $340*; Ranch 





WEEK. Wagon (6) 2-dr., $325*. 


(Continued on Page 25, Col. 1) 


CApitol 8-0100 for Reservations 
eR enn Sete MMAR! 
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(Continued from Page 24) 


IMPERIAL—’ 57 Crown 2-dr. hardtop, $1,- 
365*; Imperial 2-dr. hardtop, $1,225*. 
LINCOLN—’58 Capri 2-dr. hardtop, $2,- 
000* (ps), $1,465* (ps). 
MERCURY—’59 Montclair 4-dr., $1,545". 
‘658 Voyager 4-dr., $1,200* (ps). 
’57 Montclair 4-dr., $790*; Monterey 2- 
dr. hardtop, $775* (ps), $600* (ps). 
‘56 Monterey station wagon, $605* (ps); 
4-dr., $400*; Medalist 2-dr. hardtop, 
$360°*. 
‘55 Monterey 4-dr., $340*, 
NASH—’57 Ambassador (8) 2-dr. hardtop, 
$600. 
'56 Ambassador (8) 2-dr. hardtop, $590*. 
OLDSMOBILE—’60 (98) 2-dr. Scenic, $2,- 


775* (ps); (88) Super 4-dr. Holiday, 
$2,550* (ps); (88) 2-dr. Scenic, $2,500* 
(ps). 

"59 (98) 4-dr. Holiday, $2,240* (ps); 
4-dr., $2,025*. 

58 (98) 4-dr. Holiday, $1,540* (ps); 
(88) Fiesta 4-dr., $1,375* (ps); 4-dr. 
Holiday, $1,095* (ps). 

’57 (88) Super Fiesta 4-dr., $1,055* 
(ps). 

’56 (88) 4-dr. Holiday, $645* (ps). 

’55 (98) 2-dr. Holiday, $565*, $400* 


(ps); (88) Super 2-dr. Holiday, $475* 


(ps); (88) 2-dr., $325*. 
PLYMOUTH—’57 Savoy (6) 4-dr. hardtop, 
$590*; Belvedere (8) 4-dr., $575", 
$550*; 2-dr., $545*, $530*; Belvedere 
(6) 4-dr., $475*; 2-dr., $430*; Plaza 
(6) 4-dr., $365*. 
’56 Savoy (8) 4-dr., $400*. 
’55 Belvedere (6) 2-dr. hardtop, $280*; 


Savoy (6) 4-dr., $220*. 

PONTIAC—’60 Bonneville 4-dr, Vista, $2,- 
700* (ps); sport coupe, $2,695* (ps), 
$2,635* (ps), $2,350* (ps). 

*59 Bonneville sport coupe, $2.400* (ps); 
4-dr, Vista, $1,795* (ps); Catalina 2- 
dr., $1,465* (ps). 

°58 Star Chief 4-dr. Catalina, $1,240* 
(ps): 2-dr. Catalina, $1,135* (ps); 
Chieftain conv.. $1,170* (ps). 

’57 Star Chief 2-dr. Catalina, $630* (ps). 

’56 Chieftain 4-dr. Catalina, $500* (ps), 


$480*; 2-dr. Catalina, $360*, $350*, 
$290*. 
°55 Star Chief 4-dr., $335* (ps). 


RAMBLER—’60 Ambassador (8) station 
wagon, $1,750*, $1,700*. 

’59 Ambassador (8) Cross Country, $1,- 
400; 4-dr., $1,260* (ps), $1,250* (ps); 
Deluxe (8) 4-dr., $1,050. 

’58 Super (8) 4-dr., $850*. 


STUDEBAKER—’59 Lark (6) 2-dr., 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of Oct, 12. 


$850. 


BUICK—’57 Special 4-dr., $880*; 2-dr. 
Riviera, $810*; RM 4-dr, Riviera, 
$820* (ps). 

’56 Special Estate Wagon 4-dr., $580* 


(ps); Century 4-dr, Riviera, $335*. 
OADILLAC—’59 de Ville 4-dr. hardtop, 
$3,100* (ps). 
*5S (62) 4-dr. hardtop, $2,280* (ps), 
'57 (62) 4-dr, hardtop, $1,405* (ps). 
CHEVROLET—’60 Biscayne (6) 2-dr., $1,- 


585. 

’569 Impala (8) sport sedan, $1,700* 
(ps); conv., $1,550* (ps); sport coupe, 
$1,550*; Bel Air (6) 2-dr., $1,365*; 
4-dr., $1,265; Bel Air (8) 2-dr., $1,- 
325°. 

’58 Bel Air (8) 4-dr., $950* (ps); Bis- 
cayne (6) 2-dr., $895. 

’57 Two-ten (6) 4-dr., $1,020%; 2-dr., 
$637*; Two-ten (8) ‘station wagon 4- 


dr., $850*; Bel Air (8) 4-dr., $890*; 

sport sedan, $835*. 

’56 Two-ten (6) station wagon 4-dr., 

$615*; 4-dr., $425*, $425; One-fifty (6) 
2-dr., $205. 

’55 Bel Air (6) 4-dr., $275*, 
CHRYSLER—’57 NY 2-dr, hardtop, $825* 
(ps); Windsor 2-dr, hardtop, $700*. 

55 Windsor 2-dr., $155. 
DeSOTO—’ 57 Firedome 4-dr. hardtop, $600*° 


(ps). 
DODGE—’60 Dart (8) Phoenix 4-dr., $2,- 
050* (ps). 
‘57 Sierra (8) 4-dr., $875* (ps); Custom 
Royal (8) 4-dr., $825* (ps). 
EDSEL—’59 Villager 4-dr. (9 pass.), $1,- 
175. 
FORD—’60 Galaxie (8) 4-dr., $1,905* (ps); 
Fairlane 500 (6) 2-dr., $1,700*; Falcon 
(6) 4-dr., $1,620*; 2-dr., $1,520*, $1,- 
425; Ranch Wagon (6) 2-dr., $1,550; 
Fairlane (6) 2-dr., 3 at $1,530. 
'59 Country Sedan (8) 4-dr., $1,650*; 
Ranch Wagon (6) 4-dr., $1,210; Cus- 


tom 300 (6) 2-dr., $1,125*, $1,120; 
4-dr., $1,030; Custom (6) 4-dr., $1,- 
035. 

’58 Fairlane 500 (8) 2-dr, Victoria, $1,- 
115* (ps). 

’57 Country Squire (8) 4-dr., $875*; 
Fairlane 500 (8) conv., $795*; 4-dr., 


$775* (ps); Fairlane (8) 2-dr. Victoria, 
$725*; Country Sedan (8) station wag- 
on 4-dr., $600* (ps); Custom 300 (8) 
2-dr., $525. 

’56 Fairlane (8) conv., $390*, 

’55 Country Sedan (8) 4-dr., $495*; Fair- 
lane (8) 2-dr., $305; Custom (8) 2- 
dr., $260* (ps). 

'54 Crest (8) 4-dr., $390*, 

MERCURY—’59 Monterey 4-dr., $1,480*. 

’58 Commuter 4-dr., $1,300* (ps). 

’57 Monterey 2-dr, hardtop, $705*, $700* 
(ps); 4-dr, hardtop, $685*; 4-dr., 
$605". 

’55 Monterey station wagon 4-dr., $225*. 

OLDSMOBILE—’60 (88) 2-dr. Scenic, $2,- 
400* (ps). 

58 (88) Super 4-dr, Holiday, $1,370* 
(ps); (88) 4-dr, Holiday, $1,060*, 

’57 (88) Super conv., $855* (ps); 
Holiday, $770* (ps), 

‘5S (88) 4-dr., $335°; 
(ps). 

PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 
$1,430*; Belvedere (8) 2-dr, hardtop, 
$1,335* (ps); Suburban (8) Custom 2- 
dr., $1,120* (ps); Savoy (6) 2-dr., 
$1,000. 

’58 Suburban (8) Custom 2-dr., $750* 
(ps); Belvedere (8) 4-dr., $725* (ps). 

57 Belvedere (8) 2-dr, hardtop, $725* 
(ps); 4-dr., $570* (ps); 2-dr., $505*. 

'56 Belvedere (8) conv., $265*. 

PONTIAC—'60 Catalina conv., $2,350* 
(ps). 

’59 Bonneville conv., $1.660* (ps). 

“56 Star Chief 2-dr. Catalina, $275* (ps). 

RAMBLER—'60 Custom (6) station wagon 
4-dr., $1,890*, 

'568 Rebel (8) 4-dr., $1,035* (ps); 
tion wagon 4-dr., $950* (ps). 


4-dr. 


(98) 4-dr., $205* 


sta- 


"57 Custom 
$835* 


(6) 


Used-Car Auction Prices 





Cross Country 4-dr., 


STUDEBAKER—’59 Lark (6) station wag- 
on 2-dr., $1,295*; 2-dr., $800. 
MISCELLANEOUS—’52 Ford dump truck, 


$200. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 


Auction, Sale every Tuesday, Prices are 
for sale of Oct, 11. 
BUICK—’60 Invicta 2-dr, hardtop, $2,- 
610* (ps). 
’59 Electra 2-dr. hardtop, $2,195* (ps), 
’57 Special 2-dr. Riviera, $875* (ps), 
$850* (ps), $820* 


55 Century 2-dr. Riviera, $605*, $450*, 


$410*; 4-dr. Riviera, $275* 
Riviera, $500*, $450*, 2 at 


cial 2-dr. 


(ps); Spe- 


$385*; RM 4-dr., $485* (ps) 


’54 Super 2-dr. 


Riviera, 


$195*, $175* 


(ps). 
’53 Century Estate Wagon, $170* (ps); 


Super 2-dr. 
Riviera, 


*52 Super 4-dr. 
CADILLAC—’59 (62) 2-dr. hardtop, 


$130* 
, $105*. 


Riviera, $135*; 
$125* 


(ps), 


RM 2-dr. 
(ps), 


$3,- 


$1,235* (ps), $1,195* (ps); 2-dr, hard- 
top, $1,020* (ps); 4-dr., $4T0* (ps). 

‘53 (62) Coupe de Ville, $320* (ps). 

"52 (62) Coupe de Ville, $245* (ps); 4- 
dr., $210* (ps), $170*, 

"51 (60) Special 4-dr., $145*. 

eee Bel Air (8) 

*59 Impala (8) sport coupe, $1,980* (ps), 
$1,875*, $1,965, $1,900* (ps), $1,900*, 
$1,815* (ps), $1,725*, $1,630* (ps); 
conv., $1,885* (ps); sport sedan, $1,- 
840 (ps), $1,775* (ps); Parkwood (6) 
4-dr., $1,600; Bel Air (8) 4-dr., $1,- 
550*; 2-dr., $1,535* (ps). 

'58 Impala (8) sport coupe, $1,570* (ps); 
conv., $1,350* (ps); Brookwood (8) 4- 
dr., $1,360* (ps); Bel Air (8) sport 
sedan, $1,225* (ps); 4-dr., $1,135*; 
Biscayne (8) 2-dr., $990*; Delray (6) 
2-dr., $835. 

'57 Two-ten (8) sport coupe, $1,185*; 
station wagon, $900; 2-dr., $825*; 
Two-ten (6) 2-dr., $750; Bel Air (8) 
sport sedan, $980*; sport coupe, $950*. 

‘56 Two-ten (8) station wagon, $855*, 


4-dr., $2,- 


$580; Two-ten (6) station wagon, 
$675*, $650*; 2-dr., $605*; Bel Air 
(8) 2-dr., $650*, $625* 


"55 Nomad (8) 2-dr., $785* (ps); Bel Air 
(6) conv., $635*; Bel Air (8) sport 
coupe, $620*; 2-dr., 2 at $485*; Two- 
ten (8) 4-dr., $565, 2 at $525*; 2-dr., 
$430*; Two-ten (6) 4-dr., $560; 2-dr., 
$385*; One-fifty (6) utility sedan, $400. 

’54 Corvette conv., $650*, 

‘53 Bel Air 4-dr., $310*; 2-dr., $285, 
$225*; sport coupe,.$200; conv., $170*; 
One-fifty 4-dr., $285; business coupe, 





Model Breakdown 
Of Auction Averages 














Oct., 1960 Sept., Aug., 
Model To Date 1960 1960 
$2,239 $2,314 
1,689 1,788 
1,171 1,242 
822 S41 
544 567 
403 412 
263 271 
203 198 
Overall 
Average $ 864 $ 917 $ 954 





$830* (ps). 
"56 Royal (8) conv., $535* (ps). 
’54 Coronet (8) 4-dr., $250, $125*, 
’53 Coronet (8) 4-dr., $150, $100. 


FORD—’60 Thunderbird (8), $3,585* (ps), 
$3,250* (ps); Galaxie (8) 4-dr., $2,- 
140* (ps); Fairlane 500 (6) 2-dr., $1,- 
550; Falcon (6) 4-dr., $1,525; 2-dr., 


$1,500. 

’59 Thunderbird (8), $2,935* (ps); Ranch 
Wagon (8) 4-dr., $1,685*; Country Se- 
dan (8) 4-dr., $1,650; Galaxie (8) 4- 
dr, Victoria, $1,640* (ps); Fairlane 
500 (8) 2-dr. Victoria, $1,635* (ps), 
$1,600*; 4-dr., $1,535* (ps); Custom 


$950*; conv., $895* (ps); 4-dr., $785* 
(ps), $610*; Fairlane (8) 4-dr, Vic- 
toria, $675* (ps), $625* (ps); Custom 
(8) 2-dr., $675*, $605, $600; Custom 
(6) 4-dr., $500; 2-dr., $460. 

"56 Parklane (8) 2-dr., $650, jes 
Ranch Wagon (8) 2-dr., $535, $440, 
$430*; Custom (8) 2-dr., $485*, $485, 
$385*; 4-dr., $305*; Fairlane (8) conv., 
$435* (ps); 2-dr. Victoria, $230*. 

‘55 Fairlane (8) 2-dr, Victoria, $455*, 
$440; 2-dr., $440*; Crown Victoria, 
$385*; 4-dr., $300*; Country Sedan (8) 


4-dr., $450°; Custom (8) 4-dr., $405, 
$325; 2-dr., $275; Custom (6) 2-dr., 
$355; Main (6) 2-dr., $320; Ranch 
Wagon (8) 2-dr., $300. 

"54 Crest (8) 2-dr. Victoria, $350*, 
$320*; conv., $195* (ps); Custom (8) 
2-dr., $300, $285*; Custom (6) 4-dr., 


$260*; Country Sedan (8) 4-dr., $210*. 
"53 Custom (8) 2-dr., $285*, $285, $145*; 
4-dr., $255*, $205* (ps); Crest (8) 2- 
dr, Victoria, $255*; Country Sedan (8) 
4-dr., $220*. 
‘51 Custom (8) 4-dr., $110*. 
IMPERIAL—’57 Imperial 4-dr. hardtop, 
$1,350° (ps). 
LINCOLN—'56 Premiere 4-dr., $680* (ps). 
‘41 Continental 2-dr., $350. 
MERCURY—’58 Monterey 4-dr., $985*. 
’57 Montclair conv., $960* (ps); 2-dr. 
$935* (ps); Monterey 2-dr., 


$775*. 

’56 Montclair 2-dr. hardtop, $550* (ps); 
Monterey 2-dr, hardtop, $375*; Cus- 
tom 4-dr., $295*. 

’55 Monterey 2-dr. hardtop, $375*; 4-dr., 
$350*, $330*, $275°. 

hardtop, $285*; 4- 


750* (ps), $3,625* (ps), $3,585* (ps). $250; Two-ten 2-dr., $285. 300 (6) 2-dr., $1,175. ® 
’58 (60) Special 4-dr, hardtop, $2,750* '52 Deluxe 4-dr., $135*, $125. ’58 Thunderbird (8), $2,235; Country ie ganeee Ganda 2-dr., $265* 

(ps). ; ee (ps); (62) conv., §2,- a 2-dr, hardtop, $160*; 2-dr., Squire (8) 4-dr., $1,075* (ps); Fairlane| ‘53 Custom 2-dr., $180* : 
; = E 500 (8) conv., $1,025* ); Fairl 60 2. . 
57 (62) Coupe de Ville, $2,080* (ps),| °50 Deluxe conv., $125, (6) 4-dr., $840; Guia (6) “2-dr., eeeee ca Me Siar Meret 
é $2,050* (ps), DeSOTO—’56 Firedome 2-dr. hardtop $735. 56 (98) 4-dr, Holiday, $630* (ps) 

Pes eee oa de Ville, $1,350* (ps), inl Paces ite.” bet - Country Sedan (8) 4-dr. (9 pass.), ‘5S (88) Super 2-dar. Holiday, $685*; 
; . ‘ redome 4-dr., ‘ 985* (ps); (6 pass.), $935" (ps); 4 ; ¢ dr. ; 
55 (62) Coupe de Ville, $1,290* (ps), | DODGE—’57 Coronet (8) 2-dr. hardtop, Fairlane 500 (8) 2-dr, Victoria, soas°, iOveieand = aS be Sai. oe 





Sake 


«Be GIVES YOU THE LIGHTEST WEIGHT, 


ee 





HEAVY-DUTY HYDRAULIC HOISTS EVER MADE... 
DELIVER 10 TO 20% MORE PAYLOAD! 





e 
stuffers. 


Special Design Features— 


@ No sub-frame or stabilizer required. 


@ Combined oil tank with patented rigid 
rams and outer cover. 


Powered by world-famous EDBRO piston 
type wobble pump. 


@ Combined pump and P.T.O. for direct 
gear box mounting. No exposed. drive 
shafts or joints. 


@ All controls in driver's cab. Neutral 
valve giving raise-hold-lower positions 
while stationary or moving permitting 
spreading operations. 


Flexible high-pressure oil pipes eliminate 


@ Extremely simple to fit. 


Single or twin ram hoists available in a complete range of capacities for trucks—trail- 
ers—farm wagons—pickups. 


HIGH PAYLOAD EXAMPLE 


Model 4LNC/9 hoist (shown in top illustration with A.B.C. aluminum bodies) weighs ap- 
proximately 600 Ibs complete with P.T.O. 


WRITE FOR FULL DETAILS—DEALER INQUIRIES INVITED 


Route 66 and Grand Avenue 
Phone Hickory 7-3113 





ONTARIO EQUIPMENT, INC. 


McCook, Illinois 
Chicago Line—Bishop 2-2676 
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RAMBLER—’60 Custom (8) station wag- 
on 4-dr., $1,625. 
"59 Super (6) 4-dr., $1,410*. 


e es 
MISCELLANEOUS —’'60 Ford (6) Ran- 
Used-Car Auction Prices cme nse 
’*59 Chevrolet (8) El Camino %-ton, 
$1,060. 
’57 Ford (6) Ranchero, $690. 
"56 Ford %-ton pickup, $475. 


The Broadest and Most Profitable 




















Consumer Credit Insurance (Continued from Page 25) 55 Chevrolet %-ton, $435. 
- 2 ~~ $650* (ps), $385* (ps). *58 Chevrolet (6) %-ton stake, $1,070; 
Market Ever Developed 'S4 (98) 2-dr. Holiday, $335* (ps); (88) Ford (8) Ranchero, $1,000* (ps); <8) | WAREHOUSE POINT, CONN. 
4-dt., $305* (ps), F-100 %-ton panel, $835; (6) Courier, Southern Auto Auction, Sale every 
nf '53 (88) Super 2-dr. Holiday, §300°, $600. Wednesday. Prices are for sale of Oct. 12. 
overages Available 48 station. wagon, $180" ‘ot Ford (8) Ranchero, $960 (pe), | BOIDR Ge "sean Dar, "Sisea Goal! 
PACKARD—'56 Clipper 4-dr., $225* (ps). $920"; (8) %-ton pickup, $635; Chev- (ps), $555*, $505* 
’54 Patrician 4-dr., $250* (ps). rolet (8) %-ton pickup, $800. ’5S Special 4-dr., $580* (ps), $490*, 
. PLYMOUTH—'59 Fury (8) 4-dr. hardtop, ’56 Chevrolet (6) %-ton pickup, $665; $250°*. 
fy u t omo ia) | / Ss $1,330* (ps); Belvedere (6) 4-dr., $1,- (8) %-ton pickup, $560; Dodge (8) %- 54 Super 2-dr. Riviera, $220*. 
225*; Savoy (8) 2-dr., $1,095, ton pickup, $385; Ford (8) F-350 1-ton | CADILLAC—’58 (62) conv., $3,450* (ps). 
e rs Pp i. ’58 Belvedere (8) 2-dr, ‘hardtop, $1,050* ot carn on ‘ es sda eens ’57 (62) 4-dr. hardtop, $1,780* (ps). 
(ps). : evrolet (6) %-ton pickup, $595;/ °56 (62) 4-dr., $1,000* (ps 
| aS LES bs S nsurance ‘57 Suburban (8) 2-dr., $725* (ps); Bel- Ford (8) %-ton stake, $350; Dodge 54 (60) Seeani Gare guaee’ (ps). 
vedere (8) 2-dr, hardtop, $610* (ps); (8) %-ton panel, $160*. CHEVROLET—’60 Impala (8) sport coupe, ; 
tT Theft ar en . Plaza (6) 2-dr., $500*. ‘54 GMC %-ton sub, $385*; Dodge (6) $2,010*; Brookwood (6) 4-dr., $1,945* 
1 T¢ and is PRUE ehan, "56 Savoy (8) 4-dr., $440*; Plaza (8) 2-/| ™%-ton flatbed, $235; Chevrolet %-ton (ps). 
55 Baburb 6) 2-dr., $325; 4-d 51 stud Sales 6) %-t kup, $140 fag om aa yg Magy gO ag tty 
~ : , uburban (6) 2-dr., 5; 4-dr., F udebaker (6) %-ton pickup, . Impala (8) sport coupe, $1,580* (ps), 
4 {3 | i t if HB j - | bE eae a as ce $285; Belvedere (8) conv., $170* (ps). *50 Chevrolet 1-ton pickup, $300, $1.550° aT sport o ec n, $1.545° 
‘52 Cranbrook 2-dr., $210. "40 Chevrolet %-ton pickup, $105, (ps); Bel Air (6) 2-dr., $1,385*, $1,- 
‘51 Cranbrook Suburban, $265. 290*, $1,145; 4-dr., $1,300*; Bel Air * 
PONTIAC—'59 Bonneville 4-dr. Vista, $2,- FLINT (8) 4-dr., $1,345*, 
110° (ps); Catalina sport coupe, $2,- ’58 Bel Air (8) sport coupe, $1,150*; 
O85* (ps). | Flint Auto Auction, Sale every Wednes- sport sedan, $1,075*; Biscayne (8) 4- i 
‘57 Super Chief 2-dr. Catalina, $910*;| day. Prices are for sale of Oct, 12. Prices dr., $975*; Biscayne (6) 4-dr., $875; 
Chieftain 2-dr. Catalina, $805*. are holding steady. Market a little bigger Delray (6) 2-dr., $840. 
‘66 Star Chief 2-dr, Catalina, $650*; | than usual, Percentage of sales off slightly. ’57 Bel Air (8) 4-dr., $950* (ps); Two- 
conv., $580* (ps), $560* (ps); 4-dr.| Sold 206 cars from 374 consignments. ten (8) 4-dr., $825*, $650 
Catalina, $350* (ps). | BUICK—’60 LeSabre Estate Wagon 4-dr., ’56 Bel Air (8) sport coupe, $725* (ps); 
| °55 Star Chief 2-dr. Catalina, $485* (ps), $2,875*; 4-dr., $2,435* (ps), $2,415* 4-dr., $700*; Two-ten (8) station wag- 
$455*; Chieftain 2-dr., $410*, $325*, (ps); Electra 4-dr, hardtop, $2,665* on, $600; Two-ten (6) station wagon, 
| $310. (ps). 600. 
| °54 Chieftain 2-dr, Catalina, $210*, |} °59 Electra 2-dr. hardtop, $1,950* (ps); a Two-ten (6) station wagon, $495, 
| ’53 Chieftain 2-dr, Catalina, $125*, | 4-dr. hardtop, $1,865* (ps); Invicta $395; 2-dr., $320; Two-ten (8) 4-dr., 
| $115*; 4-dr., $125*, $120*, $105*, 4-dr, hardtop, $1,915*; 2-dr, hardtop, $195*; Bel Air (6) 2-dr., $325 (ps); 
RAMBLER—’59 Super (6) Cross Country, $1,900* (ps); LeSabre 4-dr. hardtop, sport coupe, $300*. 
$1,650°*. | $1,900* (ps), $1,865* (ps), $1,855* ’54 Two-ten 4-dr., $205*, $155; Bel Air 
Established 1926 | °58 Super (6) 4-dr., $1,135, j (ps); 2-dr, hardtop, $1,740* (ps); 2- 4-dr., $200*; 4-dr., $185. 
'56 Custom Cross Country, $590*, | dr., $1,720* (ps); conv., $1,450* (ps). ’53 Bel Air 2-dr, hardtop, $180*; 2-dr., 
SPFC/A ’54 Custom 2-dr., $190*; 2-dr, hardtop, ’58 Special 2-dr, Riviera, $1,185, $1,000. $110; Two-ten 4-dr., $160; station 
a) ah) ie) | $150. ’57 Century Estate Wagon 4-dr., $930* wagon, $155. 
r '51 station wagon, $115, | (ps); Super 4-dr, Riviera, $510* (ps). | popGE—’57 Sierra (8) 4-dr., $560* (ps). 
VEO RI eed eee le | STUDEBAKER—'56 Power Hawk (8) 2-| ‘56 Special 4-dr., $615* (ps), $540*; 4-| FORD— 60 Galaxie (8) 4-dr. Victoria, $1.. 
j dr., $500*, dr. Riviera, $480*; Super 4-dr, Riviera, 775* (ps); Fairlane (6) 4-dr., $1,530. 
a | °55 Champion (6) 4-dr., $375*. $590* (ps); RM 4-dr, Riviera, $565*, ’59 Galaxie (6) conv., $1,610* (ps); Ga- 
a | VALIANT—’'60 , Valiant 200 4-dr., $1,700. $425* (ps), $400* (ps); Century 2-dr., laxie (8) 2-dr. Victoria, $1,550* (ps); 
6 r t 0 f Oo a a e ¢ | i C ie * | WILLYS—’54 Aero Ace 4-dr. , $140*. $500*, $355* (ps); 4-dr, Riviera, $525* Fairlane 500 (8) 2-dr. Victoria, $1,- 
. ’51 station wagon, $575, (ps), $200*, $200* (ps). 450°. 
'47 station wagon, $215, | °55 Special 2-dr., $450*; 2-dr, Riviera, ’58 Fairlane 500 (8) conv., $1,100* (ps); 
| MISCELLANEOUS—’ 60 Chevrolet (6) E1| $200*; 4-dr, Riviera, $375*; Super 2- 2-dr, Victoria, $1, 010*: Custom 300 
Camino, $1,650 (ps); Ford (6) Falcon dr. Riviera, $410* (ps). (6) 4-dr., $825*. 
Ranchero, $1,600, 54 Super 2-dr., $165*; Special 2-dr. ’57 Fairlane 500 (8) conv., $900*; 4-dr., 
*59 Chevrolet (6) El Camino, $1,475; (8) Riviera, $135*. $810*; Country Sedan (8) 4-dr., $710* 
%-ton pickup, $1,300; (6) %-ton pick- ’53 Super 4-dr., $100*. (ps), $645* (ps); Country Sedan (6) 
up, $1,190; Ford (8) Ranchero, $1,-| CADILLAC—’60 de Ville 4-dr, hardtop, 4-dr., $460; Custom 300 (8) 4-dr., 
375. | $4,000* (ps). $445*. 
CHEVROLET—’60 Impala (8) 4-dr. hard-| +56 Fairlane (8) 2-dr, Victoria, $650* 
top, $2,225* (ps), $1,700* (ps); Impala (ps); 4-dr., $555* (ps); 4-dr. Victoria, 
| (6) 2-dr., $2,030*; Biscayne (6) 2-dr., $500*; Country Squire (8) 4-dr., $545* 
| $1,535; Corvair (500) (6) 4-dr., $1,- (ps); Custom (8) 4-dr. Victoria, $490*; 
425, $1,395. Country Sedan (8) 4-dr., $465* (ps). } 
*59 Parkwood (8) 4-dr., $1,750* (ps); ’55 Country Sedan (8) 4-dr., $510*, 
* Impala (8) conv., $1,675* (ps), $1,- $400*; Fairlane (8) 2-dr., $450; 4-dr., 
7 4 675*; 4-dr,. hardtop, $1,580* (ps); 2- $370*, $315*; conv., $170*; Ranch 
a rh dr., $1,575*; Bel Air (6) 2-dr., $1,415, Wagon (8) 2-dr., $200, $195. 
4 | | $1,415*; 4-dr., $1,195; Biscayne (6) *54 Custom (8) 4-dr., $275*, $125*; Crest 
: pe 2-dr., $1,150; 4-dr., $1,100. (8) conv., $205*; Ranch Wagon (8) 2- 
4 4 58 Impala (8) 2-dr. hardtop, $1,205, dr., $190, $180. 
$1,200*; conv., $1,135* (ps); Nomad | weRCURY—’57 Monterey 4-dr., $715*; 2- } 
ll i (8) 4-dr., $1,125* (ps); Brookwood dr, hardtop, $625* (ps); Montclair 
ie a (8) 4-dr., $1,055*; Biscayne (6) 2-dr., conv., $685* (ps). 
ae & $1,010, $975*; 4-dr., $805; Yeoman ’56 Custom station wagon, $435. 
= (6) 2-dr., $850. ’55 Monterey 2-dr, hardtop, $175*. 
e - "57 Bel Air (8) 4-dr., $1,100*; sport; +54 Monterey 2-dr. hardtop, $250* (ps); 
coupe, $965*; club coupe, $715* (ps); 4-dr., $150, $140. 
a Two-ten (8) 4-dr., $715*, $665* (PS),| oOLDSMOBILE — ’59 (88) 4-dr., $1,690* 
; $640; One-fifty (6) 2-dr., $700. (ps). 

56 ~Two-ten (8) station wagon 4-Gr.,/ +58 (98) 2-dr. Holiday, $1,555* (ps); (88) 
$665*, $400*; 4-dr. hardtop, $665*; Super 2-dr., $990* (ps). 
4-dr., $590*, $330*; 2-dr., $635*; Two- ’57 (98) 4-dr. Holiday, $960* (ps); (88) 
ten (6) 4-dr., $600, $565, $450*, $340; conv., $525* (ps). 

Bel Air (6) 2-dr., $610; Bel Air (8) '56 (88) 4-dr. Holiday, $550* (ps); 2-dr. 
2-dr., $560; 4-dr., $305. Holiday, $500*; 4-dr., $425*. 

‘55 Bel Air (8) 2-dr, hardtop, $600*; 54 (88) Super 4-dr., $280* (ps). ; 
2-dr., $365; | Two-ten (6) Delray, | pacKARD—'55 Clipper 4-dr., $200* (ps). 
$550*; 2-dr., $440; Two-ten (8) station| py ywouUTH—’59 Belvedere (8) 2-dr., $1,- 
wagon 4-dr., $435*. 020*; Savoy (8) 2-dr., $875. 

53 Bel Air 4-dr., $125. ’57 Fury (8) 2-dr. hardtop, $800* (ps); 

CHRYSLER — ’59 Windsor 4-dr., $1,750* Plaza (8) 4-dr., $510; Plaza (6) 4-dr., 
(ps). 475. 

57 Windsor -4-dr. hardtop, $750* (ps). 56 Plaza (6) station wagon, $310. 

’56 Windsor 2-dr, hardtop, $575* (ps). 55 Plaza (8) 4-dr., $325*. 

’55 NY 2-dr. hardtop, $350* (ps). 54 Plaza Suburban, $145*. 

DODGE—'61 Lancer 4-dr., $2,165*; Sene- ’53 Cranbrook 4-dr., $100. 

ca (6) 4-dr., $1,590. PONTIAC—’59 Catalina 4-dr., $1,425. 
EDSEL — ’60 Ranger (8) 4-dr. hardtop, 58 Chieftain 2-dr., $740. 
$1,690*. ’57 Chieftain 4-dr., $765* (ps). 


’58 Pacer (8) 4-dr., $740* (ps); Ranger} +56 star Chief 4-dr, Catalina, $450* 
(8) 4-dr., $515*. (ps). 
FORD—’60 Thunderbird (8) conv., $3,150* 55 Chieftain 2-dr., $455; 4-dr., $300* 
(ps); Ranch Wagon (8) 2-dr., $1,640, (ps). 
$1,600; Falcon (6) 4-dr., $1,525*; 2- 53 Chieftain 4-dr., $135; 2-dr. Catalina, 
r., $1,500, $1,430, $1,385. $105. 
59 Ranch Wagon (6) 2-dr., $1,300; | RaMBLER—’59 American ‘6) 2-dr., $1,- 


(i Custom 300 (6) 2-dr., $1,150; Custom 200*. 

\ 300 (6) 2-dr., $940. ’57 Custom (6) Cross Country, $855*. | 
\ '58 Fairlane 500 (8) conv., $1,075*;| +56 super 4-dr., $265. 
* Ranch Wagon (6) 2-dr., $860"; Custom 54 Custom Cross Country, $110. 
i {07 e., ‘ees wae MISCELLANEOUS—'57 Studebaker %-ton 
‘ ’57 Country Sedan (8) 4-dr, (9 pass.), pickup, $525. 
{ $850*; Fairlane 500 (8) ne. ee 
J * (ps); Fairlane ( -dr., 
| Be Sots FARGO, N. D. | 


56 Fairlane (8) 2-dr., $470; Country! ristate Auto Auction, Sale every 
ate an” $455*; Ranch Wagon| mnursday, Prices are for sale of Oct, 13. | 
-ar., . i 
’55 Custom (8) 2-dr., $460*, $255; Fair- BUICK. 57 Century 4-dr., $755* (ps). 
lane (8) 4-dr., $380* (ps); 2-dr., $120°| +56 special 4-dr., $500* (ps). 
(ps); Country Sedan (8) 4-dr., $365°, | cuneyROLET—’'60 Bel Air (8) 4-dr., $1,- 





$200*. 770. 
IMPERIAL — ’'57 Imperial 4-dr., $1,200* ’59 Bel Air (8) 4-dr., $1,410, $1,260. 
(ps). ’58 Bel Air (8) 4-dr., $1,090*, $1,065*; 
MERCURY—’58 Montclair 4-dr. hardtop, Biscayne (8) 4-dr., $1,040; Biscayne 
$1,080* (ps). (6) 4-dr., $845°, 
"57 Monterey 2-dr., $640°, $515°. '57 Bel Air (8) 4-dr., $795*; Two-ten 
OLDSMOBILE—’60 (88) 2-dr. Scenic, $2,- (8) 4-dr., $705. 
310°. 56 Two-ten (8) 4-dr., $680*, $625* (ps) ; 
‘59 (88) Fiesta 4-dr., $1,940* (ps); 2-dr.| 4 Fworten (S) Acess*: One-fifty (6) 4 
Scenic, $1,725* (ps). dr., $570*. } 
’58 (88) Super 4-dr., $1,370* (ps); (88) ’55 Two-ten (8) station wagon 4-dr., j 
2-dr. Holiday, $955* (ps). $615* (ps); Bel Air (8) 4-dr., $480. | 
’57 (88) 4-dr., $760*. 53 Bel Air 4-dr., $210; Two-ten 4-dr., | 
56 (98) 4-dr., $615* (ps); 4-dr, Holiday, $155°. | 
$440° (ps); (88) 2-dr., $405° (ps). FORD—’60 Fairlane 500 (8) 4-dr., $1,- i 
55 (88) 2-dr., $200, $180. 820° (ps) j 
PLYMOUTH—’60 Fury (8) 4-dr. hardtop,|! +59 Custom 300 (8) 4-dr., $1,280*. 


' ; 9 $1,775* (ps). , rlane 500 (8) 4-dr., $925* (ps); 
| LEE | puts an oil refinery in your customers’ cars! | siisi2i2%) cunom «ar pam,| “By zaane, le) Eat, eae oy 
$1,260°; Belvedere (8) 4-dr., $890. Sedan (8) 4-dr., $885, $875. 
‘58 Belvedere (8) 2-dr. hardtop, $850°;/ +57 Wairlane 500 (8) 4-dr., $750, $750* 
Suburban (8) 4-dr., $500*. (ps); Custom 300 (6) 4-dr., $650, 







Just like an oil refinery, a full-flow LEE Oil Filter Every dual-action LEE filter gives you an extra profit | +57 Savoy (8) 4-dr., $450°. 56 Custom (8) 4-dr., $640; Fairlane (8) 
not only removes sludge and grit, it also neutralizes margin as well as an extra sales feature: LEE Oil | [56 Belvedere (6) 4-dr., $490°. 2-dr., $430, $400. 
: : : : : 55 Belvedere (8) conv., $245°. 55 Custom (8) 4-dr., $325*, 
acids which often form as a by-product of com- Filters remove dirt and neutralize acids; LEE Gas-O- | PONTIAC—'60 Bonneville 4-dr. Vista, $2,-| 554 Grest (8) 2-dr., $340. 
- ; 605* (ps); Star Chief 4-dr, Vista, $2,-| weRcURY—'56 Monterey 2-dr. hardtop, | 
bustion. This dual-action purifying process—made Line Fuel Filters remove both sludge and water; LEE 500* (ps); Ventura -dr. ae Losi $600*. | 
' : ; ‘ : 500* (ps); 4-dr, Vista, $2, PS); | OLDSMOBILE — '58 (88) 4-dr., $1,310* 
possible by LEE’s Resinweld® construction and§ flame-proof Air Filters prevent under- aetonee 4-dr, Vista, $2,160°; 4-dr., (ps). roe 
unique antacid Feridium® anode—assures better hood fires caused by carburetor backfire. | .49'giar cniet 4-dr.._$1,900° re eae Pear 
: , : See your jobber today for the details. 850* (ps); 2-dr., $1,800* (ps); Cata-| , vedere (8) 4-dr., $675°. 
engine performance, greater customer satisfaction. 7 ; y lina 4-dr., a aga ae $1,740*. »+ aH ia 6) oar, sibon 
’58 Chieftain 2-dr., ‘ ‘ 
© LEE FILTER CORPORATION, EDISON, NEW JERSEY LEE FILTERS "86 Chieftain 2-dr, Catalina, $450*; 4-| PONTIAC '59 Cataline 4-ar., $1,690°. 


dr., $200. 


In Canada: 267 Niagara St., Toronto, Ontario pipe profits into your pocket 64 Chieftain 4-dr., $100*. (Continued on Page 28, Col. 1) 
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Sealed Power’s Bid to Meet Challenge... 





How Supplier Looks to Research || ig -:=- 


By Martin L, Whitmyer 
Staff Writer 


MUSKEGON.—An upward trend 
in the sale of compact cars could 
pump new blood into the American 
auto industry, but for some sectors 
of the parts sup- 
plier industry it 
could have an op- 
posite effect. 

In the piston 
ring industry, for 
instance, it could 
mean a consider- 
able loss of in- 
come. It’s a sim- 
ple case of math- 
ematics, A six- 
- cylinder engine 
Paul C, Johnson uses 18 rings; 
an eight-cylinder powerplant, 24. 

At Sealed Power Corp. in Mus- 
kegon, however, the accent is on 
the future. Major emphasis is 
being placed on diversification. 

Here, under the control of its 
president, Paul C. Johnson, is a 
company gearing for the future. 
With a group of young executive 
officers adding impetus to the pro- 
gram, Sealed Power is in the midst 
of a capital improvement program 
that will cost in the neighborhood 
of $2 million in 1960. 

Pride of the company’s current 
improvement program is the new 
research center, which is scheduled 
for dedication in 1961. Located ad- 
jacent to its Muskegon plant, the 
center will be staffed with experi- 
enced technicians and equipped 
with the most modern equipment 
available. 

The staff will consist of approxi- 
mately 50 scientists, engineers and 
technicians. They will have at their 
disposal laboratory facilities repre- 
senting an investment of more than 
a million dollars. 

Basic purpose of the research 
organization is the improvement 
of present products and develop- 
ment of new materials, processes 
and products. 

To accomplish its goal, the cen- 
ter will contain facilities for re- 
search on and development of basic 
materials and surface coatings, 
product design, product develop- 
ment, laboratory testing and road 
testing. 

The metallography, metallurgical, 
chemical and physical testing lab- 
oratories will permit expanded ex- 
ploitation of new basic materials 
and alloys. New surface coating re- 
search equipment will permit ex- 
panded studies that could lead to 
improved coatings that provide 
better engine performance and 
have greater life expectancy. 

Supporting these materials, proc- 
esses and product research facili- 
ties are up-to-date dynamometer 
test equipment, which will accom- 
modate anything from the smallest 
engine to the largest heavy-duty 
diesel, such as those used on earth- 
moving equipment. 

In addition to handling normal 
pattern tests, this equipment can 
be used for setting up unusual 
conditions under which an engine 
normally would not be expected 
to perform, but which provide 
knowledge that may lead to 
greater engineering advance- 
ments, Johnson said, 
Experimental shops include a 

pilot plating installation to aug- 
ment research on surface coatings, 
facilities for developing improved 
heat testing techniques, a machine 
shop, and a pilot plant capable of 
duplicating nearly every operation 
performed in each of the manufac- 
turing plants. To aid in road testing 
operations, there also is a garage 
in which 25 vehicles can be housed 
and worked on. 

Although it is designed primarily 
for the development and testing of 
engine parts now manufactured by 
Sealed Power and for new product 
research, the center also is equipped 
to study almost any field of diversi- 
fication that may be advantageous 
to the company, Johnson said. 

Sealed Power now manufactures 
more than 5,000 different sizes and 
types of piston rings, 360 sizes and 
types of pistons and 200 kinds of 
sleeves, 

It supplies piston rings, pistons 
and cylinder sleeves for Buick, 
Cadillac, Chevrolet, Oldsmobile, 
Pontiac, Ford, Mercury, Valiant, 
Chrysler, DeSoto, Dodge, Falcon, 





Imperial, Plymouth, Rambler, 
Studebaker and Checker, 

Truck manufacturers which use 
the company’s product as original 
equipment are Autocar, Brockway, 
Chevrolet, Diamond T, Federal, 
Ford, Four Wheel Drive, GMC, In- 
ternational, Hall Scott, Mack, Osh- 
kosh, Reo, Sterling, Studebaker, 
Twin Coach, Ward LeFrance and 
Willys. 

Seals for automatic transmissions 
and power steering units also are 
supplied to General Motors, Ford 
and Chrysler as well as Bendix 
Products and Long Mfg. Division 
of Borg-Warner. 

Other Sealed Power original 
equipment customers include mak- 
ers of diesel, marine, outboard, loc- 
omotive, stock and stationary en- 
gines as well as gas and small die- 
sel, pumps, compressors, air brakes 
and lighting plants. 

Sealed Power was founded in 
1911 by Charles E. Johnson, father 
of the President Paul Johnson, His 
first partner was Paul R. Beards- 
ley, who matched Johnson’s $1,000 
in setting up the company. Their 
first automotive customer was 
Continental Motors, a Muskegon 
engine supplier. Their first big con- 
tract was producing rings for the 
Liberty engine used by various 
Army vehicles during World War I. 

Today, the company is owned 
by more than 2,000 stockholders 
and hag plants in six cities ... 
Muskegon and St, Johns, Mich., 
Rochester and LaGrange, Ind., 


Idaho Sets Parley Dates 

IDAHO FALLS, Id. — The 1961 
Idaho Auto Dealers Assn. conven- 
tion will be held here May 14-16, 
according to W. Fisher Ellsworth, 
president. 





Imported Cars to Vie 
In Mileage Rally Sunday 


NEW YORK.—The Mobil Mile- 
age Rally, annual economy test for 
the latest model imported cars, will 
be held east of the Rockies this 
year for the first time, the United 
States Auto Club has announced. 
The contest will be staged Oct. 30 
in the New York metropolitan area. 

Growing dominance of New 

York City and its neighboring 
communities in the use of cars 
manufactured in Europe and 
Asia induced USAC and the spon- 
soring Mobil Oil Co. to move the 
event from the West Coast, 

This year’s rally will cover a 
looping 200-mile course starting at 
Manhattan’s Columbus Circle and 
finishing at the Glen Island Casino, 
New Rochelle, N. Y. 

The rally is designed to test the 
gasoline economy of family sedans 
and sports models. 

The course and time schedule, 
which will be kept secret until a 
few hours before the start, will re- 
quire drivi ng over city streets, 

tk + 








Rally Time— 


Shirley Hanson studies the rules of the 
Mobil Mileage Rally, annual economy test 
for imported cars. This year's rally will 
be staged Oct. 30 over a 200-mile course 
in the New York metropolitan area. It's the 


first time it has been held east of the 


Rockies. 



















































Stratford, Ont., Canada and Mex- 
ico City. 

Twenty - three warehouses 
throughout the United States sup- 
ply replacement equipment to more 
than 5,000 jobbers serving the com- 
pany throughout the country. The 
company’s export business makes 
up about 5 percent of its total busi- 
ness. 

In its near 50 years in opera- 
tions, the company has failed to 
make a profit only one year, 1932, 
and has declared a 10 percent div- 
idend in three of the last four 
years. 

Last year the company’s net sales 
totalled better than $25 million, and 
1960 is expected to be on par or 
slightly exceed it. And if industry 
officials’ estimates of sales of 6.5 
million cars in 1961 hold true, next 
year could be an even bigger year 
for the company. 

Since 1955 was the biggest year 
in history for car sales and the 
replacement of rings in a car 
usually occurs when the car is 
between three and five years old, 
1961 could be a top year for the 
replacement business, according 
to Robert J. Mason, secretary- 
treasurer. The company’s replace- 
ment business, which has set a 
record each of the last 10 years, 
is also expected to reach a new 
high this year. 

In addition to its new research 
center in Muskegon, Sealed Power 
is spending another million dollars 

for capital improvements elsewhere 
in its five-plant setup. 

Approximately $500,000 is going 
into improvements in cost reduc- 
tions and diversification in the 
foundry at Muskegon; another 
$250,000 goes into the enlargement 
of the Stratford (Ont.) plant, and 
the remainder into the building of 
a plant in Mexico City. 


country roads and expressways at 
speeds considered normal] for the 
typical motorist. 

Winners will be declared in six 
divisions based on total piston dis- 
placement. They are: 

Four-passenger models: Class A— 
Under 750 cubic centimeters, Class 
B—750 through 1,099 cc. Class C— 
1,100 through 1,599 cc, Class D— 
Over 1,600 cc, 

Two-seat sports models: Class E 
—Under 1,600 cc. Class F—Over 
1,600 cc, 

Only one car of each make and 
model will be permitted to enter, 

USAC said. Both men and women 
may drive, 

An observer assigned to each car 
will note any violations of rally 
rules, which prohibit coasting or 
trick driving techniques and re- 
quire observance of all traffic laws. 
Rule infringements will bring pen- 
alties, 

Competing cars will be impound- 
er four days before the rally for in- 
spection by USAC technicians, who 
will reject any found not to be 
stock or not typical of cars sold to 
the public. 


Dealer to Face 


Court in Pa. 


YORK, Pa.—A York used-car 
dealer has been ordered held for 
the January term of York County 
Court on a charge of having in his 
possession a vehicle with defaced 
serial numbers. 

State Trooper Michael G. Mor- 
gals, testifying at a hearing for 
Robert G. Emswiler, the dealer, 
said a 1955-model automobile found 
on Emswiler’s lot was stolen April 
1 from the parking lot of the Balti- 
more City Hospital. He identified 
the owner as Albert H. Gelderman, 
Baltimore. 

Justice of the Peace William F. 
Hullman freed Emswiler on $500 
bail to await his court appearance. 


Hazlehurst Ford Opens 
GLEN ELLYN, Ill.—Ed Hazle- 
hurst has opened Hazlehurst Ford, 
Ine., at 474 Crescent Blvd. 


DEALERS PACE CAR CREDIT 


BILLIONS 





MEL z 





Total Auto Credit Outstanding: 1950 (Dec.), $6.1 Billion; 
1960 (June), $17.8 Billion. 


Handle 76 "Pet. of Credit... 


Off-Road Tires 
Up 214-5 Percent 


AKRON.—List prices on several 
sizes of B. F. Goodrich off-the-road 
tires and tubes were increased 2% 
to 5 percent Oct. 10. Prices of size 
16.00 and larger tubes were in- 
creased 5 percent; size 16.00 and 
18.00 tires, 5 percent, and size 21.00 
and larger tires 2% percent. 

Most of the tires affected by the 
new price schedule are designed for 
service in remote areas of the 
country where they are needed in 
the building of dams, highways and 
other large construction projects. 
The high cost of inventorying, serv- 
icing and handling tires for this 
special service was cited by B. F. 
Goodrich as the reason for the price 
increases. 





Dealer Loan Role Grows 


CHICAGO.—The growth of auto- 
mobile installment credit since 1950 
finds car buyers still relying mainly 
on dealers for financing, according 
to the American Finance Confer- 
ence. 

Of the $17.8 billion total auto 
credit on the books at mid-1960, 
more than three-fourths had been 
arranged through dealers as part 
of the purchase, the AFC said. 

Dealer-arranged auto financing 
rose from $4.4 billion at the end of 

1950 to $13.6 billion at mid-1960, or 
from 72.8 percent of the total to 
76.2 percent. 

Credit from other sources on 
those dates amounted to $1.7 billion 
and $4.2 billion. 

The AFC noted, however, that in 
order to provide installment credit 
to large numbers of buyers, auto 
dealers must rely “basically on the 
funds and services of specialized 
sales financing institutions.” 

By the standard method of 
transferring customers’ install- 
ment contracts to sales finance 
sources, the AFC said, dealers 
get their money for the auto sale 
at once and customers make pay- 
ments to the financing source. 

The importance to car buyers of 
this method, the AFC said, is indi- 
cated by the fact that 95 percent of 
all dealer-originated credit now 
open on the books was transferred 
after the sale. 

About 60 percent of the trans- 
ferred credit is held by sales finance 
companies, the AFC said. 

It noted that installment buyers 
increased from less than half of all 
new-car customers in 1950 to nearly 
two-thirds presently. Used-car cred- 
it purchases have grown similarly, 
it said. 

With this greater credit usage, 
the AFC said, has come an expan- 
sion in car ownership, from 60 fami- 


lies in 100 in 1950 to 75 families in 


Keys to Free Cars— 


Lew Jabro, secretary-manager, P| y m- 
outh Dealers’ Assn. of the Los Angeles 
Region, holds out a fistful of keys to new 
Plymouths awarded to winners in Plym- 
outh’s recent ‘convention special’’ contest. 
The happy group of winners includes, from 
left, Mrs. Egmar A. Pacca, Glendale; 
Nicolo Chianello, Los Angeles; Robert E. 
Hogarth, Burbank; Mrs. Philip Reiter, Glen- 
dora; Benton S. Brady jr., Burbank; Carl 
W. Westhaver, San Gabriel, and Robert 
N. Willard, West Los Angeles. They are 
all two-car owners now, since the contest 
was open only to purchasers of new 
Plymouths during the contest period. 





100 today, with many of them own- 
ing two cars or more. 

The rising price trend of cars 
over the past 10 years has carried 
credit balances with it, the AFC 
said. 

The average face amount of all 
new-car contracts which sales- 
finance companies bought from 
dealers in the first half of 1960 was 
78 percent higher than in 1950, while 
used-car contracts were up 43 per- 
cent, it said. 

“Other than the prime factor of 
car prices, another factor in the in- 
crease is a tendency to finance a 
bigger share of the purchase price 
for a longer time and thus increase 
the total amount of credit used,” the 
AFC said. 


Heavy-Duty Uses 
For Econ-O-Miler 
Grow, S-P Says 


SOUTH BEND.—The Studebaker 
Econ-O-Miler, designed primarily 
as a taxicab, is being used in many 
other types of service requiring the 
combination of economy and heavy- 
duty construction, according to 
A, E, Fitzpatrick, Studebaker-Pack- 
ard fleet sales manager. 

The Econ-O-Miler, he noted, is 
not a beefed-up passenger car, but 
a specially designed severe-service 
vehicle in which all hardware is of 
extra strength. 

Built to withstand the stress of 
long periods of operation, day after 
day, the Econ-O-Miler is serving 
transportation needs on farms and 
ranches, on construction projects 
and in the oil fields as well as on 
city streets, by police departments 
and other governmental units, pub- 
lic utilities and business and indus- 
trial concerns, Fitzpatrick said. 

Foundation of the ruggedness of 
a vehicle is in the frame. The Econ- 
O-Miler’s frame is of heavier box- 
section construction than any other 
Lark, Durability is continued by 
the use of heavy-duty, variable-rate 
coil springs in the front and two- 
stage semi-elliptics in the rear that 
include four main and two helper 
leaves, The electrical system in- 
cludes specially designed genera- 
tors built for full charge at lowest 
speeds. Various batteries and gen- 
erators are available for a variety 
of uses. 

A special feature is a 10%-inch 
clutch ag standard equipment. An- 
other new feature is a larger brake 
lining area—195.3 square inches of 
lining, with finned drums, front 
and rear. 


Indians Dance 
At Pontiac Intro 


FORT WORTH.—The Hollywood 
touch was given to the presentation 
of '61 Pontiacs by local dealers. 

Frontier Pontiac used giant 
searchlights as the puller for its 
downtown location. 

Bill McDavid Pontiac, on the 
other side of town, imported Indians 
from five tribes to stage war dances. 
Dancers from a theatrical produc- 
tion also performed, McDavid serv- 
ed refreshments and awarded door 
prizes every two hours for two days. 

















Used-Car Auction Prices 


(Continued from Page 26) 





’56 Chieftain 4-dr., $615* (ps). $1,325* (ps), $1,280*, $1,275*, $1,225*, 
’54 Chieftain 4-dr., $150*. 2 at $1,220°, $1 ,200*, $1, 105; 2-dr., 
'53 Chieftain 4-dr., $100*. $1,130, $1,120; Bel Air (8) 4-dr., 2 at 
RAMBLER—’60 Super (6) 2-dr., $1,275. $1, 325°, $1,320, $1,290*, $1,280*, $1,- 
MISCELLANEOUS — '56 International %- 225° ; Parkwood (8) 4-dr., $1, 340; Bis- 
ton, $450. cayne (8) 4-dr., $1,200* (ps); '2- -dr., 

'52 GMC 2-ton, $425. $1,140*. 


’58 Bel Air (8) conv., $1,275* (ps), $1,- 
125* (ps); sport sedan 


CALDWELL, N. J. 


$1,170* (ps); Bel Air (6), $1,170* 
Skyline Auto Auction. Sale every Thurs- (ps); Biscayne (6) 4-dr., $965*, $950*, 

day. Prices are for sale of Oct. 13. Recent $925, $905* (ps), $875, $860*, $805; 2- 

new-car announcements resulting in down- dr., $945, $875; Yeoman (6) 4-dr., 

trend in Market. Sold 199 cars out of 259 $905*. 

consignments. "57 Bel Air (8) 2-dr., $880. 

BUICK—’59 LeSabre 2-dr., $1,350*. "56 Bel Air (8) 2-dr., $690*; Two-ten 
*58 Limited 4-dr. Riviera, $930° (ps). (6) sport sedan, $620*; 4-dr., $200*; 
’S7 Super 4-dr. Riviera, $720* (ps), $510* Two-ten (8) 4-dr,, $570*, $380*. 

(ps); Riviera 4-dr., $705* (ps); Special 55 Bel Air (8) 2-dr. Victoria, $450*; 


Two-ten (6) 4-dr., $360, $325*. 
$285; 2-dr. Vic- 


$220*, $200; 2- 
4-dr., 


2-ar. Riviera, $550* (ps). 
'56 Special 2-dr. Riviera, $625* (ps). 
55 Special 2-dr. Riviera, $400* (ps), 

$300*; Century 4-dr. Riviera, $350*. 
’54 Century 2-dr. Riviera, $160*. 
53 RM 4-dr., $100* (ps); conv., 


(ps). 

CADILLAC—’'56 (62) 4-dr., $810* (ps). 

’51 conv., $230*. 

*47 4-dr., $100*. 

CHEVROLET—’60 Bel Air (6) 4-dr., $1,- 
825* (ps), $1,720* (ps), $1,700* (ps), 
$1,600* (ps), $1,530*; Bel Air (8) 2- 
dr., $1,605*. 

"59 Impala (8) conv., $1,750* (ps); sport 
coupe, $1,645* (ps), $1,605* (ps), $1,- 
550°; sport sedan, $1,630* (ps), $1,430* 
(ps); Bel Air (6) 4-dr., $1,425* (ps), 


’54 Bel Air (6) 
toria, $190*, 
53 Bel Air conv., $240*, 

dr. hardtop, $210; 2-dr., $160*; 
$100* $135*. 
CHRYSLER—’57 Saratoga 2-dr. hardtop, 
$810* (ps); 4-dr. hardtop, $580* (ps). 
DeSOTO—’ 57 Firesweep 2-dr. hardtop, 
$650* (ps 
"56 Firefiite 4-dr., $350* (ps) 
DODGE—’60 Dart (8) Phoenix 2-dr, hard- 
top, $1,735* (ps). 
"58 Sierra (8) 4-dr., $900* (ps). 
’57 Royal (8) conv., $775* (ps). 
’56 Royal (8) 2-dr. hardtop, $375*. 
"55 Coronet (8) 2-dr. hardtop, $275*, 
$260°. 


4-dr., 
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*54 Royal (8) 4-dr., $155* (ps). ‘57 Suburban (8) 4-dr., =. (ps) ; 
EDSEL—’58 Ranger (8) 2-dr., $600*. Savoy (8) 4-dr., $510*, *350*, 
FORD—’59 Thunderbird (8) 2-dr. hardtop, "56 Savoy (6) 4-dr., $365*, 3310. 

$2,120* (ps); Country Sedan (8) 4-dr., '55 Belvedere (6) 4-dr., $180*, $175*; 
$1,560* (ps), $1,495* (ps); Fairlane Plaza (6) 2-dr., $175. 

500 (8) a oot (ps); Custom '54 Plaza (6) 2-dr., $100. 

300 (8) 4-dr., $940, $925. N’ ~ é ° 

‘58 ‘Thunderbird (8) 2-dr. hardtop, $2,- PO pn te 59 Catalina conv., $1,610 


Fairlane 500 (8) skyliner, 


5 hieftai -dr., 4 6 ‘ 
$950° (ps); Fair- 58 Chieftain Safari 4-dr., 2960* (ps) 


225° (ps); 
56 Chieftain 4-dr. Catalina, $650* (ps); 


$1,275* (ps); conv., 


lane (8) 4-dr., $880*; Custom (8) 4- 2-dr., $350. 
dr., $710; Country Sedan (8) 5-dr.,/ +55 Chieftain 2-dr, Catalina, $405*; 4- 
r., $300*. 


"57 Country Sedan (8) 4-dr., $825*, 53 Chieftain 2-dr., $100. 


° : irla 4-dr., , 7 
ee’ conga case a ser a 52 Chieftain 4-dr., $125*, 
$600*; Custom 300 (8) 4-dr., $570*; Rall —e0 Gustom (6) station wag- 
: bs “y . on 4-dr., ,600. 
ia ae eee 4-dr., $505; Custom) 55" Custom (6) station wagon 4-dr., 
a ; $275. 


’56 Ranch Wagon (8) 2-dr., $475; Cus- 
tom (8) 4-dr., $360; Fairlane (8) 2-dr. 
Victoria, $300* (ps). 

’5S Custom (8) 4-dr., $220*; 2-dr., $175. 

’53 Crest (8) 2-dr. Victoria, $175* (ps), 
$140. 

’52 Custom (8) 4-dr., $130. 


STUDEBAKER—’60 Lark Regal (6) sta- 
tion wagon 4-dr., $1,700*. 
‘54 Champion (6) station wagon 4-dr., 
$255. 
*53 Champion (6) 2-dr., $105. 


MISCELLANEOUS—’56 Ford (6) %-ton 


IMPERIAL—’ 54 4-dr., $115* (ps) . panel, $400; Courier (8) delivery se- 
LINCOLN—’54 Capri 2-dr. hardtop, $355*. dan, $190. 
MERCURY—’57 Turnpike Cruiser 4-dr. "55 Chevrolet (6) %-ton pickup, $385; 
hardtop, $985* (ps); Montclair 2-dr., 1-ton panel, $175, 
$700* (ps); Monterey 4-dr., $570; 2- 54 Dodge (8) %-ton panel, $165; Ford 
dr., $325* (ps). (8) %-ton panel, $180. 
"56 Monterey 2-dr. hardtop, $350*; Mont- ’53 Chevrolet (6) cab and chassis, $175. 
clair 4-dr. hardtop, $250* (ps). 
'54 Monterey conv., $240*; 4-dr., $200; DETROIT 


2-dr. hardtop, $125*. 
OLDSMOBILE—’60 (88) Super conv., $2,- 
075* (ps). 


State Fair Auto Auction, Sale every Fri- 
day. Prices are for sale of Oct, 14. Market 


’5S (88) Super 4-dr., $1,270* (ps), $1,-|is down in this area, Still clean cars in 
025* (ps); 4-dr. Holiday, $1,235* (ps),| demand, Sold 89 cars from 155 consign- 
$1,150* (ps); (98) 4-dr. Holiday, $1,- | ments. 

035* (ps). BUICK—’59 LeSabre 2-dr. hardtop, $1,- 

55 (88) 4-dr. Holiday, $390* (ps). 425°. 

’53 (88) 2-dr. Holiday, $175* (ps). ’57 Special 2-dr. Riviera, $595*, $515*; 

’52 (88) Super 4-dr., $110*, 4-dr., $550". 


’6566 Special 2-dr. Riviera, $400*. 
'655 Century 4-dr. Riviera, $170*. 
*53 Super 2-dr. Riviera, $185*. 


PLYMOUTH—’59 Custom (8) 4-dr. station 
wagon (9 pass.), $1,225; Belvedere (8) 
4-dr., $1,020*%; Se voy (8) 4-dr., $805. 





NEW Parish 2-Inch Radius Sections 
Provide More Cube, Greater Strength 


Truck bodies built by your Parish body builder 
give you more value for your dollar because of— 
*% All Steel Construction—for rough-and- 
tumble action 

High Tensile Steel Members—at points of 
greatest stress 

Replaceable Frame Units—for faster, lower- 
cost repairs 

Greater cube—for bigger, more profitable 
payloads 


Extra Strength and Rigidity—far stronger 
than bodies made from lighter metals. 


The next time you order truck bodies, specify 
Parish steel sections . .. for more strength, for 
greater durability, at lower cost. Your Parish 
body builder will install doors, panels and floor 
to your specifications, and for your particular 
requirements. 


+ + + 


Booth 93 
TB & EA SHOW 


DISTRIBUTORS 


Henderson Associates 
Neo. 1 Main Street 
Henderson, Kentucky ¢ VA 6-9502 


Hen-Wal Inc. 
20 Holt Street 
Buffalo 6, N. Y. © MOH 6376 


Dermark Truck Equipment Co. 
197 N. Morrell 
Detroit 9, Michigan ¢ VI 3-4290 


Faucher & Fils Ltd. 
2055 Pie 1X Bivd. 
Montreal 4, Quebec, Canada « LA 4-7557 











PARISH 


PRESSED STEEL 


DIVISION OF DANA CORPORATION * READING, PENNSYLVANIA 


Piedmont Equipment Co. 
114 Fairwood Ave. 
Charlotte 3, No. Carolina *« ED 4-6823 


Lewisohn Sales Co. 
4001 Dell Ave. 
N. Bergen, New Jersey « UN 4-0300 


R. W. Norris & Song Inc. 
Gay ond High Streets 
Baltimore 3, Maryland ¢ LE 9-7145 


Rex Metal Parts Co. 
1295 W. 78th St. 
Cleveland 2, Ohio « AT 1-9711 


Exclusive Distributor Franchises Aveilable in Selected Territories 

























wr, wn (62) 2-dr, hardtop, §$3,- 
"57 (62) 4-dr., $1,480* (ps). 
CHEVROLET—’60 Bel Air (8) 4-dr, hard- 
top, $1,785* (ps). 

’59 Impala (8) conv., $1,675* (ps), $1,- 
600° (ps); Bel Air (8) 2-dr., $1,450°; 
4-dr. hardtop, $1,250*. 

"58 Biscayne (6) 2-dr., $880, $800; Del- 
ray (6) 4-dr., $850. 


57 Bel Air (8) conv., $1,045*; 4-dr. 
na $800*; Two-ten (8) 2-dr., 


*56 Bel Air (8) 2-dr., $530* (ps); Two- 
ten (6) 2-dr., $440, $390, $365; Two- 
ten (8) 4-dr., $405. 

"55 Two-ten (8) 4-dr., $110. 

’53 Bel Air 2-dr., $125*; Two-ten 4-dr., 


$100. 

CHRYSLER—’57 Windsor 2-dr, hardtop, 
$790* (ps); 4-dr. hardtop, $730*, 
$660". 

DeSOTO—’58 Fireflite 4-dr. hardtop, $950* 
(ps), $885* (ps). 


’57 Firesweep 2-dr. hardtop, $770. 
DODGE—’58 Coronet (8) 4-dr. hardtop, 
$860* (ps). 


’57 Coronet (8) 4-dr., $750* (ps), 


’55 Coronet (8) 4-dr., $250*. 
FORD—’60 Galaxie (8) conv., $2,025* 
(ps); Fairlane 500 (8) 4-dr., $1,650*; 


Ranch Wagon (8) 2-dr., $1,550; Falcon 


(6) 2-dr., $1,375*. 

"59 Galaxie (8) 2-dr., $1,585*; conv., 
$1,525* (ps); Custom 300 (8) 4-dr., 
$1,075". 

’58 Country Sedan (8) 4-dr., $970*; Fair- 
lane 500 (8) 4-dr, Victoria, $900*, 


$885*; 2-dr. Victoria, $725, 

’57 Fairlane 500 (8) 2-dr, Victoria, $850* 
(ps); 4-dr. Victoria, $735* (ps); conv., 
$710*; Custom 300 (8) 2-dr., $525*. 

56 Fairlane (8) 2-dr, Victoria, $470*, 

IMPERIAL—’ 59 Crown conv., $1,800* (ps). 
’56 Imperial 4-dr., $450* (ps) 
MERCURY—’58 Monterey 2-dr.; $900*. 

’57 Montclair 4-dr, hardtop, $680*. 


’°56 Montclair 4-dr, hardtop, $470* (ps). 


’54 Monterey 2-dr., $140. 
OLDSMOBILE—’57 (88) Super 2-dr. Holi- 
day, $865* (ps), $770* (ps); 4-dr., 
$850* (ps). 
’54 (98) 2-dr. Holiday, $250* (ps). 
PLYMOUTH—’59 Savoy (6) 2-dr., $910. 
"58 Belvedere (8) 2-dr, hardtop, $750*, 
$600*; 4-dr., $710*, $615*; 2-dr., $565*. 
‘57 Suburban (6) 4-dr., $625; Savoy (8) 
2-dr. hardtop, $585*. 
’56 Belvedere (8) 2-dr., $235, 
PONTIAC—’59 Bonneville conv., $2,125* 
(ps); Catalina 4-dr, Vista, $1,480* 
(ps). 


’56 Star Chief 4-dr. Catalina, $485* (ps). 
’55 Chieftain 4-dr., $215*, $170*. 
RAMBLER—’59 Super (8) 4-dr., $1,310* 


(ps); Custom (6) Cross Country 4-dr., 
$1,275. 

*568 Custom (8) Cross Country 4-dr., 
$860. 


ST. LOUIS 


St. Louis Auto Auction Barn, Sale every 
Friday. Prices are for sale of Oct, 14. 
Consignment steady, Market strong on 
clean cars. Sold 221 cars from 412 consign- 
ments. 


BUICK—’57 Century 4-dr., $800*. 

56 Special 4-dr, Riviera, $675*; 2-dr, 
Riviera, $497*; Super 4-dr., $540*. 

55 Super 2-dr. Riviera, $417", $365*; 
Special 2-dr. Riviera, $382*, $282* 
(ps); 2-dr., $335; conv., $200. 

CADILLAC—’59 de Ville 4-dr. hardtop, 
$3,500* (ps), $3,450* (ps); 2-dr, hard- 
top, $3,000* (ps). 

"58 (62) Coupe de Ville, $2,375* (ps); 
4-dr., $1,705* (ps). 

CHEVROLET—’60 Impala (8) sport coupe, 
$2,215* (ps); Biscayne (8) 2-dr., $1,- 
595. 

’59 Impala (8) sport coupe, $1,752; 4- 
dr., $1,550* (ps); Bel Air (8) 2-dr., 
$1, 380°, $1,255*. 

"58 Impala (8) conv., $1,575* (ps), $1,- 
250* (ps), $1,025* (ps); sport coupe, 
$1,550* (ps); Bel Air (8) sport sedan, 
$1,240*; 2-dr., $1,200; Biscayne (8) 
4-dr., $1,157*, $825; 2-dr., $1,050; Bis- 
cayne (6) 4-dr., $890; 2-dr., $830* 
(ps). 

’57 Bel Air (8) conv., $1,145*; 4-dr., 
$1,125* (ps), $887*, $877; Two-ten (8) 
station wagon, $1,055*; 2-dr., $910; 4- 
dr., $812*; Two-ten (6) 2-dr., $772; 
One-fifty (6) 4-dr., $717. 

’56 Bel Air (8) station wagon, $815*; 
sport sedan, $732; 4-dr., $572* (ps); 
sport coupe, $535*; Two-ten (8) 2-dr., 
$680; 4-dr., $602, $555*, $535, $512, 
$500; Two-ten (6) 2-dr., $580*; Delray, 
$450; One-fifty (6) 4-dr., $450. 

’55 Bel Air (8) 2-dr., $557*, $502; sport 
coupe, $510; 4-dr., $450; Bel Air (6) 
4-dr., $420; Two-ten (6) Delray, $430, 
$350*, $350; 2-dr., $130*. 

54 Two-ten 4-dr., $320, $217; 2-dr., 
$127; Bel Air 2-dr., $317, $307, 

'53 Bel Air 2-dr., $325; Two-ten 4-dr., 
$325; 2-dr., $240. 

CHRYSLER—’55 Windsor 4-dr., $320*, 

’54 Windsor 4-dr., $127*. 

DeSOTO— 56 Firedome 4-dr., $412. 


DODGE—’ 57 Custom Royal (8) 2-dr. hard- 
top, $675. 

’55 Coronet (8) 2-dr. hardtop, $400. 
’53 Coronet (8) 4-dr., $107, $100. 
EDSEL—’58 Ranger 2-dr., $625*; 

hardtop, $557. 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 


2-dr. 


$2,970* (ps). 

59 Galaxie (8) 2-dr, Victoria, $1,592*; 
4-dr., $1,250; Country Sedan (8) 4- 
dr., $1,495*; Custom 300 (8) 2-dr., 
$1,100*. 


58 Fairlane 500 (8) 4-dr., $1,305* (ps), 
$1,005* (ps); Ranch Wagon (8) 2-dr., 
$905 (ps); Custom 300 (8) 4-dr., $797, 
$635. 

‘57 Country Sedan (8) 4-dr., $925*, 
$912, $750, $720* (ps); Ranch Wagon 
(8) 2-dr., $785; Ranch Wagon (6) 2- 
dr., $685*; Fairlane 500 (8) 2-dr. Vic- 
toria, $610*; conv., $600*; Custom (6) 
2-dr., $550, $525, $447; Custom (8) 4- 

r., $387. 

'56 Fairlane (8) 4-dr., $595*; 2-dr. Vic- 
toria, $570*, $512*; Fairlane (6) 4-dr., 
$475*; Custom (6) 2-dr., $450*, $400, 
$320, $255*; Custom (8) 2-dr., $422*; 
Main (6) 2-dr., $420, $390. 

55 Fairlane (6) 2-dr, Victoria, 
(ps), $345; Fairlane (8) 4-dr., $525; 
2-dr., $270*; Custom (6) 2-dr., $430*, 
$350, $265; Custom (8) 4-dr., $402; 2- 
dr., $245*; Ranch Wagon (8) 2-dr., 
$417. 

'564 Custom (8) 4-dr., 
4-dr., $272°*, $177; 2-dr., 
(8) 2-dr. Victoria, $300*. 

'653 Custom (6) 4-dr., $200*; 2-dr., $165. 

LINCOLN—’58 Continental Mark III 2-dr. 
hardtop, $1,650° (ps). 
MERCURY—’'57 Monterey 4-dr., $1,470* 
(ps); Montclair 2-dr. hardtop, $925*. 
'56 Montclair conv., $590*; 2-dr, hard- 


(Continued on Page 29, Col. 1) 


$577* 


$397; Custom (6) 
$220*; Crest 
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Renault—'60 4-dr., $860. 
"59 4-dr., $700. 
58 Dauphine, $550, 
Simea—’60 Aronde 4-dr., $840. 
"59 Vedette, $900. 
Skoda—’60 conv., $500. 
Sunbeam—’60 conv., $1,585. 
"58 2-dr, hardtop, $700. 
Toyopet—’60 4-dr., $540. 
Triumph—’56 conv., $700. 
Vauxhall—’59 station wagon 4-dr., $925. 
Volkswagen—’61, $1,660, $1,610. 
"60 Microbus, $1,950; Karmann-G hia, 


Jaguar—'55 Mark II 4-dr., $560. 
MG—'58 conv., $1,025, $1,015, $890. 


e Metropolitan—'60 2-dr. hardtop, $1,185. 
Renault—’59 4-dr., $525. 
é. Simea—’59 4-dr., $650. 
Triumph—’59 4-dr., $450. 
’58 TR-3 roadster, $1,200. 
DYER, IND. 


Renault—'59 4-dr., $550. 
Volkswagen—’56 2-dr., $640. 





ALBANY 


Simea—’59 4-dr., $490. 
Volkswagen—’60 Deluxe 2-dr., $1,350. 


Hillman—’56 Minx 2-dr. hardtop, $465, 
dJaguar—'59 4-dr., $1,525*. 

MG—’59 MGA roadster, $1,350. 
Simea—’59 Aronde 4-dr., $630. 


BORDENTOWN, N. J. FLINT $1,700; Deluxe, '$1,425; 2-dr., $1,405, 
Mercedes-Benz—’60 4-dr., $1,400 DANVILLE, VA. Renault—’57 Dauphine 4-dr., $340. ’59 Karmann-Ghia 2-dr., $1,565; 2-dr., 
Volkswagen—’59 conv., $1,250. — Volkswagen—'60 2-dr., $1,305. $1,100. 

Volvo—'58 2-dr., $775. FONTANA, WIS. 58 Karmann-Ghia, $1,075; Kombi, $670, 
DAYTONA BEACH, FLA. Austin-Healey—'57, $1,210. 8 tar, ons. 


Hiliman—'58 Minx 4-dr., $525. 
MG—’60 roadster conv., $1,625. 


Opel—’60 2-dr., $480. 
Volkswagen—’58 4-dr., $815. 


DETROIT 
Hillman—'’59 Minx conv., $1,050, 


Hartman Closes Deal, Triumph—'59 4-dr., $385 


Sells Building to City Vauxhall—'59 4-dr., $750. 
LANCASTER, Pa.—Robert B.| Yowswagen 55 any, #450. 

Hartman, who operated Hartman a 

Pontiac, Inc., 425 W. King St., Lan- MANHEIM, PA. 


Volvo—’ 59 2-dr. » $1,050. 


SALY LAKE CITY 


Fiat—’'59 600 4-dr., $665. 
Volkswagen—’60 2-dr., $1,530. 


WAREHOUSE POINT, CONN. 
Borgward—’56 Isabella, $450. 
MG—’ 54 roadster, $500. 
Simea—’'59 4-dr., $675. 
Volvo—’59 2-dr., $1,200. 


WEST PALM BEACH, FLA. 
Fiat—'59 600 2-dr., $540. 
Ford (English)—'59 Consul 2-dr., $635. 


CALDWELL, N. J. 

Borgward—’58 Isabella 4-dr., $630. 
Ford (English)—’59 Zephyr 4-dr., $605. 
Jaguar—'55 Mark VII 4-dr., $600*. 
Renauit—’58 Dauphine 4-dr., $540, 
Triumph—’59 roadster, $1,375. 
Volkswagen—’59 sunroof 2-dr., $1,035; 2- 

dr., $950. 


CHICAGO 
Metropolitan—’59 2-dr. hardtop, $755. 
Opel—’58 station wagon 2-dr., $780. 
Skoda—’58 2-dr., $365. 

Triumph—’60 TR-3, $1,650. 
’59 TR-3 conv., $1,370. 
Volkswagen—’'60 2-dr., $1,315, $1,275. 
’59 2-dr., $1,090. 


COLUMBUS, O. 


Alfa-Romeo—’58 roadster, $1,475. 
Goliath—’58 station wagon 2-dr., $500. 


Used-Car Auctions 


Renault—’58 4-dr., $580. 





LOS ANGELES 
Hillman—’59 Minx conv., $895. 
Metropolitan—’55 2-dr., $400, $305. 
Simea—’59 Aronde 4-dr., $500. 
Taunus—’58 2-dr., $545*. 





‘News’ From Plymouth— 
Travelers in and out of the Metropolitan 


caster, Pa., for many years, has sur-| Austin-Healey—'57 conv., $1,235. ‘58 Anglia 2-dr., $465; Escort station | A/"Port serving Detroit get the latest run- 

rendered his Pontiac franchise, wire nan att: $710; Consul 4-dr., one ©. $465. ae ‘ a down on world news each day as they visit 
° w 

closed his business and sold the| ‘5s Consul 4-dr., $470. $350. uaky station wagon =<") the Plymouth display in the lobby. A 

United Press International newswire brings 


building to the City of Lancaster | Golilath—’60 2-dr., $525. MG—’59 roadster, $1,360. 
Hillman—’'59 Husky station wagon 2-dr., ’58 roadster, $1,120. 
them national and international news. 
Here, Don Barrett (Plymouth-Valiant-Chrys- 


for $75,000. 
,000. $610. ’57 roadster, $970. 
All equipment, tools and office] mG—’60 MGA roadster, $1,635; Magnette Renault’ 50 Dauphine 4-dr., $645, 
furnishings of the dealership were ioe saute ae ee es. "58 a es dr., $580, sacs. 

roadster, Simca—’ A 4-dr., i i 
sold at a public auction. The city] .33 tony"; n° vauneite ca, sk a Detroit, reads the wire at 
the display. 


will use the building as a garage./| Metropolitan—’59 2-dr. hardtop, $635, Volkswagen—’'58 conv., $910. 
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top, $325*; Monterey 2-dr, hardtop, 
$482* (ps). 
’54 Monterey 4-dr., $300. 
51 Monterey 2-dr. hardtop, $142*; conv., 
$125*. 
OLDSMOBILE—'59 (88) Super 4-dr., $1,- 


785. 
’58 (88) 4-dr, Holiday, $1,477* (ps); 
(98) 4-dr. Holiday, $1,450* (ps), 
'57 (88) 4-dr. Holiday, $1,155* (ps); 4- 
dr., $1,100* (ps); conv., $635* (ps). 
’56 (88) Super 2-dr. Holiday, $820* (ps); 
(88) 2-dr. Holiday, $680*; (98) 4-dr., 
$392* (ps). 
55 (88) Super 2-dr., $497*; (88) 4-dr. 
Holiday, $415*. 
’54 (88) Super 2-dr., $202*. 
PLYMOUTH—’61 Fury (8) 4-dr. hardtop, 
$2,700* (ps). 
’57 Savoy (8) 2-dr., $582, $505*, $447°*; 
Plaza (6) 2-dr., $502, $425. 
’56 Belvedere (8) 4-dr. hardtop, $500; 
4-dr., $385*; Savoy (6) 4-dr., $342*. 
’55 Savoy (6) 4-dr., $437, $217; Belve- 
dere (8) 4-dr. hardtop, $427*; 2-dr., 
$425"; 4-dr., $302; Plaza (6) 4-dr., 
$200. 
PONTIAC—’59 Star Chief 4-dr., $2,175* 
(ps); Catalina 4-dr, Vista, $1,870*. 
"58 Star Chief conv., $1,095* (ps); 
Chieftain 4-dr., $1,035, $915* (ps). 
’56 Star Chief 2-dr. Catalina, $617* (ps); 
Chieftain 4-dr, Catalina, $575*, $520* 
(ps); 2-dr, Catalina, $500* (ps). 
"55 Star Chief 2-dr. Catalina, $417*, 
$400* (ps), $382*, 
RAMBLER—’57 Custom (6) Cross Coun- 
try, $677; Super (6) 4-dr., $502*. 
WILLYS—’55 2-dr., $170*. 
MISCELLANEOUS—’59 Ford %-ton pick- 
up, $895. 
'55 Dodge %-ton pickup, $160*. 
’54 Chevrolet %-ton pickup, $625. 
*50 GMC %-ton pickup, $292; Interna- 
tional %-ton pickup, $212. 
"40 Dodge 1-4 pickup, $287, 
* * 


— Auctions in Brief — 


BORDENTOWN, N. J. 
National Auto Dealers Exchange, Sale 
every Wednesday (Oct, 12), Early models 
remain strong as later models take sea- 
sonal dip. Especially sharp clean cars con- 
tinue to take top dollar. 
* * * 


CHICAGO 


Greater Chicago Auto Auction, Sale 
every Thursday (Oct. 13), Sold 333 cars 


from 649 consignments. 
* * * 


DYER, IND. 

Dyer Auto Auction, Sale every Friday 
(Oct, 14), Friday’s sale was very good. 
Sold 220 cars from 340 consignments, 

+ * * 


FONTANA, WIS. 

Fontana Auto Auction, Sale every Thurs- 
day (Oct. 13). Consignments off due to new 
car showings, sharp cars still bringing top 
money. Sold 135 cars from 206 consign- 


ments. 
* * * 


MANHEIM, PA. 
Manheim Auto Auction, Sale every Fri- 
day (Oct. 14), Weather: Cloudy, Sold 71 
percent of 820 consignments. 


Tax Break Sought 
In Road Widening 


CLEARWATER, Fla.—<Auto deal- 
ers and other businessmen along 
Gulf-to-Bay Blvd. have asked the 
city and county for tax and utility 
reductions because widening of the 
street has hindered business since 
May. 

Affected are four new-car dealers, 
four used-car dealers and other 
businesses. One new-car dealer esti- 
mated his business has dropped at 
least 25 percent because of the con- 
struction. The work has blocked ac- 
cess to the dealerships. 

New-car dealers along the path 
of construction are: Clearwater 
Rambler, Inc., Carlisle-Porter Motor 
Co. (Mercury-Lincoln-Comet-E n g- 
lish Ford); Suncoast Motors, Inc. 
(DeSoto-P lymouth-Simca), and 
Lokey Motor Co. (Oldsmobile-Fiat). 





These Childers Carports make any lot a more inviting place to stop, 
look and deal—and can quickly pay for themselves in savings on 





car clean-up costs alone. This installation is Clay County Motors at 
Excelsior Springs, Missouri, showing spectacular Panorama Trim. 


Now! Like Magic, You Can Turn “Just Another Lot” 
Into An Attractive 365-Day Outdoor Showroom 


. . . with Childers Carports, for as little as 5¢ per car per day! 


Drive down any street lined with 
car lots. Notice how much they all 
look alike . . . each with its rows of 
sunbaked—or perhaps snow-covered 
—cars, the long strings of lights, the 
flying pennants and colored pro- 
pellers whirling in the breeze .. . 
all for the purpose of winning the 
favorable attention of prospects. 

Is your lot any different? Does it 
really stand out? Do folks really 
know you’re there — and, just as 
important, does your lot look as if 
you’ll still be there tomorrow? 

Today, all over America, alert car 
dealers are turning their car lots 
into attractive outdoor showrooms 
at amazingly low cost with easy-to- 
install Childers Carports. For as 
little as 5 cents per car per day, 
dealers are attracting more pros- 
pects, making more sales, and cut- 
ting down light bills and clean-up 
costs. And, they’re giving their 
places of business a new look of 
permanence and dignity that brings 
in better prospects who select the 
dealer as carefully as they select 
the car they buy. 

Dealers everywhere who have put 
up Childers Carports are enthusi- 
astic about the results. Here are 
some of the reasons they consider it 
one of the best investments they 
have ever made: 


1. Every day is a selling day. With 
your cars protected from rain, snow, 
sleet, and blistering hot sun, you 


NO DOWN PAYMENT! 
NO CARRYING CHARGE! 
Take advantage of Childers Spe- 


cial payment plan for car deal- 
ers. Pay for your Childers Car- 
ports in four equal monthly 
payments! 





can depend on 365 selling days a 
year, whatever the weather. 
2. Trade in the shade — or out of 
the rain — attracts more customers 
to stop, look, talk and deal. 


3. Big savings on labor cost. Cars 
protected from dust, rain and glar- 
ing sun don’t need as much clean- 
ing and polishing. Savings on labor 
costs alone will pay for your Child- 
ers Carports. 

4. Higher prices for cars that are 
kept clean and attractive to buyers. 
5. Cuts light bills 4% or more — 
because light is more easily directed 
to the cars on display. 

6. More sales and faster turnover. 
Expert dealer accountants say it 
costs $3 to $4 a day to “board” a 
car—yet Childers Carports cost as 
little as 5 cents per car per day! 
7. Architect-designed to harmonize 
with existing buildings and displays. 
8. Easy to install. Your own men 
can do it with ordinary tools. 

9. Easy to move if you are on leased 
property . or if you want to 
rearrange your outdoor display. 


Childers Carports offer you four 
styles of roof trim: Panorama in a 
choice of attention-compelling col- 
ors, distinctive Continental, neat 
Skyline, or conservative Thinline. 
Choose the style of roof trim you 
prefer — then, as you wish, add 
whatever signs, ‘lights, banners, etc., 
you feel are appropriate for you. 


Call Two Dealers, Free! 

Childers will send you a list of 
500 happy dealers who have turned 
their lots into year-round, all- 
weather showrooms, increased sales 
and decreased costs with Childers 
Carports. 

After you receive this list, call 
any two dealers. Let them tell you 
about Childers Carports in their 
own words. Send the bill for these 
calls to Childers. You'll be reim- 
bursed promptly. No obligation. 
Mail coupon below, today! 

WE PAY FREIGHT TO ANY 
DEALER IN CONTINENTAL U. S. 
[= MAIL THIS COUPON TODAY =—=—== 
Childers Manufacturing Co. 
Dept. AN-11 
3620 West 11th Street 
Houston 8, Texas 
Send me complete information and list 
of 500 dealers who have installed 
Childers Carports. 
PR ance niente 
Name & 
Fe rcnaptintignivinciiiatcilstieiieiilldpalittis Sicilia she 
Add tetas ereintemninatonts 
Ce ne State 


ha ce ee sees nee ee a me nS SS ED nD em ce SEED cm eas 


Childers’ representatives located in all principal cities 


eee ae ee 








ce 





optional equipment. 
(Copyright, 1960, by Automotive News) 
ALFA ROMEO — Glulietta — Spider, 
520; Super Spider, $3,890; Sprint Coupe, 
843; Veloce Coupe, $4,149; Sprint Spe- 
$0,372 $5,555. 2000—Spider roadster conv., 
ARMSTRONG-SIDDELEY — Star Sap- 


245; Deluxe, $4,995. 

ASTON-MARTIN—DB4 — cpe., 
G. T. cpe., $12,500. 

AUS’ —-850—2-dr. sed., $1,295, A-40— 
2-dr. sed., $1,795; deluxe 2-dr. sed., $1,856; 
Countryman 2-dr. stat. wag., $1,835; Coun- 
tryman deluxe 2-dr. stat. wag., $1,879. 
A-56 Mark Il—4-dr. sed., $2,198. A-99 
Westminster—4-dr. sed. (overdrive), $3,095; 
4-dr. sed., (automatic transmission), $3,- 
275, (Heater standard on A-40 models.) 

AUSTIN-HEALEY—Sprite—conv., $1,795. 
3000—Standard roadster (4-seater), $3,051; 


$10,400. 


Deluxe roadster (2 or 4-seater), $3,371. 
(Heater, ive, wire wheels standard 
on Deluxe.) 


AUTO UNION—*‘1000"’—4-dr. sed., $2,- 
526.03; 2-dr. sed., $1,995; 2-dr. cpe. deluxe, 
$2,300.99; 2-dr. stat. wag., $2,321.07; sport 
epe., $3,924.68; Bronco multi-purpose ve- 
eee ae aah Grenletipteeenesanininietanepaneapseacbannaen 


Price Differential 
Denied by Inland 
On Tire Repairs 


MANSFIELD, O.—Inland Rubber 
Corp., 515 Newman St., a manufac- 
turer of automobile tires and tubes 
and materials used in repairing 
these products, hag denied Federal 
Trade Commission charges of un- 
lawfully charging competing cus- 
tomers different prices. 

Replying to an FTC complaint 
issued last July 20, Inland admits 
it formerly allowed merchandise 
credits ranging from 2 percent to 
10 percent based on annual volume 
of purchases of repair products. 
However, the company says, these 
credits were discontinued in May, 
1958, and have not been granted 
since. It denies that some custom- 
ers received lower prices than their 
competitors as a result of being 
allowed to combine and accumulate 
quantities of products. 

Also denied is the Commission’s 
allegation that favored customers 
have been permitted various combi- 
nations and accumulations of pur- 
chases in order to qualify for larg- 
est discounts allowed on lot pur- 
chases of certain tubes, 

Its graduated lot prices, Inland 
adds, have been granted “in order 
to meet competition and in accord- 
ance with the prevailing industry 
practice” and “were available to all 
of its customers,” 

The complaint further charges 
that since May, 1958, customers 
classified as “warehouse distribu- 
tors” have received net prices up to 
18 percent lower than competitors, 
and that this classification included 
“group buyers,” who receive pref- 
erential prices through combining 
purchases of members. 

To these allegations, the com- 
pany asserts the 18 percent dis- 
count is given “to all customers 
who qualify as warehouse distribu- 


Port-of-Entry Prices 
On Imported Cars 


hicle, $2,775. (Heater standard on all mod- 
els.) 


BENTLEY—Series S 2 — Standard Steel 
Saloon, $15,355. (Automatic transmission, 
power steering, power brakes, radio, heater 
standard.) Other models are custom-built 
and vary considerably in price. 

BERKELEY — B-95 — Roadster, $1,795. 
(West Coast port-of-entry price). 

BMW—502——Deluxe 4-dr. sed. (2.6-liter), 
$5,600; 4-dr. sed. (3.2-liter), $6,200; Super 
4-dr, sed, (3.2-liter), $6,700. 507—Touring 
Sport coupe (3.2-liter), $10,500. 

BMW 600—5-passenger sed., $1,398; 5- 
passenger sed. (automatic clutch), $1,493; 
sunroof sed., $1,487, (Heater standard on 
all models.) 

BMW 700—Coupe, $1,898; coupe (auto- 
matic clutch), $1,993; 2-dr. sed., $1,648; 


2-dr. sed. (automatic clutch), $1,743; 2-dr. 
sunroof sed., $1,737. (Heater standard on 
all models.) 


BMW ISETTA 300 — sunroof, $1,048. 
(Heater standard.) ; 

BORGWARD—Isabella—2-dr. sed., $2,- 
295; stat. wag., $2,495; Touring Sport sed., 
$2,645; Touring Sport coupe, $3,550. 
(Heater standard on all models.) 

CITROEN—ID Luxe—4-dr. sed., $2,545. 
ID-19—4-dr. sed., $2,695. DS-19—4-dr. sed., 
$3,245. (Citromatic Drive, power brakes, 
Power steering standard on DS-19). 

DAF—600—Standard 2-dr. sed., $1,395; 
Deluxe 2-dr. sed., $1,545. (Variomatic au- 
tomatic transmission standard on both 
models.) 

DAIMLER—SP-250 (V-8)—Conv., §$3,- 
702; conv. with full equipment, $3,923; 
hardtop with full equipment, $4,073. (Heat- 
er included in equipment group.) 

DATSUN—4-dr. sed., $1,616; 2-dr. stat. 
‘wag. , $1;818; sport conv., $2;099; tralf-ton 
pickup truck, $1,588. 

DKW—‘‘750"’—2-dr. sed., $1,665. (Heater 
standard.) 

FACEL VEGA—H. K.-500 cpe., $9,000; 
Excellence 4-dr, hardtop, $12,800. 

FERRARI—250 Granturismo—cpe. (Far- 
ina body), $12,600; California conv, (Scag- 
lietti body), $12,600. (Heater standard on 
both models.) 

FIAT—6500 Series—2-dr. sunroof, $1,098; 
2-dr. sunroof sport, $1,228; 2-dr, Bian- 
china, $1,298; 2-dr. Bianchina sport, $1,- 
428; Jolly, $1,760. 600 Series—2-dr. sed., 
$1,398; 2-dr. sunroof, $1,460; 4-dr_ stat. 
wag., $1,658; Jolly, $1,906. 1100 Series— 
4-dr. sed., $1,659; 4-dr. deluxe sed., $1,- 
782; 4-dr. stat. wag., $1,918. 1200 Series 
—4-dr. sed., $1,998; roadster, $2,595. 1500 
Series—Roadster, $3,298. 2100 Series—4-dr. 


sed., $2,798; 4-dr. stat. wag., $3,058. 
(Heater standard on all models.) 
FIAT-ABARTH—750—Coupe (43 horse- 


power), $3,195; coupe Sestriere (33 horse- 
power), $2,895; Spyder Allemano (43 horse- 
power), $3,195. 850—Coupe, $3,195, (Other 
engine options available.) 

FORD (England)—Anglia — 105E 2-dr. 
sed., $1,608. Prefect—4-dr. sed., $1,686. 
Escort—2-dr. stat. wag., $1,714. Consul— 
4-dr. sed., $2,059; conv., $2,398. Zephyr— 
4-dr. Sed., $2,240; conv., $2,599. Zodiac— 
4-dr. sed., $2,412; conv., $2,890. 

GOGGOMOBIL—T-400—2-dr. sed., $995; 
Florida Sunroof Deluxe 2-dr. sed., $1,035; 
2-dr. Step-In van, $1,350; Coupe deVille. 
$1,395; Coupe deVille conv., $1,445. T-700 
— Cpe., $1,395; sport roadster, $1,445; 
Roust-About, $1,595; Sprint cpe., $1,695. 

GOLIATH—1190 Series—Hansa 2-dr. sed., 
$1,883; Hansa 2-dr. stat. wag., $2,024; 
Tiger sport cpe., $2,365. 

HI Special sed., $1,735; 


LLMAN—4-dr. 

4-dr, Deluxe sed., $1,875; conv., $2,149; 
2-dr. stat, wag. (Husky), $1,679; 4-dr. 
stat. wag. (Minx), $2,299. Gommer Cara- 
van—‘‘Mobile-home’’ type vehicle, $3,655. 

HUMBER—Super Snipe—4-dr. sed., $3,- 
995; 4-dr. stat. wag., $4,575. (Automatic 
transmission, power brakes and heater are 
standard.) 


JAGUAR — 3.8-Litre Sedan — 4-dr. sed. 
(overdrive), $4,765; 4-dr. sed. (overdrive 
and power steering), $4,895; 4-dr. sed. 


(automatic transmission and power steer- 
ing), $5,045. Mark IX—4-dr. sed. (auto- 
matic transmission and power steering), 
$6,020. XK-150— coupe, $4,642.50; coupe 
(overdrive), $4,807.50; coupe (automatic 
transmission), $4,892.50; conv., $4,762.50; 
conv. (overdrive), $4,927.50; conv, (auto- 
matic transmission), $5,012.50, XK-150-S— 
roadster (overdrive), $5,120; coupe (over- 
drive), $5,142.50; conv, (overdrive), $5,- 
262.50. (Heater standard on all models.) 
JENSEN—541-R—2-dr. sports sedan, 
$7,750. (Radio and heater standard.) 
LANCIA — Appia — 4-dr. sed., $2,398; 
conv, (Vignale), $4,490; coupe, $4,438; 
coupe (Zagato), $4,558. ia — 4-dr. 
sed., $5,998; coupe (Pinin Farina), $6,355; 
sport (Zagato), $6,485; G. T. Touring, $6,- 


tors” and sales to the few so-called | 485 


group buyers “have been discon- 
tinued.” 

Denying that its price differen- 
tials may result in a substantial 
lessening of competition or tend- 
ency toward monopoly, Inland asks 
dismissal of the complaint. 


AMC Sees Gain 
In Canadian Sales 


TORONTO,—American Motors 
expects to push its car sales 23 per- 
cent higher in Canada in the 1961 
model year and — eventually — to 
sell stock to Canadians. 

This is what Roy D. Chapin jr., 
president of the Canadian subsidi- 
ary of the United States auto build- 
er, said to a press conference at 
the time of the dealer preview of 
new models. 

The Canadian company is resum- 
ing the building of cars in a new 
$3,500,000 plant at Brampton, 25 
miles northeast of here, in January. 
Sales this year are estimated at 
16,000 units, including both Ameri- 
can and Rambler models, Chapin 
said. 





LLOYD—600 Series—2-dr. sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 
2-dr. 4-passenger stat, wag., $1,445; 2-dr. 
4-passenger sunroof stat, $1,500; 
2-dr. 6-passenger stat.. wag., $1,675; 2-dr. 
6-passenger sunroof stat. wag., $1,740; 
2-dr. 6-passenger stat. wag. (long wheel- 
base), $1,795; 2-dr, 6-passenger sunroof 
stat. wag. (long wheelbase), $1,895. Ara- 
bella 900—2-dr. sed., $1,745; 2-dr. sun- 
roof sed., $1,830. 

MASERATI—Coupe, $11,400; conv., $12,- 
300. 

MERCEDES-BENZ—180—4-dr. sed., $3,- 
250. 180-D (diesel engine) — 4-dr, sed., 
$3,527. 190—4-dr. sed., $3,441. 190-D (die- 
sel engine)—4-dr. sed., $3,718. 190-SL— 
roadster, $5,032; coupe, $5,244; coupe 
(with removable hardtop and convertible 
top), $5,428. 220—4-dr. sed., $4,283. 220-S 
—4-dr. sed., $4,583. 220-SE—4-dr. sed., 
$5,018; conv. or coupe (folding emergency 
seat), $8,091; conv. or coupe (bench-type 
rear seat), $8,184. 300—4-dr. hardtop, 
$10,070; 4-dr. hardtop (automatic trans- 
mission), $10,438; 4-dr. conv., $12,644; 
4-dr. conv. (automatic transmission), $13,- 
629. 300-SL—roadster, $10,950; coupe, $11,- 
128; coupe (with removable hardtop and 
convertible top), $11,397. Station Wagons— 
180—4-dr, stat. wag., $5,000; Kombi, $4,- 
903. 180-D (diesel engine) — 4-dr. stat. 
wag., $5,228; Kombi, $5,131. 190 
4-dr. stat. wag., $5,196; Kombi, $5,100. 
190-D (diesel engine) — 4-dr. stat. wag., 
$5,423; Kombi, $5,328. (Heater standard 
on all models. Power brakes standard on 
all models except Series 180, 180-D, 190 
and 190-D.) 

$1,- 


METROFOLITAN — 2-dr, hardtop, 
MG-MGA 1600—roadster (disk wheels), 


672.60; conv., $1,696.60. 
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$2,444; roadster (wire wheels), $2,544; cpe. 
(disk wheels), $2,667; cpe. (wire wheels), 
$2,767. MGA-DOHC—conv., $3,069; coupe, 
$3,263 (disk brakes and knock-on disk 
wheels standard). Magnette Mark III—4- 
dr. sed., $2,695. (Heater standard on 
Magnette.) 


MORETTI—750 Series (35 horsepower)— 
Super Panoramica 4-dr. sed., $2,495; Coupe 
Turismo, $2,495. 750 Series (43 horsepower, 
dual carburetors)—Super Coupe Turismo, 
$2,995; Spyder conv., $2,995. , 

MORGAN — Series II — 2-seat roadster, 
$2,240. Plus Four—2-seat roadster, $2,810; 
nm roadster, $2,850; 2-seat coupe, $2,- 

MORRIS—850—2-dr. sed., $1,295. 1000 
Standard—4-dr. sed., $1,678; 2-dr. sed., 
$1,495; conv., $1,574; 2-dr, stat, wag., 
$1,798. 1000 Deluxe—4-dr, sed., $1,718; 
2-dr. sed., $1,599; conv., $1,636; 2-dr. 
stat. wag.. $1,825. Oxford—4-dr, sed., 
$2,259. 

NSU PRINZ—2-dr. sed., $1,398; 2-dr. 
sunroof sed., $1,487. NSU Prinz 30 (36 
horsepower)—2-dr, sed., $1,498, (All are 
5-passenger models.) NSU Sport Prinz— 
cepe., $2,200. (Heater standard on all 
models.) 

OPEL—Rekord — 2-dr. sed.. $1,957.50. 
Caravan — 2-dr. stat. wag., $2,262.60. 
(Heater standard on both models.) 

PANHARD—Dyna Deluxe 4-dr. sed., $1,- 
697; Grand Standing 4-dr. sed., $1,725. 

PEERLESS—G, T. 2-litre coupe, $3,985. 
(Heater standard.) 

PEUGEOT—403 
$2,250; 4-dr. stat. wag., $2,490. (Heater 
standard on both models.) 

PORSCHE Roadster, $3,780; Super 
Roadster, $3,995; Super 90 Roadster, $4,- 
320; Coupe, $3,920; Super Coupe, $4,140; 
Super 90 Coupe, $4,470; Hardtop, $4,170; 
Super Hardtop, $4,390; Super 90 Hardtop, 
$4,720; Cabriolet, $4,250; Super Cabriolet, 
$4,470; Super 90 Cabriolet, $4,800. 


— 4-dr. sunroof sed., 


Current 





PRINCE SKYLINE—4-dr. sed., $2,295 
(West Coast PUE.) 


RENAULT — 4CV — 4-dr. sed., $1,292; 
4-dr. sunroof sed., $1,352. -dr, 
sed., $1,585; 4-dr. sunroof sed., $1,640. 


Caravelie—hardtop cpe., $2,295; conv., $2,- 
395. (Heater standard on all models.) 
ROVER—100—4-dr. sed., $3,695. 3-Litre 


—4-dr. sed., $4,620. 
RO) ROYCE—Slilver Cloud—Standard 
Steel Saloon, $15,655. (Automatic trans- 


mission, power steering, power brakes, 
radio, heater standard.) Other models are 
custom-built and vary considerably in price. 
SAAB—93-F—2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr, sun- 
roof sed., $2,019; 2-dr. stat, wag, (3-speed 
transmission), $2,265; 2-dr. stat, wag. (4- 
speed transmission), $2,395. Granturismo 
750—-2-dr, sed. (4-speed transmission), $2,- 
788. (Heater standard on all models.) 
SIMCA—Aronde—Deluxe 4-dr, sed., $1,- 
698; Super Deluxe 4-dr. sed., $1,798; Etoile 
4-dr. sed., $1,658; Elysee 4-dr. sed., $1,898; 
Montihery 4-dr. sed., $1,971; Chatelaine 
2-dr. stat. wag., $1,963; Grand Large 2-dr. 
hardtop, $2,071; Monaco 2-dr. hardtop, $2,- 
146; Plein Ciel hardtop sport coupe, $2,947; 
Oceane conv., $3,167; Oceane S conv., $2,- 
795. Ariane (4-cylinder)—4-dr, sed., $1,998. 
Ariane (V-8)—4-dr. sed., $2,098. Vedette 
(V-8)—Beaulieu 4-dr. sed., $2,298. (Heater 
standard on all Aronde models except 
Etoile.) 
SINGER — Gazelle — 4-dr. sed., $2,095; 
conv., $2,349; 4-dr. stat. wag., $2,425. 
SKODA — Octavia 2-dr. sed., $1,575; 
Octavia Super 2-dr. sed., $1,675; Touring 
Sport 2-dr. sed., $1,775; Felicia conv., 
$1,995; Felicia (with removable hardtop 
and convertible top), $2,150. (Heater 
standard on all models.) 
SUNBEAM—Rapier—2-dr. hardtop, $2,- 
os conv., $2,649; Alpine—Roadster, $2,- 
5 


TAUNUS—12 M Super—2-dr. sed., $1,- 


Prices on U. 








701; 2-dr. Combi-wagon, $1,875. 17-M 
ES) -dr. sed., $2,120.50; 2-dr. sed., 
$2,028.50; 2-dr. Combi-wagon, $2,237. 17-M 
Deluxe—4-dr, sed., $2,266.50; 2-dr. sed., 
$2,174.50; 2-dr. Combi-wagon, $2,383. 

TEMPO—Viking Rapid—6-passenger stat. 
wag., $2,170.60; 9-passenger stat, wag., 
$2,203.60. Matador—3-passenger stat. 
wag., $2,482.75; 6-passenger stat, wag., 
$2,514.65: 9-passenger stat. wag., $2, 
546.55; 12-passenger stat. wag., $2,712.50. 

TOYOPET — Tiara — 4-dr. sed., $1,613. 
Crown Custom—4-dr. sed., $1,795; 4-dr. 
stat. wag., $2,080. Toyota Land Cruiser— 
Soft top, $2,665; hardtop, $2,995; stripped 
model, $2,425. 

TRIUMPH—4-dr. stat. wag., $1,899. Her- 
ald — 2-dr. sed., $1,849; coupe, $2,149; 
conv., $2,229. TR-3 (sports car) — conv., 
$2,675; hardtop, $2,835, (Heater standard 
on Herald models.) 

TURNER—Standard 950 sports roadster, 
$2,345; Stage II roadster, $2,735; Coven- 
try Climax Stage I roadster, $3,170; Cov- 
eatry Climax Stage II roadster, $3,570. 

‘ VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
(Heater standard on both models.) 

VESPA — V-400 — 2-dr. sunroof sed., 
$1.080. 

VOLKSWAGEN—2-dr. sed., $1,565; 2-dr. 
sunroof sed., $1,655; conv., $2,055; stat. 
wag., $2,245; deluxe stat. wag., $2,620. 

nm Ghia—cpe., $2,430; conv., $2,- 
695. (Heater standard on all models.) 

VOLVO—Special 2-dr. sed. (60 horse- 
power), $1,895; Deluxe 2-dr. sed, (60 horse- 
power), $1,995; PV-544 2-dr. sed, (85 
horsepower), $2,195; 122-S 4-dr. sed., $2,- 
495. (Heater standard on all models.) 

WARTBURG—Standard 4-dr. sed., $1,- 
688; standard 4-dr. sunroof sed., $1,778; 
deluxe 4-dr. sed., $1,799; deluxe 4-dr. sun- 
roof sed., $1,889; 2-dr. stat. wag., $1,898; 
4-dr. deluxe stat. wag., $2,085; conv., $2,- 
099; coupe, $2,199; sports roadster, $2,799. 


S. Cars 





The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 


items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1960, by Automotive News) 


1961 MODELS 
BUICK—Special — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
4-dr. 2-seat stat. wag., $2,654; deluxe 4-dr. 
2-seat stat. wag., $2,789. 


LeSabre—4-cr. 


sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 
top, $3,152; conv., $3,382; 4-dr. 2-seat 


stat. wag., $3,623; 4-dr. 3-seat stat. wag., 
$3,730. Invieta—4-dr. hardtop, $3,515; 2-dr. 


hardtop, $3,447; conv., $3,620. Electra— 
4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 225—4-dr. 
hardtop, $4,350; conv., $4,192. (Turbine 


Drive transmission standard on all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 


CADILLAC — Series 62 — 4-dr. hardtop 
(short deck), $5,080; 4-dr. hardtop (flat 
roof or sloping roof), $5,080; 2-dr. hard- 
top, $4,892; conv., $5,455; Sedan de Ville 
4-dr. hardtop (flat roof. or sloping roof), 
$5,498; Coupe de Ville 2-dr. hardtop, $5,- 
252; Eldorado Biarritz conv., $6,477. 60 
Special—4-dr. hardtop, $6,233. Series 75— 
8-pass. sed., $9,533; limousine, $9,748. 
(Hydra-Matic, power steering, power 
brakes standard on all models.) 

CHEVROLET—Corvair—Series 500—4-dr. 
sed., $1,974; coupe, $1,920; 4-dr. 2-seat 
stat. wag., $2,266. Series 700——-4-dr. sed., 
$2,039; coupe, $1,985; 4-dr. 2-seat stat. 
wag., $2,331. Monza 900 — Sport coupe, 
$2,201. Greenbrier—Sport Wagon, $2,651. 


(The following prices are for six-cylin- 
der models, For V-8s, add $107.) Biscayne 
—4-dr. sed., $2,316; 2-dr. sed., $2,262; 
utility sed., $2,175. Bel Air—4-dr. sed., 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, 
$2,554; 2-dr. hardtop, $2,489. Impala—4- 
dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr. 
hardtop, $2,662; 2-dr. hardtop, $2,597; 
conv., $2,847. Station Wagons—4-dr. 2-seat 
Brookwood, $2,653; 4-dr. 3-seat Brook- 
wood, $2,756; 4-dr. 2-seat Parkwood, §2,- 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, 
$2,992. Corvette—Conv. (V-8 std.), $3,934. 


CHRYSLER—Newport—4-dr. sed., §$2,- 
964; 4-dr. hardtop, $3,104; 2-dr, hardtop, 
$3,025; conv., $3,442; 4-dr, 2-seat stat. 
wag., $3,541; 4-dr, 3-seat stat, wag., $3,- 
622. Windsor — 4-dr. sed., $3,218; 4-dr. 
hardtop, $3,367; 2-dr. hardtop, $3,303. New 
Yorker—4-dr, sed., $4,123; 4-dr. hardtop, 
$4,261; 2-dr, hardtop, $4,175; conv., $4,- 
592; 4-dr. 2-seat stat, wag., $4,764; 4-dr. 
3-seat stat. wag., $4,871. 300-G—2-dr. 
hardtop, $5,411; conv., $5,841. (Torque- 
Flite, power steering, power brakes stand- 
ard on New Yorker and 300-G.) 


COMET—4-dr. sed., $2,053; 2-dr. sed., 
$1;998; 2dr, #2-seat stat. wag., $2,310; 4- 
dr. 2-seat stat, wag., $2,353, 


DeSOTO—4-dr. hardtop, $3,167; 2-dr. 
hardtop, $3,102. 
DODGE—Lancer—Series 170—4-dr. sed., 


$2,069; 2-dr. sed., $2,007; 4-dr. 2-seat stat. 
wag., $2,382. Series 770—4-dr. sed., $2,- 
154; 2-dr. hardtop, $2,181; 4-dr. 2-seat 
stat. wag., $2,466. 


Dart—(Prices are for six-cylinder mod- 


els. For V-8s, add $119.) Seneca—4-dr. 
sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat 


stat. wag., $2,695. r—4-dr. sed., 
$2,459; 2-dr. sed., $2,410; 2-dr. hardtop, 
$2,488; 4-dr. 2-seat stat. wag., $2,787; 


4-dr. 3-seat stat. wag., $2,892. Phoenix— 
4-dr. sed., $2,595; 4-dr. hardtop, $2,677; 
2-dr. hardtop, $2,618; conv. (V-8 std.), 
$2,988. 


Polara V-8 — 4-dr. sed., $2,966; 4-dr, 
hardtop, $3,110; 2-dr. hardtop, $3,032; 
conv., $3,252; 4-dr. 2-seat stat. wag., 


$3,294; 4-dr. 3-seat stat. wag., $3,409. 


FORD—Falcon—4-dr. sed., $1,974; 2-dr. 
sed., $1,912; 2-dr, 2-seat stat. wag., §$2,- 
225; 4-dr. 2-seat stat. wag., $2,268, 

(The following prices are for six-cylinder 
models. For V-8s, add $116.) Fairlane— 
4-dr. sed., $2,315; 2-dr. sed., $2,261. -Fair- 
lane 500—4-dr, sed., $2,430; 2-dr. sed., $2,- 
376, Galaxie—4-dr. sed., $2,590; 2-dr. sed., 
$2,536; 4-dr. hardtop, $2,662; 2-dr, hard- 
top, $2,597; starliner 2-dr, hardtop, $2,- 
597; conv., $2,847, Station Wagons—2-dr. 
2-seat Ranch Wagon, $2,586; 4-dr, 2-seat 
Ranch Wagon, $2,656; 4-dr, 2-seat Country 
Sedan, $2,752; 4-dr. 2-seat Country Sedan, 
$2,856; 4-dr, 2-seat Country Squire, $2,- 
941; 4-dr, 3-seat Country Squire, $3,011. 


IMPERIAL—Custom—4-dr. hardtop, $5,- 
109; 2-dr. hardtop, $4,922.50. Crown—4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. hardtop, 
$6,426. (TorqueFlite, power steering, power 
brakes standard on all models.) 


MERCURY—(Meteor 600 and Meteor 800 
prices are for six-cylinder models, Yor 
V-8s, add $116.) Meteor 600—4-dr. sed., 
$2,471; 2-dr. sed., $2,417. Meteor 800 — 
4-dr. sed., $2,649; 2-dr. sed., $2,595; 4-dr. 
hardtop, $2,721; 2-dr, hardtop, $2,656. 
Monterey V-8 — 4-dr. sed., $2,869; 4-dr. 
hardtop, ‘$2,941; 2-dr, hardtop, $2,876; 
conv., $3,126. Station Wagons—Commuter 
Six 4-dr, 2-seat, $2,806; Commuter V-8 
4-dr. 2-seat, $2,922; Colony Park V-8 4-dr, 
2-seat, $3,118. 


OLDSMOBILE — F-85 — Standard 4-dr. 
sed., $2,384; deluxe 4-dr. sed., $2,519; 
standard 4-dr. 2-seat stat. wag., $2,654; 
deluxe 4-dr. 2-seat stat. wag., $2,789. 

Dynamic 88—4-dr. sed., $2,900; 2-dr. 
sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
$3,471. Super 88—4-dr. sed., $3,176; 4-dr. 
hardtop, $3,402; 2-dr. hardtop, $3,325; 
conv., $3,592; 4-dr. 2-seat stat. wag., $3,- 
665; 4-dr. 3-seat stat. wag., $3,773. Series 
98—4-dr. sed., $3,887; 4-dr. hardtop (slop- 
ing roof), $4,021; 4-dr. hardtop (flat roof), 
$4,159; 2-dr. hardtop, $4,083; conv., $4,- 
362. (Hydra-Matic, power steering, power 
brakes standard on Series 98.) 

PLYMOUTH — Valiant — V-100 — 4-dr. 
sed., $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat 
stat. wag.; $2,327. V-200—4-dr. sed., $2,- 
110; 2-dr. hardtop, $2,137; 4-dr. 2-seat 
stat. wag., $2,423. 


(The following prices are for six-cylinder 
models, For V-8s, add $119.) Savoy—4-dr. 


sed., $2,310; 2-dr. sed., $2,260. Belvedere— 
4-dr. sed., $2,439; 2-dr. sed., $2,389; 2-dr. 
hardtop, $2,461. Fury—4-dr. sed., $2,575; 
4-dr. hardtop, $2,656; 2-dr. hardtop, §2,- 
599. Station Wagons—2-dr. 2-seat Deluxe, 
$2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr. 
2-seat Custom, $2,761. Plymouth V-8— 
(On the following models, a V-8 engine 
is standard and a six-cylinder engine is 
not available). Fury V-8—Conv., $2,967. 
Station Wagon V-8—4-dr. 3-seat Custom, 


$2,990; 4-dr. 2-seat Sport, $3,024; 4-dr. 
3-seat Sport, $3,134. 
PONTIAC—Tempest—4-dr. sed., $2,167; 


4-dr. 2-seat stat. wag., $2,438. 
Ca 


Jatalina—4-dr. sed., $2,702; 2-dr. sed., 
$2,631; 4-dr. hardtop, $2,842; 2-dr. hard- 
top, $2,766; conv., $3,078; 4-dr. 2-seat 


stat. wag., $3,099; 4-dr. 3-seat stat. wag., 
$3,207. Ventura—4-dr. hardtop, $3,047; 2- 
dr. hardtop, $2,971. Star Chief—4-dr. sed., 
$3,003; 4-dr. hardtop, $3,136. Bonneville— 
4-dr. hardtop, $3,331; 2-dr. hardtop, $3,- 
255; conv., $3,476; 4-dr. 2-seat stat. wag., 
$3,530. 

RAMBLER—American—Deluxe — 4-dr. 
sed., $1,894; 2-dr. sed., $1,845; 2-dr. 2-seat 
stat. wag., $2,080; 4-dr. 2-seat stat. wag., 
$2,129. Super—4-dr. sed., $1,979; 2-dr. 
sed., $1,930; 2-dr. 2-seat stat, wag., $2,- 
165; 4-dr. 2-seat stat. wag., $2,214. Cus- 
tom—4-dr, sed., $2,109; 2-dr. sed., $2,060; 
conv., $2,369; 2-dr. 2-seat stat. wag., 
$2,295; 4-dr. 2-seat stat. wag., $2,344. 

Classic—Deluxe Six—4-dr. sed., $2,098; 
4-dr. 2-seat stat. wag., $2,437. Super Six— 
4-dr, sed., $2,268; 4-dr, 2-seat stat. wag., 
$2,572; 5-dr. 3-seat stat. wag., $2,697. 
Custom Six—4-dr. sed., $2,413; 4-dr, 2- 
seat stat. wag., $2,717; 5-dr. 3-seat stat. 
wag., $2,842. Super V-8—4-dr. sed., $2,- 
397; 4-dr. 2-seat stat, wag., $2,701; 5-dr. 
3-seat stat. wag., $2,826. Custom V-8— 
4-dr. sed., $2,512; 4-dr. 2-seat stat. wag., 
$2,816; 5-dr. 3-seat stat. wag., $2,941, 

Ambassador—Super V-8—1-dr, sed., $2,- 
537; 4-dr. 2-seat stat. wag., $2,841; 5-dr. 
3-seat stat. wag., $2,966. Custom V-8— 
4-dr, sed., $2,682; 4-dr, 2-seat stat. wag., 
$2,986; 5-dr, 3-seat stat, wag., $3,111. 


STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,005; 2-dr. sed., $1,935; 2-dr. 2-seat 
stat. wag., $2,290; 4-dr. 2-seat stat. wag., 
$2,370. Lark Regal Six—4-dr. sed., $2,155; 
2-dr, hardtop, $2,243; conv., $2,554; 4-dr. 
2-seat stat. wag., $2,520. Lark Deluxe V-8 
—4-dr, sed., $2,140; 2-dr. sed., $2,070; 
2-dr. 2-seat stat, wag., $2,425; 4-dr, 2-seat 
stat. wag., $2,505. Lark Regal V-8—4-dr. 
sed., $2,290; 2-dr. hardtop, $2,378; conv., 
$2,689; 4-dr. 2-seat stat. wag., $2,655. 
Lark Cruiser V-8—4-dr. sed., $2,458. Hawk 


V-8—Sport coupe, $2,650. 
* * * 
1960 MODELS 
FORD—Thunderbird (V-8 std.),—2-dr, 
hardtop, $3,755; conv., $4,222. 
LINCOLN—Lincoin—4-dr. sed., $5,441; 


4-dr, hardtop, $5,441; 2-dr, hardtop, $5.- 


253. Premiere—4-dr. sed., $5,945; 4-dr. 
hardtop, $5,945; 2-dr. hardtop, $5,698. 
Continental—4-dr. sed., $6,845.30; 4-dr. 
hardtop, $6,845.36; 2-dr. hardtop, $6,- 


598.30; conv., $7,056.20; town car, $9,208; 
limousine, $10,230. (Automatic transmis- 
sion, power steering, power brakes, radio, 
heater standard on all models.) 


New Commercial-Car Registrations, 
Four States for September, 1960-1959 


Truck istrations by states are 
compiled 


released weekly, as 
by R. L, Polk representatives in 
state capitals. 


Nebraska "60! 
'59| 

New Hampshire ‘60 
‘59 

Virginia ‘60 
‘59 
Wisconsin *60| 
59) 

Four States Reported to Date "60! 
For September '59| 
Year *60) 
To Date ‘59| 
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Mack | baker | White | Willys | Misc. 
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Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 
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Five Makers Show Gains .. . 


AUTOMOTIVE NEWS, OCTOBER 24, 1960 


9-Month Truck Output Up 4.9% 


By Martin L, Whitmyer 
Staff Writer 


Param ye cane nes output dur- 
ing the first nine months of this 
year was 4.9 percent above the 
comparable period a year ago, but 
only five makers were able to show 
percent-of-industry gains over the 
January-September period of 1959. 

The 947,880 trucks turned out 
during the first three quarters of 
this year compared with 903,695 
assemblies during the year-ago 
period, and marked the highest 
point truck output has reached 
since 1951, when the nine-month 

total was 1,126,147. 

The five makers who showed 
percent-of-industry gains over the 
first nine months of 1959 were GMC, 
up 1.52 points; Chevrolet, 1.21 
points; Willys, 0.76 points; Ford, 
0.14 points, and Divco, 0.01 points, 

Showing percent-of-industry de- 
clines from a year ago were Inter- 
national, off 1.93 percentage points; 
Dodge, 0.71 points; Mack, 0.35 
points; White, 0.33 points; Diamond 
T, 0.27 points; Studebaker, 0.04, and 
the miscellaneous group, which in- 
cludes Corbitt, Marmon-Herrington, 
Federal, FWD, etc., off 0.01 points. 

a * * 



















































Ge PICKED up its 1.52 percent- 
age points by increasing its 
output 27 percent over 1959. The 
General Motors unit captured 8.69 
percent of total industry output on 
82,386 assemblies during the first 
nine months of this year, compared 
with 7.17 percent gained on 64,828 
assemblies a year ago. 

Chevrolet again led all truck 
makers as it upped its output 
9 percent over a year ago. The 
GM division picked up 31.74 per- 
cent of total industry production 
on 300,864 assemblies this year, 
compared with 30.53 percent on 
275,933 trucks built during the 
first three quarters of 1959. 

Ford was the industry’s second 
largest commercial-car producer, 
capturing 28.40 percent of total in- 
dustry output on 269,178 assemblies 
this year, compared with 28.26 :per- 
cent on 255,363 assemblies a year 
age, Its output increase was 5.4 
percent. 

* * * 
ya upped its output 13 per- 
cent over a year ago and also 
moved into third place among the 
top commercial-car manufacturers. 

Willy’s output of 100,370 trucks 
and Jeeps during the first three 
quarters of this year was good 
for 10.59 percent of total industry 
assemblies. A year ago, the Tole- 
do manufacturer captured 9.83 
percent of total industry produc- 
tion on 88,802 assemblies. 

Divco picked up its 0.01 points 
as it took 0.29 percent of total in-|’ 
dustry output on 2,756 assemblies 
this year, compared with 0.28 per- 
cent gained on 2,486 assemblies dur- 
ing the first nine months of 1959. 

* * * 


Recs loser on a percent-of- 
industry basis from a year ago 
was International, which declined 
1.93 points. 

IH’s output declined 11.7 per- 
cent as it turned out 97,646 trucks 
good for 10.30 percent of total 
industry output during the first 
three quarters of this year, com- 
pared with 12.23 percent gain on 
110,530 assemblies during the com- 
parable period of last year. 
Dodge’s output declined 6.5 per- 


Few Ask Refunds 
Of Pa. Sales Tax 


HARRISBURG, Pa.—The State 
Revenue Department said only a 
few hundred of 10,000 to 15,000 eligi- 
ble motorists have requested sales- |x 
tax refunds on cars purchased out 
of state during the last four years. 

In 1956, Pennsylvania began 
imposing a 4 percent sales tax on 
the full price of cars purchased 
outside the state. Last spring, 
Dauphin County Court ruled that 
it was illegal to tax that part of 
the cost covered by the tradein. 

The state decided not to appeal 
the ruling and announced that re- 
funds would be made. Observers 
believe that a chief reason for the 
small number of refund petitions is 
the red tape involved and the many | 
documents that must accompany 
the requests. 


ITE’S output skidded 16.2 per- 
cent as it produced 12,662/ numerical loss, dropping 51.1 per- 
trucks for 1.34 percent of total in-| cent from 1959. The firm turned out 


Pattison Gets Own Deal 


NEW ORLEANS.—William T.| pared with 0.50 percent picked up 
Pattison, who has been general/on 4,479 assemblies a year ago. 
manager of Pattison Pontiac Co., 
Inc., for seven years and who is/ out 3,531 trucks for 0.37 percent of 
the son of Owner George P. Patti-| total industry production this year, 
son, has acquired the Cadillac-| compared with 0.38 percent gained 
Pontiac dealership in Hopkinsville,| on 3,457 commercial vehicles pro- 
Ky. He will operate as Pattison} duced last year. Its numerical gain 
Cadillac-Pontiac, Inc. 





cent as it turned out 55,354 trucks| dustry assemblies this year, com- 
good for 5.84 percent of total indus-| Pared with 15,111 assemblies good 
try production, compared with 6.55| for 1.67 percent of total industry 
percent picked up on 59,225 trucks| Production a year ago. 

produced a year ago. 

Mack saw its output decline 19.5 
percent as it turned out 10,733 
trucks for 1.13 percent of total in- 
dustry output this week, compared 
with 1.48 percent gained on 13,337 
commercial vehicles produced a 
year ago. 


Studebaker showed an 0.7-per- 
cent increase in output, but de- 
clined 0.04 points on a percent-of- 
industry basis. er’s 10,- 
211 assemblies during the first 
nine months of this year were 
good for 1.08 percent of total in- 
dustry output, while a year ago it 
picked up 1.12 percent on 10,144 
trucks. 


Diamond T showed the biggest 


* * * 


2,189 trucks for 0.23 percent of 
total industry output during the 
first nine months of this year, com- 


The miscellaneous group turned 


was 2.1 percent. 
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How Each Maker Fared .. . 


Nine-Month Truck Output—'60 vs. ' 


Pet.of Months Pet. of 

Total Output, 

Output 1959 
275,933 
4,479 
2,486 
59,225 

255,363 


64,828 
110,530 
13,337 
10,144 
15,111 
88,802 


3,457 
903,695 


clubs, battery and electrical failures 
accounted for 25 percent of all 
service calls during 1959. Tire 
troubles were second in line with 


Answered by AAA 
20 percent of the calls. The latter 


CLEVELAND. — As more than 
1,000 officials of affiliated American | {Mculty, for many ee 
Automobile Assn. clubs assembled] 590. a1 on tubeleos re ee 
in Cleveland for ‘their 58th annual] -/ o> og - a iets - as all coe 
meeting last week, one of the clubs| ©» ea ue “w 
answered AAA’s 82 millionth service | 2": 


call. 
For light on dealktr thinking, read Dealer 
Based on reports of affiliated rorum each week on Page 3. 
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Brown Aluminum Cargo Vans speed 
loading of food, keep jet flights on schedule 


The scene above shows one more example of 
the versatility and stamina of Brown Cargo Vans. 
Mounted on a special scissors-type hoist, this 
Brown Cargo Van makes it possible to load 117 
complete jet-flight meals in just 12 minutes. 


Even if your problem is not so dramatic, you 
should be interested in the reasons why 18 Brown 
Cargo Vans were chosen for this job: 


Brown Cargo Vans are durable. The first 
Brown Cargo Van... built more than 20 years 
ago, is still in operation. You can expect your 
Browns to outlast three or more truck chassis. 


Many sizes, exterior styles available. 16 
basic models, each available in lengths from 9-ft. 
to 22-ft., plus a choice of 4 exterior styles, gives 
you the industry’s widest range of models to 
choose from. 


Wide choice of options includes wide and 
narrow two-panel rear doors, hinged or sliding 
doors, choice of flooring, liners, insulation, gates, 
etc. 


Prompt parts and repair service through 
Brown’s nationwide dealer organization means 
better service for both local and national fleet 
owners and operators. 


Call your local Brown Cargo Van Dealer or 
write today for free folder. 


CLARK EQUIPMENT COMPANY 
BROWN TRAILER DIVISION 


Michigan City, Indiana 
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Lawsuits Affecting Dealers . . . prgannes ag Sh very dang hg 
Court Decisions 


tract price of $34,000. The building 
was to be used by the automobile; —_ 
By Leo T. Parker 
Attorney at Law 


dealer for a repair shop. 
A FEW weeks ago a higher court 


























LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 









at least one sign stating the price 
per gallon, The price shown shall 
include all taxes. 

The law further provides that 
“no other” signs relating to the 
price of motor fuel shall be posted 
or displayed on or about the prem- 
ises where gasoline is sold at re- 
tail, and within view of any public 






After the contract was signed, 
rendered an important decision 


the contractor 
ing Department of the city. The 
clarifying present and numerous 
discussions as to whether a sign 


Building Department returned 

the plans along with a “plan cor- 
rection sheet” and listed certain 

on a gasoline 

pump, which in- 

directly gives 













items required by the fire preven- 
tion provisions of the building 
code, relating to the use of the 
structure as an automotive re- 
pair shop, which required either 

prices for which installation of automatic sprink- 

gasoline is sold, 

violates state and 

city laws prohib- 

iting signs which 

advertise the sell- 









ing price of gas- 
oline, : 

For example, in 

‘ Sun Oil Co. v. Di- 
L. T. Parker rector of Divi- 
sion, 163 N. E, (2d) 276, a state 
law was litigated which provides 
that every retail dealer in gasoline 
shall publicly display on each pump 







63 So. State St., Hackensack, N. J. 
DISTRIBUTOR INQUIRIES INVITED 
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Profits Squeeze 
periance- ono l® 


Called No. I 


Business Crisis 


NEW YORK. — The real crisis 
confronting business is the squeeze 
on profits, Lawrence A. Appley, 
president, American Management 
Assn., told the annual meeting of 
the organization. 

“During the past 20 years a 
steady climb in prices has absorb- 
ed increasing costs,” Appley said. 
“It didn’t take much skill to pass 
increasing costs right on to the 
public. But now inflation has been 
effectively even if temporarily curb- 








NO LUXURY 


Some dealers 
think that main- 
taining a good 
ic image is : 
they can’ 
afford, but it costs 
peanuts the way 
we do it. Your 
eres image 
rings in OR 
KEEPS OUT the 
Best customers. 





ED FISKE Details from 
ed. The softness we are experienc- 
Edward Fiske Co., Wane Pitenney. ing and the anticipated slump are 


in profits more than in volume of 
business.” 

Management must meet this 
crisis by more accurate long-range 
planning and more effective current 
use of brainpower, he declared. 

Appley pointed out that there has 
been much talk in the past about 
long-range planning, but little was 
done to implement it until recently. 
He said there was nothing new 
about employing brainpower. 

“Motivation research combined 
with data processing equipment, for 
example, can reduce fact finding to 
a pushbutton operation,” he said. 
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— miles as “Now management has to learn 
Saco epenane. Gost U.S Gor. $20, en what facts are useful and how to 
= handling. ® i oe use them after they are compiled.” 
paid, Send check or Be 
PRESTON’S, 102 Main St., Greenport, N.Y Phila. to Probe 


Exhaust’s Effect 


PHILADELPHIA.—Effects of 
auto fumes on the health of Phila- 
delphians will be among the topics | ,,, 
discussed by air-pollution experts 
who meet here during Cleaner Air 
Week which opened yesterday 
(Oct. 23). Philadelphia will be the 
first city in the East to stage such 
discussions. 

Some 4,000 tons of exhaust gases 
and “gunk” are put into the air 
over the city every 24 hours by 
about 1,500,000 autos burning 3,400,- 
000 gallons of gasoline a day, said 
Earl M. Mason, director of Environ- 
mental] Health Services of the State 
Department of Health. An import- 
ant question is whether gases and 
“gunk” are exceeding the air sup- 
ply and its ability to cleanse itself 
through natural processes, he said. 


SOMETHING TO SELL CYCLISTS? 


Approximately 70,000 motorcycles/ 
motor scooters are registered in 
California. MRN can furnish you a 







complete list of owners, to help you 
sell this important market. For book- 
let, write Dept. N, Motor Registration 
News of California, 523 East 14th 
Street, Oakland 6, California. 





SPOTLIGHTS 


highway or reservation. 


A company which sold gasoline 
displayed signs stating that its 
gasoline was thrifty and that the 
purchaser need to pay only for 
the octane needed, The dispens- 
ing pump to which the signs were 
attached are adjustable, if desir- 
ed, so as to blend in its nozzle, 
with gasoline of a standard oc- 
tane rating, a predetermined 
amount of other gasoline or “oc- 
tane concentrate” which has a 
high octane rating. 


Thus a single pump and two 
storage tanks make possible the 
delivery to each customer of gaso- 
line which has an octane rating 
deemed suitable to the compression 
ratio of the engine of his automo- 


bile. 


In subsequent litigation, the high- 
er court held that this company 
did not violate the above mentioned 


State law, saying: 


“We hold that the signs are not 
signs ‘stating or relating to the 


price of motor fuel.’” 
; * * * 


Interstate Forgery 


ene a higher court held 

@ person guilty of forgery 
where the testimony showed that 
he purchased an automobile and 
gave the seller a false check drawn 
on a bank located in another state. 


For illustration, in Cunningham 
v. United States of America, 272 
Fed. Rep. (2d) 791, it was shown 
that a man named Cunningham 
bought a Dodge automobile from 
Glover Motor Co. in Asheville, 
N. C., giving in payment a check 
drawn by him on the Home Na- 
tional Bank in Johnson City, 
Tenn. 


The higher United States court 
held that Cunningham was guilty 






lers or the division of the build- 
ing into two parts by a proper 
fire resistant wall. 

Then the automobile dealer sent 
notice to the contractor that he 
would not construct the building, 
because of the additional expense 
required by the City Building De- 
partment, The contractor refused 
to cancel the contract. 

In subsequent litigation, the high- 
er court held that the automobile 
dealer had no legal right to re- 
scind. Further, the contractor need 
not return the initial payment of 
$6,800, which had been made pur- 
suant to the contract. The court 
said: 

“If plaintiff (automobile dealer) 
failed to consider the need for au- 
tomatic sprinklers, partition walls, 
or other matters not expressly cov- 
ered by the contract, it was of no 
concern of defendant (contractor) 
and was a collateral matter.” 





































HE truck-sales pace continued 
to ease in August, leaving 1960 
registrations just a shade above the 
total for the like period of last year. 

Sales during the month totalled 
81,440 units, off 7.86 percent from 
the 88,387 trucks sold in August 
of last year. This year’s August 
figure was 2.22 percent above the 
719,674 truck sales in July. 

Only GMC, Studebaker and the 
miscellaneous group were able to 
push their August sales above the 
totals for the like month of last 

















of forgery explaining that an auto- 
mobile purchaser who draws a false 
check on a bank in payment for 
an automobile and who signs the 





year. 







check with a name other than his 
own is guilty of forgery, in viola- 


Stor A by each of the producers 
for August of this year and last 
























tion of interstate laws. Aug., Aug., 
o © . 1960 1959 
No Cancellation Goenweies cali 26,736 —_ 
AST month a higher court held QE cccccccccccccccsscoccceses 
L that a property owner cannot ee Sone vo cons 
cancel a construction contract al- Dodg Prrrrerrrt trite 3,685 4,747 
though he must spend more money Willys egustpbdéccnecsccenenese 2377 2560 
than he originally anticipated. erececccccvereresooooces 1005 1260 
Hence, the property owner is liable er seseeereseeeseersenesees "936 981 
in heavy damages to the contrac-| Studebaker 600 BAL 
Pe instance, in Bellwood Dis- pena en T eocceccvcccsce ‘2 = 
count Corp. v. Empire Steel Build- Ma ee ee 3,987 3,690 
ing Co., 346 Pac. (2d) 467, the tes-| “ —(a‘CO;tCOC z 
timony showed that an automobile Totals $1,440 88,387 
ssibicelaceaaiabed ; 







dealer and a contractor signed a 
valid contract under which the con- 
tractor agreed to furnish all labor 











How They Fared... 


Commercial Car Registrations 


By Makes 





The decline in sales in August 
took some of the edge off the truck 







Designed for Ranchero— 


Designed for the Falcon Ranchero, the 
Tip Topper Tent assembles in less than 
three minutes with the tent in the open 
position. Constructed of waterproof can- 
vas, it is tall enough to allow stand-up 
dressing and has two screened windows 
with flaps for ventilation. The tent, pro- 
duced by Victress Mfg. Co., Inc., North 
Hollywood, Calif., will accommodate two 
sleeping bags or a double-bed mattress. 
The firm also produces the Tip Topper, a 
hinged fiberglass cover for the truck bed. 


Stenhjem Buys Out Cranna 


DEVILS LAKE, N. D. — Paul 
Stenhjem is now the sole owner 
of Ramsey Motors (DeSoto-Plym- 
outh) here, having purchased the 
interest of C. A, Cranna in the deal- 
ership, Stenhjem became a partner 
in the firm in 1955. 





Truck Sales Ease Again 
But Still Lead Last Year 


industry’s showing in the first eight 
months of 1960. Earlier in the year, 
sales were running well ahead of 
the 1959 showing. Now the two to- 
tals are just about equal. 

Sales in the first eight months 
of this year amounted to 652,563, up 
a scant 0.74 percent from sales of 
647,749 in the like period of 1959. 

* * * 


wo the year to date, seven man- 
ufacturers show higher sales 
and increased market penetration 
over the showing in the like period 
of last year. The seven, their unit 
sales, percent of market and per- 
centage-point increases in penetra- 
tion were: 

Ford, 194,824 units sold, good for 
29.86 percent of the market, a gain 
of 0.34 percentage points; Interna- 
tional, 77,063 units, 11.81 percent, up 
1.04 points; GMC, 56,411 units, 8.64 
percent, up 1.09 points. 

Willys, 19,131 units, 2.93 per- 
cent, up 0.18 points; White, 10,563 
units, 1.62 percent, up 0.04 points; 
Brockway, 772 units, 0.12 percent, 
up 0.01 point, and miscellaneous, 
30,855 units, 4.73 percent, up 0.47 
points. 

Diamond T maintained its pene- 
tration at 0.29 percent as sales were 
increased to 1,887 units. 

The other four producers saw 
their unit sales and market pene- 
tration slip in the first eight months 
of this year. The four and their 
figures were: 

Chevrolet, 220,098 units, 33.73 per- 
cent, down 1.56 points; Dodge, 
29,462 units, 4.51 percent, down 1.26 
points; Mack, 7,881 units, 1.21 per- 
cent, down 0.23 points, and Stude- 
baker, 3,616 units, 0.55 percent, 
down 0.12 points, 

~ *” * 


The Philadelphia Air Pollution First Eight Months, 1959 vs. 1960 





UNITY 


{ pf) 
i Malti cebike Control Board in 1959 reported that 


private auto exhaust account for 37 
percent of the hydrocarbon emis- 
sions in this city. The private auto 
also contributes 19 percent of the 
airborne grime, while 41 percent is 
attributable to industrial and com- 
mercial sources, the board said. 


New Layoffs Reported 
At Rayon Tire-Cord Plant 


CLEVELAND. — Additional lay- 
offs have been reported at Indus- 
trial Rayon Corp.’s tire-cord plant 
here. Last May several hundred 
workers were dropped. 

At that time the firm said rising 
manufacturing costs had necessi- 
tated regrouping of manufacturing 
facilities. One observer said the 
layoffs were a result of the “fierce 
competitive battle between rayon 
and nylon tire-cord producers.” 
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First 8 
Months, 
960 


Percent Percent 
Share of Points 
’59 Market Changes 


Percent 
Share of 
60 Market 


First 8 
Months, 
1959 


228,605 
191,220 
69,763 
48,889 
37,363 
17,782 
10,265 
9,306 
4,336 
1,876 
7138 
27,606 


647,749 
*—-White includes Autocar, Freightliner, Reo and Sterling. 


**-Miscellaneous includes imports, Corbitt, Divco, 
Herrington, Peterbilt, ete, 


33.73 
29.86 
11.81 
8.64 
4.51 


100.00 


FWD, 


35.29 
29.52 
10.77 
7.55 
5.77 


1.58 
1,44 
67 
-29 
ll 
4.26 


100.00 


—1.56 
+ 34 
+1,04 
+1.09 
—1.26 


— Compiled from R. L. Polk & Co. data. 





ALIFORNIA was in its accus- 

tomed place ag the top truck- 
buying state during August. The 
top 10 states and their registrations 
for August of this year and last 
were: 





Aug., Aug., 

1960 1959 
1.—California 9,601 
2.—Texas ............ 8,718 
3.—New York 4,161 
4.—Pennsylvania ....3,966 3,750 
5.—Illinois .................. 3,180 3,371 
6.—Michigan ............ 3,015 3,316 
VD | Siicicsesvccsescsssees 2,918 3,082 
8.—Missouri .............. 2,840 2,387 
9.—North Carolina ..2,417 2,892 
10.—Oklahoma. .......... 2,151 1,878 


Reflecting the national pattern, 28 
states and the District of Columbia 
reported August registrations ran 
behind the totals for the like month 
of 1959. Increases were reported in 
22 states. 
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When the manufacturer completes his job... 


The ‘61 cars are just half-way home! 


Home to an automobile is its owner’s garage. But before it gets there, one of the 
nation’s thousands of car dealers has to sell it. And after that, he must continue 
to service it for months to come! 

What will dealers need to sell and service the great new ’61 automobiles? To find 
the answer, we asked Patrick Mulligan, of Mulligan Lincoln-Mercury, Detroit. 


“To gear up for the new model year calls for heavy expenditures in many areas 
of the dealership. For example .. . 

“In the sales department, we need new forms, new direct mail, new control sys- 
tems, new accounting and processing methods. 

“In the parts and service department, we must carry a complete new stock of 
parts and accessories, shop equipment, tools, training materials—and countless 
other items. 

“We also have a considerable expenditure in promotional materials and advertis- 
ing. As a matter of fact, we're in the market for better ways to sell and service 
the year-around!” 

As independent businessmen, dealers like Mr. Mulligan must retain their com- 
petitive position at all times. 

Information is essential to their operation. That’s why they rely so heavily on 


AUTOMOTIVE NEWS—the only weekly newspaper of the industry! For 35 
years, car and truck dealers as well as manufacturing executives have depended 


on AUTOMOTIVE NEWS for the facts on new products, new services, trends 
and manufacturer and supplier activities. 


85% of the 43,000 subscribers renew annually, without benefit of cut rates or 
premiums, at $9 per year. If you should be reaching the vast automotive market, 
you’re just half-way home unless you advertise in AUTOMOTIVE NEWS! 


REPRESENTATIVES: 


NEW YORK: Edward Kruspak, Howard E. Bradley, Murray Hill 7-6871 
CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 

DETROIT: R. L. Webber, William R. Maas, Roy Holihan, Woodward 3-9520 
SAN FRANCISCO: Jules E. Thompson, Douglas 2-8547 

LOS ANGELES: Robert E. Clark, Hollywood 3-4111 


The most influential publication in the automotive industry. 






Member 
« « The Newspaper of the Industry * . 
NS 
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sistant to road salts, it is said. 
* * 7 


TRANSMISSION HANDLER—The AUSCO 
A10-9 hydraulic-powered transmission han- 
dler manufactured by Auto Specialties Mfg. 
Co., St. Joseph, Mich., is developed to 
speed up and simplify one-man removal 
and replacement of any type of car or 
light truck transmission. The unit is port- 
able, and it is said to permit removal 
of transmission with car supported on reg- 
ular garage horses. Capacity is 1,000 


pounds. Hydraulic pump handle swings 
to either side for right or left-handed op- 
eration. Four large full-swiveling casters 
permit easy placement and moving of 
transmission to yen. bench or fixture. 


BRAKE SHOE GRINDER — Bondomatic 
Corp. 1837 W. Gage, Los Angeles, Calif., 
has announced ‘“Hurricane'’ automatic 
brake shoe arc grinder that grinds two 
shoes at a time, with a capacity of 2,000 
per hour. This high speed, avtomated 
grinder is said to have the following fea- 
tures: A vari-speed drive that operates the 
shoe holder, micrometer setting adjust- 
ments for accuracy, a conveyor ‘take-a- 
way” to remove finished shoes, and a dou- 
ble diamond for truing the wheels. The 
grinder is powered by a 172 horsepower, 
4,000 revolutions per minute electric motor. 
It is also available in a single wheel model 
which grinds one shee ae time. 





SPOT WELD GUN—Bren Weld Corp., 
5114 Third Ave., Brooklyn, N. Y., has an- 
nounced its improved model H Arc Spot 
Weld -Gun. The patented gun features an 
automatic time control to insure uniform 
and consistent welds from one side with- 
out back up, it is said. The gun weighs 
two pounds, welds 14 gauge to any thick- 
ness (minimum two pieces 26 gauge) and 
welds mild steel, galvanized and stainless, 
it is said. 





BODY FRAME TOOL—Biackhawk Auto- 
motive Division, 5325 W. Rogers St., Mil- 
waukee 46, Wis., has added the portable 
Unit-Dozer to its family of collision dam- 
age equipment, which boasts the Pull- 
Dozer and Damage-Dozer. The lightweight 
Unit-Dozer, model EK-65, is designed for 
correcting damage by pulling from the 
point of impact on any unitized automo- 
bile construction as well as straightening 
a major share of frame damage, it is 
said. A key feature of the machine is said 
to be an adjustable, self-locking anchor 
post that slides along the entire length 
of the unit's horizontal beam. By moving 
the anchor post to a desired position, the 
operator can pull damage from a point 
as close as six inches from the car. Up to 
10 tons of hydraulic pulling power is 
available. 





Pes 


NYLON DRILL—Millers Falls Co., Green- 
field, Mass., has introduced the No. 1144 
double-insulated Y%-inch Safe-T-Drill with 
nylon housing and insulated chuck, This 
Safe-T-Drill is said to offer three advan- 
fages: Greatly increased safety, high 
strength and a considerable saving in 
weight. Greater safety is said to be achiev- 
ed through double insulation. Double pro- 
tection is said to be provided by the Safe- 
T-Drill’s insulated chuck spindle and nylon 
housing. Thus—even if a breakdown oc- 
curs in the motor—the user is still com- 
pletely safe and insulated from the current, 
it is claimed. 


FEET WARMER—A radiant heating de- 
vice designed to promote worker efficiency 
by keeping employes’ feet warm has been 
announced by MacNeal & Dashnau, Ivy- 
land, Pa. The radiant unit automatically 
provides a constant 10-degree increase 
in temperature at floor level. Constructed 
of laminated tempered masonite, the heat- 
er measures 20 by 24 by 5/16 inches and 
operates from 120 volt, single phase, 60- 
cycle current. 





TEMPERATURE TESTER—Simpson Electric 
Co., 5200 W. Kinzie, Chicago 44, Ill., has 
introduced a three lead temperature tester, 
model TT, that enables the service dealer 
to take a temperature reading in three dif- 
ferent locations. The auto air conditioner 
intake and exhaust temperatures plus the 
outside air temperature are taken in a 
matter of seconds, it is said. The unit is 
supplied with three color coded leads and 
probes for easy location identification. It 
also has a dual range meter scale from 
—50 degrees to +250 degrees F. 


* * 


Blacktop Sealer 


A driveway coating claimed to 
be effective in preserving any 
blacktop surface has been develop- 
ed by Barrett Division, Allied 
Chemical, at its Morristown, N. J., 
research laboratories. The sealer 
protects against disintegration 


NEW PRODUCTS 


caused by dripping or spilled oil, 
gasoline or battery acid, and is re- 









The AC compound provides a pro- 
tection film of antiwear lubrication: 
to eliminate premature scuffing and 
wear after valve lifter replacement 
jobs, it is said. 
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SNOW PLOW—Kenmore Welding Corp., 
1399 Military Rd., Kenmore 17, N. Y. has 
announced a snowplow which can be in- 
stalled on all trucks up to and including 
1% tons. Complete kits include hydraulic 
power control and installation brackets 
for quick installations. Snowplows for 
Jeeps are also menvioctured by Kenmore. 





SEAT COVER—Featuring sports car styl- 
ing with a channel design in quilted art 
leather, the first of its 1961 seat cover 
lines has been introduced by Arthur Ful- 
mer, 260 Monroe Ave., Memphis, Tenn: 
The face material in the design is 21-ouné 
knit-back art leather, quilted with Tf 
ounces of synthetic fiber filler and plastic 
backing. The trim is of 15-16 ounce art 
leather with metallic welt as an accent 
note. All exposed stitches are made with 
abrasion resistant nylon thread, it is said. 
The covers are double stitched throughout 
and reinforced at points of strain. The 
line, known as the Sportsman No. 808, is 
available with black trim in white, gold 
and silver. With white trim it is offered 
in red, black, blue, brown, green, and 
turquoise. Stock ready-made covers are 
available for all makes and models from 
1953 through 1961, it is said. Ht 
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ANTIFREEZE TESTE R—By freezing a 
thimbleful of antifreeze solution, the Uni- 
versal Cold Cup tester is said to indicate 
the effectiveness of the solution. The unit, 
manufactured by the Rolf Darbo Co., 2158 
University Station, Madison, Wis., does its 
work in 20 seconds. No charts are needed. 
The freezing point is read directly on a 
thermometer immersed in the antifreeze. 
Tests while radiator is hot or cold, it is 
claimed. Freezing is accomplished by util- 
izing dry ice from a CO: fire extinguisher 
or a special sparklet-type capsule. The 
unit itself weighs 3 ounces. 
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SAFETY CHAIN—Kayto Mfg. Corp., 3001 
W. Carson St., Pittsburgh 4, Pa., has an- 
nounced the development of the Kayto 
Safe Chain. The chain designed to protect 
men working off the ground from falls, as 
well as guarding against falling tools and 
equipment. It features a safeguard toggle 
clamp with a one-ton grip which fastens 
to any object up to 1% inch thick, it is 
said. On the other end of the four-foot, 
500 pound test chain is a fast-snub clip 
for snapping to safety belts, tools or equip- 
ment. 


FLOOR MAT—A door-to-door floor mat 
protector for standard cars has been an- 
nounced by Ace Rubber Products, Inc., 100 
Beech St., Akron, O. The Ace Pioneer mats 
feature reinforced heel pad, contoured 
shape, and dirt-catching grooves. They 
are designed to fit all standard cars, 1957 
through 1961, it is said. 


TAPE APPLICATOR—A tape applicator 
to speed up masking operations in auto- 
mobile painting has been developed by 
Rose Mfg. Co., 1102 W. Grant Rd., Tuc- 
son, Ariz. Named Speedmasker, the device 
consists of an aluminum housing from 
which the tape is fed to a concave rubber 
roller which has a floating disc on one 
side to guide the tape edge into the 
grooves of chrome side stripping, orna- 
mentation, rubber or chrome window mold- 
ing, it is said. The unit also permits ma- 
chine-straight, long pulls along side panel 
trim, smoothing and sealing as it rolls, it 
is said. Speedmasker is available with 
rollers one-half or three-quarters of an 
inch wide. 











DRIVING CONTROLS—Gresham Driving 
Aids, 20444 Lesure Ave., Detroit, Mich., 
has announced its 1961 driving aid con- 
trols. Picture shows controls installed on 
1961 Dodge Lancer. Driving aids, available 
for all ‘61 models, are easily installed. The 
driving aids are said to open up new 
driving opportunities for porelytics. 


[ 
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FLUSH GUN KIT—Aero-Motive Mfg. Co., 
1803 Alcott St., Kalamazoo, Mich., has an- 
nounced the availability of the ZOO Re- 
verse Flush Gun Kit. Reverse flushing is 
said to help service dealers guard against 
costly coolant installation failures by cor- 
rectly cleaning — flushing — radiator and 
block of car. Flush gun is said to add 
speed and time-saving to correct cleaning 
methods. Reh ake 


Valve Lifter Aid 


A breakin compound, developed 
to protect valve lifters and cam- 









* * 
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USTING SCREWS 


CRANKSHAFT TOOL—tThe Tru-lt crank- 
shaft journal reconditioning tool is said 
to allow crankshaft journals to be quickly 
Ttrued in the engine without removal of 
the heads or piston assemblies. Only spark 
plugs and oil pan need be removed, ac- 
cording to the maker, St. Charles Machine 
industries, Inc., 328 WN. Fifth St., St. 
Charles, lll. The tool attaches to the 
upper end of the rod, and cutting action 
is guided by the piston and rod assembly 
in the cylinder for which the crankpin is 
being re-trued. Correct alignment is avto- 
matically attained, it is said. Special shear- 
ing action cutter imparts a smooth round 
and straight surface to the crankpin. Final 
finish is obtained by polishing with abras- 
ive strip. Corrects crankpins up to 2,375 
inch in diameter, it is said. 








ALUMINUM CLEANER — Tennessee Re- 
search Corp., P. O. Box 2356, Asheville, 
N. C., has marketed a spray-on aluminum 
cleaner. According to the manufacturer, the 
product, known as TR-10X removes road 
film and brightens aluminum in one oper- 
ation. TR-10X comes in concentrated form 
ready for use by the addition of water. 
shaft lobes during the breakin pe-| TR-10X is hosed off in minutes, it is said. 
riod, hag been announced by AC| It is harmless to hands and to prime paint- 
Spark Plug Division, Flint 2, Mich.) ed surfaces, it is claimed. 
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NADA Planners Are Quizzed .. . 
Sales Training Details Given 


(Continued from Page 3) 


to start with everybody in it, does 
it? I mean it can start a little... 


Lloyd—Oh, yes, as a matter of 
fact, here’s the arithmetic of the 
thing. We contemplate a tuition 
charge of $75. We probably would 
develop two. courses. One would be 
a basic course for a man who has 
never sold an automobile and there 
would be a second course for the 
man who has sold and ig selling. 
The tuition charge for either would 
be $75, 

Now, a dealer could use his own 
judgment on how that _ paid 
in that he could require the sales- 
man to pay all; he could pay it all, 
or the dealer and salesman could 
divide it 50-50. In some of these 
programs they, in this instance the 
dealer, would say to his salesman, 
“Now you pay half of this and I'll 
pay half. If you pass the test at 
the end, then I’ll pay your part too.” 

So on that basis—$75 per man per 
course—if we had as few as 2,000 
salesmen in the United States, and 
I understand there are about 100,- 
000 actually that would be eligible 
for this, 2,000 would produce $150,- 
000 a year to cover the expenses of 
the director of the program, what- 
ever his title might be, the staff 
and printing materials, and travel 
and incidental expenses of that sort. 

Q.—Would this be classroom or 
would this be correspondence? 

Lloyd—It would be classroom in 
this sense, and this incidentally in 
my judgment, this is where the 
course of study as handled by the 
Life Underwriting Training Counsel 
(LUTC) ... You know I made my 
first pitch in the CLU (Charter Life 
Underwriter) program in the Amer- 
ican College of Underwriting. Our 
investigation indicated that they 
have another program run by an- 
other outfit called Life Underwrit- 
ing Training Counsel which is far 
superior in our judgment, for our 
purpose, to the CLU program. So 
that’s the one that we recommend. 

Now here’s the beauty of the 
program. You take my town, a 
small town, We’d have applica- 
tion. We’d say, “Now we’re going 
to need men to instruct these 
people and conduct these courses. 
Now, if you're interested, you 
make application for the job be- 
cause they'll pay from $2.50 per 
hour to $10 per hour, depending 
on the local wage, the going wage 
arrangement.” Now a lot of fel- 
lows are going to apply for those 
jobs—they found it so in the in- 
surance business—and I think it’s 
true because there’s a _ certain 
prestige attached to being an in- 
structor. As a matter of fact, it’s 
so effective in the insurance busi- 
ness that they have to put this 
limitation in the contract that no 
salesman receiving his instruc- 
tions under the direction of this 
man can go to work for him for 
at least a year. You see, he’d just 
swipe all the good fellows right 
out of the class. 

Now, finally, you’ve selected an 
instructor or instructors. They con- 
duct a class 2% hours, one class a 


week. But in the meantime, there]: 


are publications that each subject 


is covered in a book. Now the sales- 


man doesn’t have to read that book 


if he doesn’t want to, but he’ll never || 


pass the examination if he doesn’t. 
So he reads the book this week or 
the chapter or two chapters that 
they’re going to cover in their dis- 
cussion on Friday night. He goes 
down Friday night and it’s a regu- 
lar seminar type of instruction. 

The book I saw for the instruc- 
tors is, without a doubt, the finest 
thing I have ever seen. In detail, 
honestly, a 12-year-old kid who can 
read could run these classes if they 
just followed one, two, three right 
down the way they tell them, And 
it’s so far superior to anything in 
the automobile industry that we’re 
embarrassed. 

Now you know we always felt 
this automobile business was the 
hottest thing afire—promotion-wise, 
sales training-wise. We have left 
home. That’s right. 

Now this thing goes on for six 
months and therefore I see where 
it differs from the other programs. 

Q.—Sax, would this be available 
in any city? 

Lloyd—It could be available in 
any city. And in Detroit you’d have 







numerous classes going at one time. 
You’d have them in the various sec- 
tions of the town. 

Q.—Would they be in dealerships 
or 


Lloyd—That would be optional. 
They prefer not. You could make 
arrangements in a hotel or in a 
public building of some sort or 
school. 

Q.—The idea is that the salesman 
would be going to class while he’s 
working at the dealership attempt- 
ing to sell cars? 

Lloyd—Right. In other words, 
he loses no time. He’s never away 
from his business because he has 
only this one class 2% hours a 
week where he covers six months. 
It’s a pretty deep sort of study. 

Costley—The first phase of it is 
six months. If you wanted to go 
to the second phase of the addi- 
tional... 

Lloyd — Well, we contemplated 
those six months of each course. 

Q.—Did the committee have some 
discussion on whether to do it this 
way or possibly have a two-week 
or three-week course eight hours 
a day and just jam it in? 

loyd—Yes, and we threw that 
right out because dealers are ex- 
tremely reluctant to send a man 
to. a two or three-week course, 
paying his expenses which would 
be part of the deal, and then run- 
ning the risk of his leaving. You 
see, come right back from school 
and go to work for another deal- 
er. It won’t work. It is very ob- 
vious to me that: these people 
who have been so studious in 
determining the most effective 
method in this . . . they’ve gone 
through each of these steps such 
as you’ve mentioned and they 
eliminated, and they’ve added and 
eliminated, until they have come 
up finally after 13 years, since 
1947 they’ve been in this, with a 
course that is about as attractive 
as you can make it for the least 
amount of money. 

Q.—In other words, the auto in- 
dustry has all the expensive re- 
search work done. 

Lloyd—I wouldn’t care to estimate 
how much this will save NADA. 

Q.—Will there be trustees or 
sponsors? 

Lloyd — We recommended the 
establishment. of the American 
Automotive Institute, That will be 
the name of this organization to 
be governed by a board of trus- 
tees. The board of trustees will 
comprise, initially, seven members 
of NADA. This, incidentally, was 
not adopted. This was our recom- 
mendation. All they’ve done now 


Doyle Joins Wolf 
As V-P in Detroit 


OKLAHOMA CITY.—J. C. (Lar- 
ry) Doyle, former Ford Motor Co. 
sales executive, has been appointed 
a vice-president of John E. Wolf 
Co., one of the 
first dealer cus- 
tomer - develop- 
ment firms. 

“Doyle will re- 
side in Detroit 
and represent 
Wolf on staff 
matters and spe- 
cial projects con- 
nected with Wolf 
customer - devel- 

3 opment programs 
J. ©. Doyle covering all 
phases of authorized dealers’ sales 
and service operations,” the com- 
pany said. 

Doyle was general sales and mar- 
keting manager of the Edsel Divi- 
siom, before his retirement three 
yeafs ago. He had been with Ford 
Motor in various sales capacities 
since 1916. 








Chrysler-Pontiac Dealer 


Adds L-M Franchise 


PITTSBURGH.—C, J. Thompson, 
an independent Chrysler dealer for 
a number of years, has opened a 
Lincoln-Mercury dealership at 5101 
Baum Blvd. He now represents all 
of the Big Three auto makers, 

Earlier this year Thompson ac- 
quired a Pontiac franchise on the 
West Coast. He also is president of 
Thompson Motor Co., New Kensin- 
ton. 


is provide $25,000 for the study 
and to the program, 
and to come out to San Francisco. 


With the establishment of the 
American Automotive Institute op- 
erated by this board of trustees, 
the trustees will in turn employ, 
let us say for the sake of argument, 
the dean of the school of business 
administration of a recognized uni- 
versity, who has had some business 
background, Separate and apart 
from NADA, you see. The control 
NADA will have is that the board 
will elect the trustees, and this they 
will do actually so it gives them 
full control, but it’s a separate en- 
tity completely—separate, non- 


profit, educational institution. 


Dealers are somewhat reluctant 


to give over what they call control 
—that is, any NADA board. But they 
have control, just as they have con- 


trol of a committee. They have the 


power to remove the committee and 
they have the same power here. 
Power to appoint is the power to 


remove. So this must be done be- 


cause operation of an educational 
institution differs so importantly 


from trade association work that 


you don’t dare marry the two. They 


must be separate. The board of 


trustees must run the institute. 


Now assuming that this is done, 
we must not forget that the pur- 


pose of this program is to upgrade 


and elevate the staff of automobile 


sellers. That’s the objective of the 


whole program, 

Q.—Along this line, don’t you 
think you'll have to educate some 
dealers as well as salesmen? 

Lloyd—Well, that came up and 
I would not want to undertake 
that problem. That’s a project 
that can’t be done, but the thing 
is, you see, we’ve been carrying 
on our ethical programs for years 
in NADA. We still got a bunch. of 
these goofers in the automobile 
business. I’m afraid we'll have 
them from now on. 

Costley—The control of the deal- 
er lies in the hands of the manu- 
facturers. 

Lloyd—That’s right, we can’t do 
anything. 

Q.—But the manufacturer doesn’t 
determine how the dealer pays a 
good salesman. And there are many 
cases of the dealer knocking down 
a good guy. 

Lloyd—We believe that in every 
community a dealer, if you please, 
has these men trained. Oh yes, 
we'll recommend a _ retirement 
program as part of this. We will 
recommend that the dealer, hav- 
ing had his men complete this 
course, will provide $2 per car 
per sales for every car he sells, 
and that the salesman will pro- 
vide $2 in a retirement program. 
By retirement age, if it begins at 
age 25, when he retires on this 
program alone he will have $50,- 
000, provided he had sold 100 cars 
a year, which we think would be 
normal, So that’s going to be ex- 
tremely attractive to a lot of men. 
It gives them some security and 
also gives them a feeling of prom- 
ise and belonging. 

Q.—The institute will set this up 
too, is that right? Suppose the 
salesman spends the years with the 
dealer and this retirement fund, 
then changes dealerships. Could 
he take his money with him? 

Lloyd—If he changes he can take 
his money, but he can’t take the 
dealer’s. 

Q.—Suppose the dealer fires him, 
can he take his money? 

Lloyd—yYes, like most retirement 
programs; because anything he has 
contributed and also his pro rata 
share of earnings during the period. 

Today we have a problem in this 
business. We all know: it. We keep 
sweeping it under the rug and 
maybe we'd better not sweep it 
anymore. 

Salesmen have no pride in 
themselves generally. There are 
exceptions, of course, but sales- 
men have little pride in them- 
selves and their jobs. The wives 
of salesmen are ashamed at the 
bridge club to say that their 
husbands are automobile sales- 
men..We have evidence of that. 
They just feel that it’s a rather 
lowly estate and yet the earning 
potential and the actual earnings 
of automobile salesmen compare 
most favorably with any other 
business. So it’s a paradox, the 

























New Curbs on Imports 
Ordered in Mexico 


MEXICO CITY.—The Mexican 
government has banned produc- 
tion of “luxury” model eight-cyl- 
inder cars in a series of new 
regulations on the auto industry. 
The new rules also ban the im- 
porting of fully assembled cars 
and set a price ceiling of $4,400 
(U.S.) on all cars. 

American firms which turn out 
about 40 percent of the country’s 
cars at first expressed alarm 
about the new rules but have 
come around to announcing “full 
cooperation with the govern- 
ment.” 





earning potential is there but the 
prestige is not. 

Well, what do we do? What is 
the thing that we prize most here? 
A picture or a testimonial? We 
prize the testimonial because it’s 
evidence of accomplishment. A man 
wears a button in his lapel. It sets 
him apart. It’s a great ego satis- 
fier. He has a little thing on his 
tie chain. He has a little medallion 
that is used on his business card 
that nobody else can use unless he 
has passed this course. And he tells 
the customer that with great pride. 
And what you do, you instill con- 
fidence in this man and then he 
elevates himself. Sure, you can’t 
run an ad and say tomorrow morn- 
ing all my salesmen are real nice 
fellows. 

Costley—It seems that more and 
more the only real objection that 
we've heard from the board is that 
this wouldn’t do anything immedi- 
ately for the guy that overallows 
$100 more downtown, for the guy 
that’s in the wild advertising, un- 
ethical and silly advertising busi- 
ness, Or doing other merchandising 
tricks to get new business. 

This new program, so opposition 
said, wouldn’t change that. But it 
will change that as the beginning 
of the answer to that kind of sell- 
ing. Give it time and recruit enough 
people into this program and that 
kind of thing, and those kind of 
people, will be in a drouth as far 
as employing salesmen is concern- 
ed. If Sax has the program we were 
talking about and I don’t have it, 
and Joe Doaks is available as a 
salesman, you answer the question 
yourself. Where is Joe going? To 
me or to Sax? 

And the ultimate answer is that 
I’m going to have to get him into 
the program or he is going to get 
all the good men. That, I think, 
is the advantage of this program, 
plus the fact that it is the ulti- 
mate answer to what we now 
term bad merchandising. I think 
the advantages to the salesmen 
would take all day to answer, but 
there are two that stand out. 

It gives him confidence, security 
and knowledge that enables him to 
produce'at his maximum for his 
own good, plus the security and 





Renault Denies 
Plan to Buy Out 
All Distributors 


NEW YORK.—Maurice Bosquet, 
president of Renault, Inc., declared 
last week that his company will 
continue to work through independ- 
ent distributors in some areas of 
the United States. 

Bosquet took exception to an 
Automotive News article which said, 
“There are indications that Re- 
nault’s purchase of the John Green 
operation in California is only one 
step in a program to handle nearly 
. ee of its cars in the 

In reply, Bosquet wrote AuTomo- 
tive News: “The actions that Re- 
nault, Inc., is taking to strengthen 
its nationwide distributor organiza~- 
tion are being carried out within 
the framework of its existing dis- 
tribution system. 

“This means that distribution of 
Renault vehicles will be handled in 
some cases by established subsidi- 
ary distributing companies, in 
others by strong independent dis- 
tributors, of which we have eight 
in the U. 8.” Bs 

In recent months, Renault has 
bought out six privately owned dis- 
tributors. Six of the eight remain- 
ing independents are on the U. &. 
mainland; one is in Hawaii, and 
one is in Puerto Rico. Bosquet said 
they serve about 410 of Renault’s 
800 U. 8S. dealers. : 





the availability of this retirement 
fund, which we simply don’t have 
as an industry. Therefore, 


he wants to stay there, and yet, if 
he likes to move into another deal- 
ership, he is not restricted, So the 
salesman has this built-in security 
plus ‘his increased earning capac- 
ity, all of which will contribute to 
the ultimate elimination of the type 
of selling that is so disastrous to us 
now. 

Q.—What we hear is so demoral- 
izing to salesmen is changing the 
basis of compensation under pres- 
sure, and it gets down to where 
they’re all selling a $3,000 car for 
$18 commission. 

Lloyd—yYes, that’s right, That, 


you’re going to take but you are 
certain, in this instance, of the 


Costley—You mentioned a while. 
ago that salesmen might sell a 
$3,000 or $4,000 car and save back 
$10 or $15 in commission for having 
sold it. I wonder if that has to do 
with the so-called participation in 
gross profit that some salesmen op- 
erate under? That is a plan very 
currently in use. Probably results 
from volume selling and it’s indica- 
tive of the—and I’m not n 
condemning that type of compensa- 
tion—but it’s indicative of the de- 
sire for volume without profit al- 
most. 

You’re putting the responsibility 
of getting a profit on the salesmen 
rather than putting it on the policy 
of operation of dealership. See what 
I'm trying to say? 

The salesman is at the mercy 

of hig own competition, because 
they’re on this damn percentage- 
of-gross deal. Whereas if they 
want a plan such as we propose 
here with a reasonable compensa- 
tion plan, he wouldn’t be in that 
$15 or $18 position on a $4,000 or 
$5,000 car. Now, by necessity, for 
him to compete with his fellow 
salesmen he is putting himself 
in that 

Q.—Let’s go back to the example 
you gave a moment ago where Sax 
has the trained salesmen and you’re 
operating without them with your 
razzle-dazzle advertising, your vol- 
ume selling. If you are selling at a 
price that permits you to pay your 
salesmen only $20, how can he pay 
his salesmen any more and still 
stay competitive with you? 

Lloyd—Well, I don’t think he 


this program that he suffers now. 
we might as well be candid with 
t. 


Q.—Let’s suppose that a salesman 
who spent six months taking this 
program goes to work for you, He 
is well trained, well grounded and 
he gets fed up with this $20 busi- 
ness, Why isn’t he going to get out 
of the auto business and start sell- 
ing something else. The principles 
you're teaching him will enable him 
to sell books, cemetery lots .. . 

Lloyd—That would be a calcu- 
lated risk. 

You’re dealing with people, There 
are many ‘psychological factors; 
we'll work a lot of that, incident- 
ally, into this course. I had a con- 
ference with a man named Dr. 
Robert McMurray. He’s in Chicago 
and he operates a personnel con- 
sultant business—very successful. 
He has represented many of the 
large business enterprises in the na- 
tion. And he has written rather 
widely and done a lot of work for 
European countries—quite a fellow. 

He wrote this paper which will 
appear in the Harvard Business Re- 
view in January, and he gave me 
a copy of it-and I have it with me 
at the hotel. 

He says he begins on this prem- 
ise, which I think is probably a sell- 
ing premise, but makes good read- 
ing. He says that in the last 50 
years there has been an economic 
revolution in this country. Now 
that’s true, you know that. He said 
the advancement in physical sci- 
ence and manufacturing and auto- 

(Continued on Page 36, Col, 1) 
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Sales Training Quiz 
With NADA Planners 


(Continued from Page 35) 


mation, and all these things, has 
been staggering but we’re still doing 
a selling job just like we. did it 
when the drummers were running 
around the country. Basically, 
that’s the way we're doing it. 


portunity for improvement 
techniques. 


I’ve been doing a little reading 
in psychological things for the past 
several years and I’ve been using 
a little of it in my business, teach- 
ing our people to determine what it 
is that the man is thinking and not 


You go into a store and on the 
spur of the moment you see a hell 
of an expensive suit. You buy it. 
Right away it crosses your mind 
that you've got to justify what you 
just did. So you say, well Margaret 
is going to like this. Margaret, hell. 
You like this. But you’ve got to ex- 
cuse it. 

Now those are the kinds of things 
that: are not deceitful but are the 
application of the basic psycholo- 
gical factors in selling. To the per- 
son who understands that. he 
doesn’t have to know too damn 
much about the bore and stroke; 
he doesn’t even have to know what 
the wheelbase is if he understands 
how to interpret in the language 
this man. understands—the use of 


what he is saying. You see, they| the product not the product at all. 


are two different things. 


These things, it’s been proven 


Tli give you a quick example.! over and over, can be taught. They 





What’s the best oil for these new compact cars? 


The answer, of course, is Quaker State. 

Every drop of Quaker State Motor Oil 
has two built-in advantages. First, it’s re- 
fined from 100% Pure Pennsylvania Grade 
Crude Oil, the world’s most naturally pure 
lubricant. Second, it’s specially refined in 
advanced ways to more than meet the needs 
of today’s new engines. 

Quaker State stands up best in stop-and-go 
city driving and on long grueling runs on the 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


can be taught to people with rather 
low IQs. Dr. McMurray points out 
that you don’t want people with 
IQs of 110 selling—they’d go nuts, 
get ulcers and all that stuff. You 
want an 80-IQ guy; he can accept 
rejection, you see, And none of us 
like to be rejected. 

We like to be accepted. That’s 
normal. McMurray gives an ex- 
ample in accident insurance, for in- 
stance. He says that of 36 calls a 
man makes in a week, it’s been 
proven he will sell four policies. 
Therefore, he must be rejected 32 
times. If you’re the type of psy- 
chological makeup that you can’t 
stand that, then you’re in the wrong 
business. Therefore, an IQ down at 
that level is a hell of a lot better, 
oddly enough, to be effective in sell- 
ing. 

Q.—What the timing on this? 
Supposing you get the money in 
January? What’s the next step and 
how soon will it take place? 

Lloyd—The next step would be 
to employ a dean or director or 
president. 

Q.—Sax, would the next step be 
the election of trustees who in turn 
would employ .. .? 

Lloyd—Frankly, I have a feel- 

ing that the trustees are going to 


be substantially the people here ' us $50,000 on the work they’ve done 


open highway. It keeps engines clean, quiet, 
and powerful. Thus it insures top perform- 
ance, better gasoline mileage, and freedom 


from costly repairs. 

Yes, Quaker State is best 
for the new compact cars! 
It’s the best motor oil you 
can buy... forall cars. Ask 
for it by name. Available 


everywhere. 

























and they are so nice about it. They 
couldn’t do more. The thing is, the 
CLU and the LUTC both are profit- 
able organizations—a nominal fee 
to the salesmen with a return suf- 
ficient enough to keep them going 
and accumulate reserves. 

Costley—We’re talking about men 
and how to train them, and instill- 
ing confidence, because I think that 
people sort of look on the insur- 
ance salesman in a different light, 
they sort of look on him as a con- 
sultant. They wouldn’t speak to him 
before. 

Lloyd—That’s right, If you 
couldn’t do anything else in the 
world you could sell insurance or 
automobiles. Insurance was lower 
than automobiles. 

Q.—But you envision a time when 
the standards that you will be set- 
ting up for automobile salesmen 
are adopted as though every sales- 
man has to conform to them, You 
take a state like Wisconsin and say 
a man to sell cars in Wisconsin 
would have to go through your 
program and otherwise he couldn’t 
sell. In insurance, many states, in- 
cluding Michigan, you have to pass 
a test. You have to have a license. 

Lloyd—Well, I don’t know. We 
wouldn’t advocate licenses, that 
would be on the state level. I 
certainly wouldn’t want to get in- 
volved in that. 

The one concern I have of this 
plan is the ability to get the actual 
picture of the possibilities of it over 
to the average dealer. Once he un- 
derstands and sees the picture, he'll 
be in. I think that, of course, there 
will be some more or less . . . but 
the majority of them will come in 
if they understand. 

It is a big job and there’s cer- 
tainly no argument that it’s a long- 
range program. I seriously doubt 
that under the most favorable cir- 
cumstances we’ll find any impact 
on this industry in under five years. 
I believe that’s being realistic. 


Q.—Do you have a target date for 
getting the first course under way? 

Lloyd.—Yes. We would want it 
under way a year from the time 
the money is appropriated. 

Q.—This would be open to any- 
one selling new or used automo- 
biles? 


Costley—Provided he was em- 
ployed by a member of the NADA. 

Q.—What does the committee 
plan to do between now and the 
San Francisco meeting? What do 
you have laid out? 


Lloyd.—_We’ll have probably one 
meeting. We would get some spe- 
cialist in, tell him the problem, tell 
him what it is that they want and 
get this material together for pre- 
sentation to the board in January. 


Vila Is Elevated 
To Presidency 


Of U.S. Rubber 


NEW YORK.—George R. Vila 
last week was elected president and 
chief operating officer of United 
States Rubber Co. by the Board of 
Directors. 

He will take office Nov. 1, suc- 
ceeding John W. McGovern, who 
retires after 40 years service, Mc- 
Govern will continue as a member 
of the board and Executive Com- 
mittee. 

Vila had been executive vice-pres- 
ident in charge of the company’s 
Naugatuck Chemical, Textile, Inter- 
national and Plantation Divisions, 
as well as two subsidiaries, Domin- 
ion Rubber Co., Ltd. (Canada), and 
Latex Fiber Industries, Inc. He was 
formerly a vice-president and gen- 
eral manager of the Naugatuck 
Chemical Division. 


He joined U. S. Rubber in 1936 as 
a salesman for rubber chemicals at 
Naugatuck Chemical. 


Fired Salesmen Nabbed 


As Dealership Burglars 


ATLANTA.—Two automobile 
salesmen, who were fired by Hub 
Motor Co., face charges of burglar- 
izing their former employer. 

Both men have been charged by 
police with burglary and with pos- 
session of burglary tools. James 
Williams Garner, 28, was quoted 
by police as saying he learned to 
break into a safe while in prison 
for a burglary offense in 1953. The 


who are now running it, Then 
that group, whoever they are, 
would employ this qualified per- 
son who then would pretty well 
take it over because he would be 
a specialist, and from there you 
would go. You would bring in peo- 
ple who have prepared salesmen 
material. I think probably we'd 
have a lot of interviews. There 
would be a lot of presentations 
made. 

The next step will be to establish 
this institute in Washington—and 
we have the space in our own build- 
ing—and we then recognize that the 
program will have to be sold. Some 
of them will buy it voluntarily, but 
we'll do a promotion job and we'll 
have the facilities available for 
that. The course will have to be 
prepared, which will take a year. 
I'm convinced it can’t be done 
under that. So we develop... ‘ 

Q.—You mean the two courses— 
the advanced course and the begin- 
ners course—one at a time? 

Lloyd—Yes, but we may not be 
able to develop more than one in a 
year. It depends entirely on how 
much assistance we can get from 
things that have already been done 
and we can get a great deal of help. 
I think the LUTC people have saved 
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Ten Makes on Overtime... 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 





Week Week 
Ended Same § Ended Output, Jan. 1 to Jan. 1 to 
Oct. 22,  Weekjor Oct. 15, October, Oct. 24, Oct. 22, 
1960 1959* 1960* To Date 1950* 1960 

AMERICAN MOTORS 
ION, avinricinesviiovonsess 10,600 9,175 10,300 31,169 316,415 389,027 
CHECKER MOTORS 150 174 153 458 3,491 5,962 
CHRYSLER CORP. 17,250 16,549 18,757 52,514 593,785 873,856 
Chrysler Division. ...... 2,200 1,086 2,294 6,405 73,739 83,270 
Chrysler ........:css000 1,700 498 1,692 4,318 656,679 70,115 
Imperial _...............0.00 500 588 602 1,587 17,060 13,155 
Dodge Division .......... 8,000 6,540 8,692 24,058 140,700 358,385 
Dart-Polara. ............... 5,000 6,540 5482 15,198 140,700 323,381 
EIIG air ses ccsesisepecisones SGD. ccvoereese 3,210 ne 004 
P-D-V Division. .......... 7,050 7,771 22,051 379,346 01 
OD sos ncsntntsvdacetoncicee 250 181 238 678 34 18,191 
Plymouth ..........:00000 7,315 5,061 14,100 340,568 209,389 
VOTRE asi ccviccecsceccoseses 2 1,427 2,472 7,273 2,644 204,621 
FORD MOTOR** .......... 50,317 36,200 §=644,116 148,200 1,407,733 1,530,129 
Ford Division. .............. 37,410 31,332 33,814 111,762 1,230,441 1,225,730 
ORO venscescersserevescouvee 9,910 4,119 9,204 30,927 25,120 416,976 
Ford (Std) ............. 26,200 25,494 24,149 78,615 1,145,206 737,625 
Thunderbird. ............ 1,300 1,719 461 2,220 60,115 71,129 
L-M Division ................ 12,907 4,618 10,302 36,438 147,824 304,399 
Comet... dos RO” < conceninnn 6,322 20,573 wees 161,095 
Lincoln. ...... 240 874 174 545 922,145 =: 138,739 
Mercury  ............000 6,437 3,744 3,806 125,679 129,565 
GENERAL MOTORS .. 81,083 47,411 68,346 212,942 2,297,672 2,527,682 
Buick Division. ............ 10,733 6,783 8,351 27,312 200,802 226,468 
Buick (Std.) ............ 7,989 6,783 6,215 21,808 200,802 213,297 
BOCIAL .:........-csccevscvers Been: Seovesseve 2,136 GE. vsnsneses 13,171 
CRETE . oon iseissicisinesooscvees 3,780 3,372 3,582 10,389 123,981 126,151 
Chevrolet Division .... 44,100 19,642 36,493 113,439 1,290,962 1,505,074 


Corvair 
Chevrolet (Std.) 
Oldsmobile Div. .... 

F-85 





Oldsmobile (Std.) .. 8,760 8,685 8,008 24,779 329,537 297,678 
Pontiac Division ........ 10,800 8,929 9,388 28,952 352,390 356,644 
Pontiac (Std.) .......... 8,900 8,929 8,366 25,507 352,390 353,199 
Tempest. ...........::000 eee. ?* hues 1,022 gO 5 brepeesets 3,445 
S-P CORP. 
Studebaker .................. 2,603 3,153 2,584 7,739 125,794 88,954 





Total Cars, U. S.**......162,003 112,662 144,256 


*Revised. 


**Totals for 1959 include Edsel production. 














453,022 4,744,890 5,415,610 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 

















Week Week 
Ended Same Ended Output, Jan. 1 to Jan. 1 to 
Oct. 22, Week, Oct. 15, October, Oct. 24, Oct. 22, 
1960 1959* 1960* ToDate 1959* 1960 
CHEVROLET ................ 8,200 5,583 7,763 24,184 325,048 
DIAMOND T 83 31 716 4,790 2,265 
DIVCO 126 58 112 2,703 2,868 
DODGE 1,775 1,398 4,094 64,716 59,448 
FORD 6,506 2,126 5,130 281,366 274,308 
NIUE iii ceciktsssiusadniunandadencigiecton 1,028 1,569 4,707 69,610 88,193 
INTERNATIONAL ........ 2,215 2,855 2,218 6,399 120,407 104,046 
BEI,» Sc clavirasvisins s0s.t0s sthicentins 275 342 277 629 14,382 12,279 
STUDEBAKER .............. 202 101 150 499 10,441 10,710 
SITET iat cscpdy nieniubsacoweenpaves 250 402 251 715 16,325 13,377 
IID sss chicvseresactoascreste’ 1,925 1,912 2,215 6,228 95,800 106,598 
MISCELLANEOUS ........ 90 90 90 270 3,710 3,801 
Total Trucks, U. S..... 16,597 20,803 18,146 53,043 981,188 1,002,941 
Total Cars, 
Trucks, U. §. ............ 178,600 133,465 162,402 506,065 5,726,078 6,418,551 
Total Cars, 
Trucks, Canada ...... 6,806 6,694 5,238 18,290 316,388 317,911 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....185,406 140,159 167,640 524,355 6,042,466 6,736,462 
ree re erga epee ecmentnatipaacranetetaeenal elena mites 


*Revised. 





in favor of the Loesch motion, he 
would be compelling contractual re- 
lations between Ford and the deal- 
ership even though the franchise 
between them had been dissolved 
and the retailer had sued for dam- 
ages. 

The Loesch bill of complaint al- 
leged that in nearly 50 years of as- 
sociation with Ford, more than $1 
million in products had been pur- 
chased “under duress and coer- 
cion.” 

The complaint said Ford demand- 
ed that Loesch buy more vehicles, 
parts and accessories than the Mau- 
mee dealership thought its market 
could absorb and that Loesch was 
forced to increase its parts inven- 
tory and garage facilities in lieu of 
a franchise termination. 


In 1958 and again in 1959, 





Park to Sell GMC 


SHELBY, Mont.—Park Motor 
Co. has been franchised to sell 
GMC trucks. Amos LaFrance is 
president. 


As Leach-Ford Trial Opens... 
Clash Over Sales Quotas 


(Continued from Page 3) 


Loesch charged, Ford attempted 
“in bad faith” to force a dealer- 
ship sale at “distress prices,” 
Ford has refused to repurchase 
undamaged parts since the termi- 
nation, Loesch said. The firm was 


said to have a $140,000 parts inven- 
tory at the time of termination, 


Banks Note Dip 


In Delinquencies 


NEW YORK.—Delinquencies on 
auto loans from banks declined in 
August, according to a survey of 
banks by the American Bankers 
Assn, 

Of loans obtained through auto 
dealers, 1.35 percent were delin- 
quent on Aug. 31, compared with 
1.46 percent a month earlier and 
1.19 percent a year earlier. 

Of loans obtained directly from 
banks, 0.93 percent were delinquent 
on Aug. 31, compared with 0.94 per- 
cent a month earlier and 0.74 per- 
cent a year earlier. 




































162,000 Cars Highest 
For Output Since Feb. 


(Continued from Page 1) 


pacts, Corvair climbed from 5,557 
assemblies the previous week to 
6,300 cars last week; Oldsmobile’s 
F-85 was up from 2,574 to 2,910; 
Buick Special climbed from 2,136 
to 2,744, and Pontiac Tempest was 
up from 1,022 to 1,900. 

Lancer and Valiant, with their 
St. Louis lines down all week, both 
showed declines from the previous 
week, Lancer was off from 3,210 to 
3,000 and Valiant skidded from 2,472 
to 2,300. 

Lark, working five days, was off 
from 2,362 units a week earlier to 
an estimated 2,383 assemblies last 


week, 
* * * 


we the biggest gain over 
the previous week in the stand- 
ard group was Chevrolet, which 
climbed from 30,936 to an estimated 
37,800 cars. Working all but three 
of its plants six days, Chevrolet 
reached its highest level since the 
last week of May. 

Standard Ford, with 10 of its 
13 assembly plants working Sat- 
urday, hoisted output from 24,149 
units a week earlier to an esti- 
mated 26,200 assemblies last week. 

Plymouth, with its St. Louis 
plant down the entire week, was 
off from 5,061 to 4,500 assemblies. 


Dart, also affected by the St. Louis 
shutdown, declined from approxi- 
mately 4,982 to 4,500. The Polara is 
taking approximately 500 of the 
Dodge Dart-Polara mix each week. 

Studebaker Hawk made an esti- 
mated 220 last week, Checker turn- 
ed out 150 cars last week, compared 
with 153 assemblies the previous 
week, 

+ * * 

ia THE medium field, the stand- 

ard Pontiac led with an estimat- 
ed 8,900 assemblies last week, com- 


Bowie Motor Co. Fined 
For 3 D. C. Violations 


WASHINGTON. — Bowie Motor 
Co., Inc., Washington used-car firm, 
has been fined $200 after entering 
pleas of guilty to three charges of 
violating District of Columbia reg- 
ulations on dealers. 

The charges were leaving the 
motor and serial number off a bill 
of sale, failing to certify that infor- 
mation on an invoice was true and 
failing to keep a copy of a bill of 
sale. The company took back the 
car involved in the sale which re- 
sulted in the charges and returned 
the buyer’s money. 
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Eons with 8,366 units a week ear- 
lier. 
Close behind were standard 
which climbed from 
8,008 to 8,760 assemblies, and 
standard Buick, up from 6,215 to 
7,989. 

Amo: the other medium-priced 
makes, reury, working four 
plants six days, climbed from 3,806 
to 6,437 assemblies; Chrysler was 
up from 1,692 to 1,700; Thunderbird 
up from 461 to 1,300 cars, and De- 
Soto up from 238 to 250. 

In the highest-priced field, where 
no maker worked Saturday, Cadil- 
lac climbed from 3,532 to 3,780 as- 
semblies; Imperial closed Monday 
and fell from 602 to 500, and Lin- 
coln rose from 174 to 240. 

* * * 


IGHLIGHT of commercial-car 

operations last week was the 
assembly of the millionth car of the 
calendar year on Friday (Oct. 21). 
The comparable truck of 1959 
wasn’t built until Nov, 1, 

On a weekly basis, however, 
commercial-car assemblies w ere 


makers 
16,597 trucks last week, compared 
with 18,146 units assembled a 


with 
hicles 
week 
Canadian manufacturers turned 
out an estimated 5,755 cars and 
1,051 trucks last week, after having 
been held to 4,522 cars and 716 
trucks a week earlier due to the 
Thanksgiving holiday on Monday. 
The 6,806 cars and trucks pro- 
duced in Canada last week also 
compared with the 6,694 vehicles 


built during the week ended Oct. 
24 a year ago. 





NADA Deplores 12-12 ‘Mess’ 


(Continued from Page 1) 


truck dealer members who will 
be called upon to honor the man- 
ufacturers’ guarantee. 

“As of this moment, the board 
pointed out, there are numerous 
misconceptions on the part of the 
public as to what the new warranty 
provides in the matter of parts re- 
placement, repair and maintenance, 

“For example, it was noted, nu- 
merous inquiries have revealed that 
prospective new-car buyers do not 
understand the warranty applies 
only to the workmanship performed 
and the parts assembled at the fac- 
tory level which may subsequently 
prove defective and require replace- 
ment. 

“Dealers have had to explain 
clearly that the manufacturers’ new 
warranty does not cover ordinary 
maintenance care or repairs re- 
quired as a result of normal opera- 
tion, routine wear and tear or 
owner neglect. Neither does this 
warranty apply to other items — 
such as tires, batteries, glass, etc., 
covered by separate guarantees. 

“Unless the manufacturers give 
the same publicity to clarification 
of the facts as was given to an- 
nouncement of the new warranty, 
the dealers believe the gesture will 
only lead to additional confusion 
and subsequent customer dissatis- 
faction.” 

A leading factory authority on 
service, when asked about reaction 
to the extended warranties, remark- 
ed (not for attribution): 

“Frankly, I don’t know why we 
announced them either.” 

oa 7 


Industry Relations 


Amos the approved recommen- 
dations of the Industry Rela- 
tions Committee: 

1. NADA underscores and reem- 
phasizes its stand on historica] dis- 
counts, 

2. That the NADA board exert 
every effort to obtain a special 
price or special discount on bona 
fide demonstrators to be distributed 
on an equitable basis. 

3. That the executive vice-presi- 
dent be instructed to vigorously 
continue efforts to obtain elected 
corporation dealer councils. 

4. That NADA continue to vig- 
orously pursue the buildout bonus 
program presented to the Feb, 4 
board meeting. 

5. That NADA geek contract re- 
visions with certain manufacturers 
to attain equitable percentage re- 
bates with respect to model obso- 
lescence. 

6. That the executive vice-pres- 


ident be instructed to contact the 
Automobile Manufacturers Assn. 
regarding the possibility of ob- 
taining product simplification and 
a reduction in the number of 
models and options throughout 
the industry. 

7. That the staff make a thorough 
study of the parts distribution set- 
ups utilized by the various makers 
in order to permit the Industry Re- 
lations Committee to consider the 
increasingly serious problems aris- 
ing in this field. 

“Following the completion of 
such a study, representation shall 
be made the executive 
vice-president to the makers in 
order to gain parts prices for 
dealers at or below those granted 
to any non-dealer outlets.” 

8. That the directors condemn the 
special price stickers used by some 
makers in connection with promo- 
tion of new automobiles at intro- 
duction time as a direct violation of 
the manufacturers stated policies 
regarding misleading advertising. 
(The stickers omitted freight 
charges.) 

9. That a Volkswagen make ad- 
visory committee be organized and 
made a part of the NADA make 
committee system, (An interim 
committee was named, which elect- 
ed William Spreen, Atlanta, as 
chairman. 

10. In order to develop better 
lines of communications between 
the chairmen of the several factory 
dealer councils and the NADA In- 
dustry Relations Committee, that 
the following systematic program 
for contacts between these two 
bodies be established: 

a. At the conclusion of every In- 
dustry Relations Committee meet- 
ing a letter summarizing the pro- 
ceedings and conclusions of the 
Industry Relations Committee be 
sent to every factory dealer council 
chairman. 

b. Accompanying these letters 
will be a request for comments and 
suggestions from the factory dealer 
council chairmen, 

ec. The executive vice-president 
shall contact the factory dealer 
council chairmen by telephone or 
any other means with regard to a 
specific item or items which he is 
preparing to discuss with a manu- 
facturer or manufacturerg shortly 
prior to such discussions, 

d. Prior to every Industry Rela- 
tions Committee meeting every In- 
dustry Relations Committee mem- 
ber be required to contact (by 
telephone or personally) his factory 
dealer council chairman with re- 
gard to any problems which the 


factory dealer council chairman be- 
lieves to be properly within the 
scope of the Industry Relations 
Committee. The Industry Relations 
Committee member will then make 
a complete report on such conver- 
sation to the full Industry Rela- 
tions Committee. 

* + * 


National Affairs 


AMONG the recommendations of 
the National Affairs Committee 
which were approved: 

1, That territory security be 


and that NADA must get its own 
house in order before again ap- 


2. Financial disclosure legislation 
—that NADA oppose. 

3. Excise tax—that NADA sup- 
port legislation to reduce and even- 
tually eliminate excise taxes on 
cars, trucks, parts and accessories. 

4. Federal minimum wage law — 
that NADA continue to fight at- 
an to subject dealers to the 
aw. 

5. Taft Hartley Act—that NADA 
oppose any effort to amend Federal 
Labor Laws. to restrict the fights 
and freedom of management in the 
employer-employe relationship. 

9. Federal tax liens—that NADA 
again seek enactment of legislation 
to provide that, in the case of motor 
vehicles, a lien for federal taxes 
shall not be valid as against a 
mortagee, pledgee or purchaser who 
has no actual notice or knowledge 
of the existence of such lien. 

+ ~ * 


TX HIS report to the directors, 
Williams said dealers generally 
had a “rough third quarter.” 

He explained that this wag due 
to “too many cars in inventory and 
the anxiety to move them before the 
new models came out had its effect 
on profits.” 

The number of dealers contin- 
ues to drop, Williams added, and 
“everything points to fewer and 
stronger dealers.” 

In spite of this situation, he said, 
“I think our membership commit- 
tee has done a marvelous job in 
holding membership to such a small 
decline.” 

* * * 

NVENTORY costs have been and 

will continue to be a serious 

problem, he said. 

NADA figures show that in the 
first eight months of 1960, the na- 
tion’s auto dealers “wasted $56 mil- 
lion by carrying excess inventory,” 
Williams said. 











38 





AUTOMOTIVE NEWS, OCTOBER 24, 1960 


Public Confusion Grows... 


Dealers Sharply Split 
On Long Warranties 


(Continued from Page 1) 


of the association was called to 
draft an ad to attempt to tell the 
public what the new program 
means. A problem, said Horner, is 
that the factories haven’t spelled 
out the program to the dealers. 

“The customers are putting the 
heat on the dealers,” said Horner, 
“and the dealers don’t know how 
far to go.” 

While it is true that 12-12 war- 
ranties had been in effect but not 
announced for some time, an- 
nouncement of the programs has 
changed the picture completely. 

a * * 
Birmingham, Ala. 
A MAJORITY of the dealers in- 
terviewed in Birmingham were 
opposed to the new warranty, some 
mildly and some bitterly. 
One dealer said it was one of 


pee 
Tis E S 


the worst things that ever hap- 
pened, All agreed that it would 
create problems in the service de- 
partment by giving the owner the 
idea that he could receive service 
and repairs not covered in the 
warranty. 

None of the dealers interviewed 
believe the public understands the 
warranty. One dealer said he didn’t 
understand it himself. 

Another dealer handling a Ford 
product says that the matter has 
been advertised for such a short 
time that it is hard to say what 
effect it will have. 

i * * 


Los Angeles 


N LOS ANGELES, where dealer 
service has seldom been a bright 
spot in the automotive picture, the 


industry’s new warranty is bringing 
mixed reactions. 

“It’s the greatest thing for 
service business in a long time,” 
says Chevrolet dealer Bob Drew- 
er, “Buyers who quit coming to 
the dealer when the 4,000-mile 
paper was up will now have a 
reason to keep coming in for a 
full year. We’re selling the hell 
out of it, in conjunction with our 
three-year lubrication policy.” 

“I think it’s a lot of bunk,” said 
another prominent Los Angeles 
dealer. “The only guarantee a cus- 
tomer has is the dealer. If the deal- 
er is no good, 50,000 miles and ten 
years from the factory is just as 
worthless as no warranty at all. 
Besides, good dealers have been 
standing behind their product this 
long anyhow.” 

Tom Sherlock of Bob Wondries 
Studebaker told Automotive News, 
“It shows the manufacturer’s con- 
fidence in his product. We’ve been 
doing it all the time, but we never 
told the public about it.” 

“It’s not too encouraging,” said 
a Chevrolet dealer. “Now we've 12 
months to put up with customer 
complaints.” 


“I thought the reason GM did 
it was because Ford announced 





America’s modern way of doing business 
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“Your warranty means if the 
car breaks down before 12,000 
miles we'll be amazed.” 





the extended policy,” replied a 
Pontiac dealer to questions about 
the new warranty situation. 
Most dealers report little custom- 
er action resulting from the factory 
announcements. A few reported 
customers who thought it was an- 
other sales gimmick. But most 


Men and machines of AIR EXPRESS deliver vital missile component with jet speed to Convair test site 


Priority service makes Air Express today's best way to ship 


At Convair’s big Sycamore Canyon Test Facility in California, an Atlas missile stands ready for a 
static test firing. An eleventh-hour engineering refinement brings AIR EXPRESS service into the picture. 
AIR EXPRESS is constantly called on to speed new parts. It’s all in the day’s (or night’s) work for this 
skilled shipping team. Here’s what you get when you cal// AiR ExPREss: Priorityservice—first on, first off 
—on all 35 scheduled U. S. airlines « Kid-glove handling every mile of the way « Door-to-door pickup 


and delivery via 13,000 trucks (many radio-dispatched for 
maximum speed) « Teletype confirmation of receipt on 
request « Service to 20,000 American communities coast to 
coast«/t pays to think fast ... think AIR EXPREss first! 


AIR E} 





& CALL AIR EXPRESS DIVISION OF RAILWAY EXPRESS AGENCY © GETS THERE FIRST VIA U.S. SCHEDULED AIRLINES 


found customers only slightly im- 
pressed. 

Successful men were using 12,- 
000-mile paper as a sales tool. 
Salesmen feel they can now sell 
the product because the factory is 
publicly behind it. 

Like most such programs, it will 
be little better than the dealer who 
does nothing with it, But it can be 
a genuine selling force in the or- 
ganization geared to produce serv- 
ice profits from legitimate work. 

* * * 


Sacramento, Calif. 


N SACRAMENTO, overall reac- 

tion to the 12-month warranty is 
enthusiastic. However, one strong 
dissenting vote came from C. M. 
Anderson, manager of Lew Wil- 
liams Chevrolet Center. 

“We're not pleased. It provides 
no competitive advantage, and 
the industry as a whole gains 
nothing. We don’t feel it is help- 
ing sell cars—the average buyer 

already has confidence in the 
quality of the product. 

“Furthermore, I see trouble ahead 
in explaining to customers what the 
warranty comprises. 

“In the past, during the 90-day 
warranty period, dealers generally 
absorbed items the factory warran- 
ty didn’t cover. None of us could 
afford to do that for the long-term 
warranty.” 

He joined other Sacramento deal- 
ers, however, in guessing it will 
mean additional service business on 
nonwarranty items. Frank Hurling, 
manager of Burton Motors (Ford), 
expressed all-out enthusiasm for 
the program and quoted several of 
his customers as saying, “If Ford 
Motor thinks enough of the car to 
guarantee it for 12 months, they’re 
building a good car—otherwise it 
could bankrupt them.” 

a * + 


Boise, Id. 


Bo dealers unanimously agree 
the new warranty is no prob- 
lem, They also agree excellent pub- 
licity by manufacturers forestalled 
public misunderstanding. 

Robert Putnam, Dufresne Auto 
Co, (Dodge), says only one of 10 
persons is concerned about war- 
ranty and it is not a sales point. 
But W. F. Thode, Roy C, David- 
son Co. (Ford), says warranty is 
another good sales weapon, 

Marvin Peterson, Peterson Motor 
Co. (Rambler), says availability of 
service above the former 4,000-mile 
limit makes more satisfied owners. 
Putnam says warranty is no prob- 
lem because the car is now built for 
more service-free miles. 

a ed * 


St. Louis 


NNOUNCEMENTS about the 
new warranty have stimulated 
considerable interest in service poli- 
cies, many dealers in the Metropol- 
itan St. Louis area have found. 
Most dealers had been extend- 
ing the same protection in the 
past on the Q.T. In that instance, 
the goodwill accrued to the dealer 
because the customer thought he 
was getting something for noth- 
ing. 
Now that the 12-month warranty 
has been fully publicized, consum- 
ers take it for granted. In fact, 
many in the future will demand a 
lot more service than is written 
into the policies. 

To meet this problem headon, one 
dealer, Grebe-Fischer Oldsmobile 
on the South Side, is planning to 
include a message of its own along 

(Continued on Page 40, Col, 1) 





CANADA!! 


Yes, it’s true . . . hundreds of 


dealers in Canada are talking 
about the ‘Terrific Results’’ our 
self-management sales training 
program is producing . . 
dealers in Toronto alone. 
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Write for FREE information 


C. R. BAILEY 


Promotions 


891 King Street E. 
Hamilton, Ontario, Canada 








Dealers in many states too!! 


7 of the top GM dealers in 
Michigan 








Front Telescopic Hoists 


Hercules complete line of truck 
equipment makes selection 
easy for truck dealers and truck 
equipment users. Line includes 
steel and aluminum dump 
bodies and dump trailers, 
powerful underbody and front 
telescopic hoists, plus the 
‘‘special’’ hydraulic units 
shown. Job-proved models and 
capacities are available to fit 
every hauling and dumping 
need. Before you make your 
next sales proposal, contact 
your local Hercules distributor 
and see what he can do for you, 
or write for the complete profit- 
packed story. Write Dept.B-1060. 


‘ Hercules 
’) DUMP BODIES, HOISTS and DUMP TRAILERS 
Hercules Steel Products Company, Galion, Ohio, U.S.A. 
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with the factory’s service contract. 
Grebe-Fischer wants to keep its 
customers happy and not disgrun- 
tled. 

Will Fischer, a partner in the 
dealership, declared the warranty 
program has produced “lots of con- 
versation.” 

“If the customer doesn’t men- 
tion it in the first 10 minutes 
after they have fully seen the 
car, then we bring it up.” 

Fischer said, “We have explained 
to our salesmen that we want to 
avoid any confusion. Many people 
expect everything for nothing.” 

+ « * 


Jefferson City, Mo. 

OST dealers see the 12-12 war- 

ranty helping service business 
by bringing customers back regu- 
larly, since most warranty work 
after 90 days and 4,000 miles is con- 
tingent on prescribed maintenance 
by the customer. 

‘Some dealers see some oppor- 
tunity for customer abuse but are 
in minority. Most dealers would 
have been happier with warran- 
ties left like they were, since they 
had a greater control over the 
12-month extended warranty. 

Dealers don’t expect warranty 
problems until owners have had ’61s 

for 90 days. 

All dealers praise better quali- 
ty of manufacture last year and 
this year which indicates a pos- 
sibility that alert dealers can win 
customers back for service and 
maintenance work on a monthly 
basis. 

Some dealers tell customers the 
best way to insure good standing 
under 12-12 is to get maintenance 
monthly at the dealership. 

+7 ” 7 


Peoria, Iil. 
}/peataes in the Greater Peoria 
Market greet the 12-12 warran- 
ties with a mixed reaction, but a 


sampling showed the new plan met 
with general approval. 

“This is what the public has 
been hollering for for a long 
time,” declared Bill Schaffnit, 
general manager of Pere Mar- 
quette Motors (Lincoln-Mercury- 
Comet). But Otto Cornelius at 
Peoria Rambler disagreed some- 
what: “I wish they’d never done 
it. It’s just like the bonus—it 

_ doesn’t help a bit.” 

Cornelius said he had clinched a 
few sales last year because it 
wasn’t advertised but was available. 
“Since they’re all doing it, I don’t 
think it’ll bring in any more busi- 
ness,” he suggested, “and it may 
bring in a lot more service head- 
aches.” 

A Ford dealership official said his 
shop feels the warranty is “a ter- 
rific tool for both sales and on the 
service end.” 

The Cadillac dealership, offering 
a lube-free chassis this year, wasn’t 
too impressed by the 12-12 warranty 
because it was “nothing new.” 

Tony Kuzel, general sales man- 
ager of Travis Cadillac-Pontiac, re- 
ported, “We've been selling it for 
years. The warranty won’t have 
any noticeable effect on our sales 
because it has helped our sales 
right along.” 

of * * 
Buffalo 

EALER reaction to the new 

warranties is excellent in this 
area, Consumers are even more 

Pleased. Some buyers are so elated 
over the extended warranty they 
think there must be a gimmick. 


Several dealers said this is one 
of the best moves made by the 
industry in many years. The sur- 
vey disclosed no unfavorable re- 
action in any quarter. 

Dealers feel the full-year war- 
ranty will give them a much better 
chance to retain car buyers as serv- 
ice customers. Instead of losing 
many customers after four months, 
as in the past, these buyers will 
continue to come to dealers for 
service, it is felt. 

This will make the customer ap- 
preciative for service received and 
probably win him as a permanent 
service customer after the year is 
u 























p. 
Another big advantage, say deal- 
ers, is that it will prompt manufac- 
turers to build better products, 
Faced with a longer warranty, car 
makers are likely to install more 
rigid quality control, say dealers. 

The biggest single advantage, say 
dealers, is that the new warranty 
will keep the buyer in closer touch 
with the dealer during a greater 
portion of the life of the car. 

This ig expected to shift more 

trade from gas stations 

and corner garages to dealer 
service departments. 

Dealers agree that the new war- 
ranty was given them as an added 
selling point and is expected to help 
the marketing of 1961 models. 

* on 


Dayton 


AUTHOUGH they have their mis- 
givings, most Dayton auto deal- 
ers appear to be accepting the new 
warranty with good grace—albeit 
with little enthusiasm. 

Most give lip service to the 
worth of the warranty extension, 
7 their hearts don’t seem to be 

t. 

For one thing, the fact that all 
manufacturers have accepted the 
12-month plan tends to neutralize 
any sales advantage that just a few 
might have enjoyed. 

For another, General Motors 
dealers insist that the new warran- 
ty is little different from the 12- 
month “big part” guarantee they’ve 
been giving their customers right 
along—without talking about it. 

One GM dealer admitted that his 
motives for not having “pushed” 
his 12-month plan in years gone by 
were something less than altruistic, 
He explained: 

“A guy would come in after 
three months with a bad trans- 
mission. We’d replace it and he’d 
think we were king. What we 
didn’t tell him was that this was 
part of his warranty and that we 
were being reimbursed by the 
factory.” 

Most pessimistic of the dealers 
surveyed was Robert McBee, new- 
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Dealers Split on Long Warranties 


car manager of Central Motor Sales 
(Oldsmobile). 

“The way I see it, we're really 
going to have our hands full in the 
Service department a year from 
now,” said McBee. “I’m afraid there 
are going to be a lot of people who 
don’t read fine print who will be 
in for everything from a tuneup to 
&@ grease job. 

“After all, GM put this into 
effect because they had to—Ford 
forced them. I think we’d all be 
just as well off if we went back 
to the three-month warranty.” 

Bill Guest, new-car manager of 
Lee Hilgeford (Chrysler), comment- 
ed: “I think the publicity given the 


HELP WANTED 





REGIONAL MANAGERS WANTED 
Leading Imported Car Manufacturer must se- 
cure services of top regional managers for 
“open point’’ work. Must be experienced, 
mature, not afraid of hard work. Backed by 
excellent national and local advertising pro- 
grams. Headquarters in Los Angeles. Attrac- 
tive salary and fringe benefits. Sur personnel 
know of this ad. Write in confidence to Box 
1912, c/o Automotive News, Detroit 7. 





SERVICE MANAGER—Eastern Canadian 
GM dealer requires top-notch man with 
ability to analyze, organize, deputize and 
supervise busy service department with 
total sales $20,000 per month, Salary 
plus generous bonus based on sales and 
profits. Give full particulars Box 1914, 
c/o Automotive News, Detroit 7, 





General Sales Manager 

for aggressive Ford dealership 
located in major East Coast city. We have a 
well established, modern facility which is prop- 
erly located and presently doing a good 
volume. You must have the ability to manage 
all phases of new and used car and truck 
sales through those departmental managers. 
This is an excellent opportunity for the 
qualified man to become a part of the firm 
and make this dealership his career. Send 
complete resume of your experience and 
qualifications including a recent photograph 
to Box 1901, c/o Automotive News, Detroit 7. 


SALES MANAGER 


Midwest GM Dealer 


Send name and address and we will furnish 
details. Box 1904, c/o Automotive News, 
Detroit 7. 








CAPABLE 


Service Manager 


with 
CADILLAC EXPERIENCE 


and 


CADILLAC OPERATIONAL 
TRAINING 


An opportunity to handle service de- 
partment in leading Northwest Cadillac 
distributorship. Attractive compensation 
plan with excellent working conditions. 
Send qualifications and application to 


R. S. ELDER 
General Manager 


BARNARD MOTORS, INC. 


2108 WEST BURNSIDE 
PORTLAND 10, OREGON 



















SALES MANAGER 


For large Ford dealer. Must be renee ambi- 
tious, energetic, able to hire, train and direct 
large sales force. Must be dynamic closer. 
Established dealer with volume over 1,400 
new units, located in the East. Excellent op- 
Salem nsanne: benefits. Box 1910, c/o Auto- 
motive News, Detroit 7. 
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warranty is a good thing. I think 
it will be good for everyone, 


* * * 


Miami 


HERE is mixed reaction to the 

new factory warranty among 
Miami dealers. Several dealers 
claim it is nothing new, except that 
now the warranty is a written ene 
and includes more parts, for ex- 
ample the battery. 

Some of the dealers of other 
makes seem to think General Mo- 
tors was a “Johnny come lately” 
with its announcement of the new 
policy and were actually forced 
into it. 

Others claim it may work out 
very well for finance companies. 
Where they have had to repossess 
a car before 12 months, the owner 
used to claim he picked a lemon. 
Now he will not have this excuse 
because of the warranty. 

Miami is a volume rental-car 


HELP WANTED 


AUTOMOBILE SALES DIRECT MAIL — 
National advertising concern will train 
salesmen contact automobile dealers sales 
and service direct mail service. Exclusive 
territory, high earnings, repeat yearly 
business. Salary, commission. Box 1918, 
c/o Automotive News, Detroit 7. 





SERVICE MANAGER 


Excellent opportunity with established metro- 
politan multiple outlet operation in California 
for ambitious, top-flight service manager. The 
man we need is not just a ‘nuts and boltser," 
but a qualified administrator who under- 
stands the business end of service, and who 
has the ability to make a profit while main- 
taining customer good will. ‘ 


If you have a background of proven accofth- 
plishment and are between thirty-five and 
forty-five years of age, send complete resume 
to Box 1905, c/o Automotive News, Detroit 7. 
All replies will be held in strict confidence. 





SALES MANAGER WANTED 


Leading Imported Car Manufacturer needs 
aggressive, mature, hard-hitting, experienced 
sales manager capable of dealer development 
through direction of qualified field managers. 
Headquartets in Los Angeles. Attractive salary 
and fringe benefits. Our personnel know of 
this ad. Write in confidence to Box I9I!, c/o 
Automotive News, Detroit 7. 





a 

HIGHER), JOST If you are a general. man- 
you are a 

ager for a car , or have been a 


zone manager for a manufacturer, we want 
you as an exclusive agent for nationally 
advertised Childers Carports, used by deal- 
ers and drive-ins. No investment. Airmail 
our business background and references. 
Sat ee ees ae eee ee 
Bob Childers, Chi s 
Houston, Texas. 





GENERAL MANAGER, fully qualified to 
manage large dealership on a profit shar- 
ing basis, Will also consider operating 
on a buy-in basis. Box 1868, c/o Auto- 
motive News, Detroit 7. 


QUALIFIED GENERAL MANAGER—=sales 
manager, 15 years’ successful manage- 
ment experience with major lines, Prefer 
Western states, Box 1869, c/o Automo- 
tive News, Detroit 7. 


GENERAL MANAGER or sales manager— 
Successful operator with proven record. 
‘*‘Big Three’’ experience, Best references. 
Desire permanent connection, Box 1870, 
c/o Automotive News, Detroit 7. 


NEED RESPONSIBILITY RELIEF? Man- 
agement trained by thirteen years’ expe- 
rience in accounting, sales and parts. 
Qualified to look after your business, 31 
years old, married, desiring advancement 
and relocation, Worth checking—just the 
man you're looking for! Reply Box 1903, 
c/o Automotive News, Detroit 7, 


EXPERIENCED BUICK, GMC, Pontiac 
and Willys service manager desires con- 
nection in Arizona, Northern half of 
California or Oregon, Box 1916, c/o Au- 
tomotive News, Detroit 7. 





town and dealers, at this time, seem 
much more interested in the Ford 
guaranteed price for used rentals 
than in the new warranty. With a 
falling and unpredictable used-car 
market, these dealers wonder how 


Ford can do it. 
D C. FULLER, president of De- 

* Kalb Motor Co., oldest auto- 
mobile dealership in DeKalb Coun- 
ty; says, “I don’t attach too much 
importance to the 12-month war- 
ranties as Chrysler has had its 
equivalent for two years at least. 
It’s not new to us. 

“We are not putting the war- 
ranties in our showrooms ag we 
do not anticipate any change in 
attitude among our customers, 

“The warranties are supposed to 
cover things that should not hap- 
pen to a’ car, not normal upkeep. 
So we are not changing our atti- 
tude, either.” 


* * 


Atlanta 








POSITION WANTED 


15 YEARS’ PRACTICAL EXPERIENCE in 
the automobile business has enabled me 
to become thoroughly familiar and pro- 
ficient in solving all problems relating to 
the franchised dealer, namely: Setting up 
projections, use of daily operational con- 
trols, analyzing financial statements, 
training salesmen, closing deals, apprais- 
ing trades, writing advertising and de- 
veloping merchandising programs, Just 
disposed of own large used-car operation 
and desire a management position with 
@ progressive dealer in a large trading 
area, Resumé or interview on request. 
Will relocate. Box 1915, c/o Automotive 
News, Detroit 7. 

DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING FORD in East, 
225 new units per year. $25,000—parts 
and equipment, buy or lease building. Box 
1920, c/o Automotive News, Detroit 7. 


DEALERSHIP HANDLING RAMBLER, lo- 
cated in Illinois, Well equipped, excellent 
location. No accounts receivable or used 
cars, will sell or lease building. Dealer- 
ship shows excellent profit. Outside inter- 
ests only reason for selling. If interested 
please reply Box 1907, c/o Automotive 
News, Detroit 7. 

SELL DEALERSHIP HANDLING BUICK- 
OPEL to dissolve partnership. City popu- 
lation 55,000, area population 200,000. 
Big industrial development in progress, 
Borg-Warner and Ohio Rubber Company 
building huge factories, will hire 2,500 
additional employes in next eight months. 
Other manufacturers expanding, Sell 
$32,000 worth equipment, furniture in 
well equipped dealership, including body 
shop, for $17,000, Invoice parts, guaran- 
tee no obsolescence, Call ur write Gordon 
Brackeen, 421 Towson Ave., Fort Smith, 
Arkansas, Phone SU 3-4178, night SU 
2-4834. 


DENVER, COLORADO, dealership han- 
dling Lark and IHC, Total overhead 
under $3,000 per month, Low inventory, 
best location and lease in city, six em- 
ployes, Moved 500 units last year. Profit 
potential fabulous. Act quick, Small in- 
vestment. Box 1908, c/o Automotive 
News, Detroit 7. 


DEALERSHIP HANDLING CHRYSLER, 
Dodge, Willys, West Texas. 100 new car 
sales yearly, excellent facilities, reason- 
able rent. Sell for inventory cost current 
parts and equipment, Box 1909, c/o Au- 
tomotive News, Detroit 7. 


DEALERSHIP HANDLING Lincoln-M e r- 
cury-Comet in East, Good growing loca- 
tion. Right price. Factory approval need- 
ed, Box 1859, c/o Automotive News, De- 
troit 7. 


SALE—DEALERSHIP—One of the ‘Big 
Three,’’ handling 150 new and 300 used, 
25. miles from Pittsburgh, Pa, Trading 
area 50,000, 40 minutes from downtown 
Pittsburgh, 6,500 sq, ft, of building space 
—also used car lot, three car showroom, 
17 car stall, Building, assets and business 
$50,000. Willing to negotiate Box 1900, 
c/o Automotive News, Detroit 7. 

WANT TO GO IN BUSINESS in the 

Golden Isles? We have location—4,500 

sq. ft. in modern building, 18,000 sq, ft. 

in lot with sheds and storage. Completely 
equipped for automotive sales and serv- 
ice. Will rent, lease or sell, Ocean 

Motors, 1215 Newcastle, Brunswick, 


Georgia. 


stent EAE 
HIGHLY PROFITABLE DUAL HAN- 


DLING GM, Pontiac and Oldsmobile, 
central Florida, Excellent service depart- 
ment, Sold 180 new, 370 used in 1959. 
Units and profit ahead of ’59, Will lease 
building, sell parts, fixtures, equipment. 
No used cars. Excellent trade area year 
round, Box 1893, c/o Automotive News, 
Detroit 7. 


DUAL HANDLING PONTIAC-BUICK, 
ideally located in Michigan industrial 
city of 13,000. One of the finest GM 
duals in this area, Modern building, low 
rent, excellent service facilities and used 
car display. Will sacrifice, buy only 
parts, equipment and fixtures, Write Box 
1894, c/o Automotive News, Detroit 7. 
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DEALERSHIPS AVAILABLE DEALER SERVICES 


SSeS 


Dynamic Growth 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories: and similar goods. 


APPRAISAL SERVICE 





: Tools 
Opportunity For Buy/Sell Agreements, Annwal Plcal 
setae coat ear steerer) te 
ove Bl — “Hidden Power” booklet. 


AUTOMOTIVE. INVENTORY & APPRAISAL CO. 








increasing customer acceptance and satis-| '0040 Freeland Ave. Detroit 27, Michigan 
faction. wi 3-6445 
This is an for a team oriented 

who can proven policies 


MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to:36 months . . . for officers and non- 
coms of pay grades E5 and above . 
on simplified, non-recourse basis. 


arrangements 
gion ar a Se hentind 
no’ 
in the strictest confidence. Bo = ens c/o 
Automotive News, Detroit 7. 


HANDLING LINCOLN - MERCURY- 
COMET-English Ford, upstate New York. 
Small dealership, profitable, only six em- 
ployes. No real estate involved, long 
lease available—low rent, Blacktopped, 
large used-car lot, on main highway. 
You can have the four franchises for 
cost of parts only—$15,000 will cover 





* Cars may be taken overseas without re- 
financing. 


Military Acceptance Corp. 
Dept. D, P. O. Box 2166, 800 Broadway 


San Antonio, Texas—CApitol 5-6756 








entire deal, Nothing Saanes = — 
Box 1917, c/o Automotive ews, - 
wet fo 1961 Auto Costs! 
in- Mer- 
DEALERSHIP HANDLING Lincoln er Gheover how much. jour codpeliien’ can 


cury-Comet, Southwest Ohio fast-growing 
county seat. Industry, agriculture and 
high governmental payroll creates unusual 
opportunity for man who has depart- 
mental or overall management ability. 
Present owner retiring and will assist in 
financing. Box 1919, c/o Automotive 


really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 1961 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide. Order your 

‘él edition today for only $i0—three year 
TO rT EALERSHIF LOCATED subscription $18 (including all supplements). 


in small Southern city, state of Louisi- | ayrT S, er Publishin m . 
ana. Desire to retire from business, will UTO COST chenser ew shing Company 
sell assets. Now merchandising one of 
top line of cars and trucks. Interested 
parties write: Frank Haynes, Clinton 
Motor Company, Clinton, Louisiana. 

DEALERSHIP HANDLING CHEVROLET, 
200-car planning potential, approximately 
20 miles from Boston, Mass. No blue sky. 
Factory approval necessary. Box 1921, 
c/o Automotive News, Detroit 7. 





BUSINESS OPPORTUNITIES 
FOR .SALE—Established garage and used 
car lot, Reasonable, Write Box 711, 
Hudson, New York. 


CARS FOR SALE 


An Important Message for 


“CAPTIVE” DEALERS 


import 


IMPORTANT NOTICE 


If you are now selling a ‘captive" 


and find that you are no longer getting 
the service the factory should give you, 
or the selection of models for most profit- 
able business, now is the time to add 


BORGWARD 


to your line. Fergus Imported Cars, Inc., 
gives Borgward dealers real service. Every 
requirement, every request is attended to 
quickly, efficiently. Moreover, we do not 
overload you with cars; you run your 
own business without factory or distributor 
pressure. Most important of all, when 
you sell a Borgward you're selling a good, 
salable, profitable car . . . and you have 
happy customers who bicsins your best 
salesmen! 


Phone, write, wire 


Peter F. Dube, President 


Fergus Imported Cars, Inc. 


1717 Broadway (54th St.) New York 19 
Telephone: COlumbus 5-6494 


FOR.SALE: 1946 Packard Clipper sedan, 
19,000 miles, perfect and spotless. Picture 
available, Make offer. Ray Kitchner, 622 
James St., Syracuse 3, N. Y. 











Ample Supply of 


CLEAN 
USED 


‘CARS 
1960 - 1959 - 1958 





DEALERSHIPS WANTED 


FLORIDA, Factory approved, Immediate 
cash, Confidential, Box 1898, c/o Auto- 























motive News, Detroit 7. MOST MAKES 
CHEVROLET 
B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 
$100.00 CASH REWARD for information 
resulting in recovery — 1960 Chevrolet SEE PAGE 24 


Bel Air 4-dr. hardtop, solid turquoise. 
Serial No. 016391152598, license No. CA 
8751 Utah, 1960. Driver known as Wilton 
B. (Bill) Roth. This man uses a Sin- 
clair Credit Card and has purchased gas 
and accessories in 31 states in past two 
months. PHONE COLLECT: R. N. Pex- 
ton, DA 8-8501 or EL 5-1655, 637 East 
4th South, Salt Lake City, Utah. 


for the nation's 
TOP AUTO AUCTIONS 


NEW LINES WANTED 


AUTOMOTIVE PRODUCTS WANTED 


One of the oldest and most highly rated manufacturers of automotive prod- 
ucts seeks NEW ITEMS, NEW IDEAS, or a GOING BUSINESS TO PURCHASE. 
Has world-wide distribution. Domestic distribution is through central warehouse 
distributors marketing, through 6,700 automotive wholesalers and some 250,000 
dealers, to automobile dealers, independent garages, filling stations, major 








oil companies, and tire manufacturers. Will also consider ideas; the employ- 
ment of scientists or engineers for research and development; licensing or 
cross-licensing; or the purchase of companies with products for the automotive 
after-market. Send details or telephone: 


Edward S. Tallmadge, Industrial Consultant 
710 N. Water St., Milwaukee 2, Wisconsin (Telephone: BRoadway 2-0158) 

















has ’em! 


All in top shape, clean 
and sharp — real bell 
ringers! Chevys, Fords, 
Plymouths, Buicks, 
Cadillacs, Pontiacs. 
Sedans, hardtops, 
wagons and converts! 






You name it, we’ve got 
it—in fast-selling colors 
— equipped with power 
steering, R & H, auto- 
matic transmission, 
many with power 
brakes — the works! 












1959 and ’60 models are 
now available at Hertz 
offices across the 
country. 


CALL 
THE HERTZ MANAGER 
IN YOUR CITY TODAY 


or write: Mr. I. E. Spatig 
The Hertz Corporation 
660 Madison Avenue 
New York 21, N. Y. 













SALE! 


1959 FORD 
TAXICABS 


A-| condition. Ready for the road. 
All good motors, transmissions, rear 


ends, Clean $95 
SALE 
PRICED ed. 


from 
Call, Write or Wire 
EMKAY MOTOR SALES 
1046 Bedford Ave., Brooklyn 5, N. Y. 
Telephone Ulster 7-0651 


SALE! 





Wholesale 
MERCEDES - BENZ 
We Import and Distribute Direct 
ALL MODELS—1955-1960 


GLOBE AUTOMOTIVE 
IMPORTS, INC. 


On Rte. 17K, Montgomery, N. Y. 
Telephone: Newburgh JOhn 2-0847 
Cable: GLOIMP 
All duty and Federal Excise Tax paid 





SHOP NT FO 


1958 FORD F800 with wrecker body and 


AUCTION SCHOOLS 


BE AN AUCTIONEER — World’s largest 


ANTIQUE, CLASSIC CARS FOR SALE 
COLLECTORS ITEM—1929 Cadillac Tour- 


PARTS FOR SALE 
LLOYD PARTS for all models. Complete 


SAVE MONEY: BULBS: 1034 price $14.00 


CHEVROLET PARTS, antique or classic. 


























MISCELLANEOUS 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 


Outstanding Engineering Features 
*CADALLOY STEEL CAST 


COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


es 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 
*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


@ 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
TOWING. 


e 
BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . . $69.80 
Dealers’ 25% Discount 17.45 






North-East-South-West 
Automotive News' 
“Leading Used-Car Auction Direc- 
tory” gives directions to top U. S. 
Auto Auctions EVERY WEEK. 









CARS WANTED 


CADILLAC LIMOUSINES — Sharp ‘60s, 
’59s, °58s. Franz Ridgway, BE 4-6611, 
2836 N. E, Sandy, Portland 12, Oregon. 
















BEAR TRUCK FRAME straightening and 
wheel aligning machine, also passenger 
car frame straightening and wheel align- 
ing machine, $2,250 for both, Also 1956 
Ford i1-ton dual wheel wrecker with 
Holmes double boom crane $2,600. Ratliff 
& Sons, Sanford, Fia. 


TRUCKS FOR SALE 











@ 10-ton capacity telescopic boom and 
winch. Must sell. 2257 E. Jefferson, De- 
troit. LOrraine 7-5750. 









school. Internationally recognized diplo- 
ma. Free catalog. Reisch Auction Col- 
lege, Mason City 77, Iowa. 










ing. Excellent condition, Jack Pae, Post 
Office Drawer 980, Leesburg, Florida, 
















stock. Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 


per c; 67 bulb $7.00 per c; 1154 bulb 
$15.00 per c; 1016 bulb $17.00 per c; 57 
bulb $5.50 per c. Prepaid. Acme Sales 
Co., Box 1244, Camden 5, New Jersey. 





















Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


¢ PARTS - 










HANSA pees $52.35 
Goliath @ Express Adapter Clamps Fed. Tax. Inc. 
HANSA CORPORATION THE FAMOUS 
ee MOTO-MATIC 






TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Western Distributor 





Dealers’ List F.0.B, Factory ................ $59.80 

Dealers’ 25% Discount ...................... 14.95 

Dealers’ Net with 4 

Standard plus 2 Large $44.85 
Swiss Watches For Premiums Adapter Clamps Fed. Tax. Inc. 









pone : j sport vee yesbe es oom 

ens water resistant . .25 eac 

os o's" eetee oe Ff ro _ "ON THE BALL" 
es sport watch..... -80 eac' 

Ladies | J water resistant . $5.00 each 

Min, | dozen, leather straps . . . 25¢ each TOW Pl LOT 










Expansion bracelets, 60c ea. Free catalog. 


with *Cadalloy Steel Safety Coupler 
















TRANSWORLD, 565 5th Ave., N. Y. C. 17 

Dares} | Raghers’ Blet FCB, PUEPOTY cccesccssensss $51.00 
Dealers’ 25% Discount .............:ccccc00 12.75 
Dealers’ Net with 2 $38 25 
Standard 2 Large ° 
Adapter eas Fed. Tax. Inc. 


Buy and Save $$$ 
QUANTITY USERS 
GET OUR DIRECT 
FACTORY DEAL 


Tow Bar Sales Co. 


Exclusive Factory Di ‘s 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collects 22705" 32, 


40 So. Clinton St., Chicago 6, Iil. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 
























New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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HEAVY-DUTY CLUTCHES 


. Help your truck customers 
combat major cause of clutch failures! 


Spicer Heavy-Duty Clutches, the Standard of the Industry, are specifically designed to 
combat heat—to help fleet owners prolong clutch life and reduce the cost of engine and 
power train maintenance. That's why two out of three truck operators who specify clutches 
specify Spicer. Specify Spicer Heavy-Duty Clutches for your customers—give them these 
cost-cutting advantages : 


* Cooler Operating—Simplicity of construction with minimum number of parts—plus the 
ventilating effect of the louvered cover—make the Spicer clutch cooler operating, 
longer lasting. 

* Combats Heat Set—Spicer's two pressure springs don’t contact the pressure plate, so 
spring pressure is more constant and your chances of burning up your clutch under 
heavy load are greatly reduced. 

* Uniform Contact Pressure—Spicer's multiple levers and centrally located springs give 
uniform overall pressure plate loading regardless of wear or adjustment. There’s no 






























Spicer Heavy-Duty Clutches are available in bie 


2-plate, 14” single and 2-plate, and 1544" le 
chance of uneven wear. aaa 2-plate liste: All Schaar Heavy-Duty Cities "4 SERVICE MANUAL 
* Smoother Engagements— Because of multiple lever flexing, a rigid disc can be used. are available with ceramic facing for added pe: 
“Passenger Car” engagement is obtained with the durability of rigid discs. Smoother torque capacity. ‘ 
engagements mean longer clutch facing life, less wear on transmissions and drive line @ 





components. 
* “Like New” Adjustment—Special adjustment ring makes normal wear adjustments 
easier, with “like new’ performance. WRITE for Bulletin 707, a 23-page illustrated 
* Functional Design—Pull-type release, a Spicer exclusive, uses a lubricated enclosed service manual on Spicer’s complete line of 


release bearing, making possible an effective clutch brake for easier shifting into 1st Heavy-Duty Clutenes. Contains comprete Warp 
and reverse. by-step service information for your customers. 





SPEC/FY SPICER 


CORPORATION 


rN eay 
Toledo 1, Ohio 











